Recorder 


NATIONAL VOICE TRADE 


eRRY 


VY CAGE 


Starting in August, on Saturday mornings (the logical time 


to reach the largest children’s audience) Red Goose shoes 
will present TERRY AND THE PIRATES. Best of all, this 


A COMPLETE action-packed favorite will be 
PACKAGED PROMOTION 
FOR RED GOOSE DEALERS! 


% Dealer listings on TV 


* Window displays Red Goose dealers will be Ny ATI 0 N A L LY 


% Give-aways and premiums fi happy to learn that Wii 
% Local TV and newspaper publicity 13-week cycle will bridge TELEVISED! 


IMPORTANT: two important selling peri- 


Red Goose dealers must hurry ods: the important Back 


to capitalize on this great to School’’ season and the 
opportunity —the deadline for Winter and pre-Christmas 
signing up for this 
TERRY AND THE PIRATES 
promotion is June 20! 


business. 


Your Red Goose salesman will 
be happy to give you the details 
. or write us direct! 


» Friedman - Shelby ovvision 


INTERNATIONAL SHOE COMPANY, ST. LOUIS 3, MISSOURI 





across the 


fashion firmament 


streaks Natural Bridge's 


“Meteor!” 


Pretty and practical, a mid-heel pump with 


billowy-puff vamp and just-right heel height. 


Created in the leather of fashion... 


HUBSCHMAN’S CALF 
+516 Basque Red #507 Flight Blue 
+3338 Perfect Brown +500 Black 


FE. HUBSCHMAN & SONS, INC., PHILADELPHIA 23 + FASHION OFFICE: EMPIRE STATE BUILDING, NEW YORK | 





Tops Again tor '57 | 


/|-in-one-shoe 
can be worn 4 ways 
Pump © Strap © Ornament or Lace 














4033 
AS PUMP 





A CAPITAL ASSET 
IN ANY STORE 


40333 
WITH STRAP 


A New Dress Pump 
that will delight children 
of All Ages 


The 4 Way Shoe 


IN STOCK 4 WAYS 


6% te @.....,. iw Ce 
8% to 12......... ABCD 
lane SS ......:; ABCD 
Se 6... ABCD 





40331 
WITH ORNAMENT 


THE GILBERT SHOE CO., « THIENSVILLE, WISCONSIN 
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10 Wak 
VOLUMe MAIN 


EIGHT NEW LASTS - POINTED TOES-COVERING ALL HEEL HEIGHTS 


— WL. 


. $9 to 59.99 RETAIL 





“SUEDE can build-up our pairage,” the 
buyer told his merchandise man- 
ager. “I’ve got to have good sell- 
ing stocks of suede shoes next 





- . ” 
season, 


“ASK that well-dressed woman over there 
what she thinks about Fall shoes,” 
suggested the m.m. 








“DRESSY shoes for Fall mean suede to 


me,” she said. 


TAN-ART SUEDE KID now has luxuri- 
ous texture and deep nap. The col- 


oring is vivid. Everyone likes it. 


SUEDE Kip TAN-ART CO., INC. divisionof G. LEVOR & CO., INC. 
Gloversville, N. Y. Tanners since 1876 
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DESIGNED AND DESTINED 





LEAD A DOUBLE 


Left: The Dansy, 43001 
brown calf and white buck strap slip-on 
piped front 


Center: The Daney, ¢ Lime 


black calf and gray salk stro 


turned front 


Right: The Danny, 4 
black calf and white buch 


piped front 
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NEOLITE..the 


Most advertised...most popular 


we 


/ a ‘ ee My 


oo 


> 


NEOLITE RUNS THE SHOE INDUSTRY’S 
BIGGEST ADVERTISING CAMPAIGNS ! 


NEOLITE advertising is the 
greatest, most powerful, 
most persistent the shoe 
industry has ever seen! 

In 1957 NEOLITE advertising 
will run in all the publica- 
tions shown here — big 
national magazines, fashion 
magazines, Sunday news- 
paper supplements! 


Plus TELEVISION — specici announcements 


on the GOODYEAR TV PLAYHOUSE Sunday, 9-10 P.M., EST, NBC Network 


One of America's top-notch TV shows be sure to see it! 


ae 
EVERYBODY —<— 


KNOWS NEOLITE! HERE’S PROOF! 


® In an impartial coast-to-coast “‘Brand Recognition” 
Survey nearly 9 out of 10 people knew NEOLITE! 


Boost your sales by featuring. 


WP i 
6%" NEOLITE SOLES 


WEOLITE, AN ELast ER RESIN GLENO Tm 
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. sole everybody knows! 


1 S24 .../ongest wearing! 


P Ee “~~. 
SAMMAA AAAI ~~ 
gtt* *4¥r, 


NEOLITE 


CROWN Lightest, most flexible—longest-wearing 
soles ever made for shoes. Now you can 


NEOLITE reduce weight and still get longer wear! 


NEOLITE Now 10°; better than ever before! 





- NEOLITE on complete lines! 


MADE ONLY BY q5 ap ay DF YEAR 
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Pulling Over Machine 


Easier to run 


Better quality and 
higher production 


Reversing mechanism 
permits repositioning 
after inspection 


United’s new W/E Pulling Over Machine Model B offers 
ease of operation, complete flexibility of adjustment and op- 
portunity for correction. 

The overhead positioning of the shoe has been eliminated. The 
machine is operated from a comfortable standing position. The 
new design provides closer timing between pincer-release, wipe, 
and tack drive to produce tighter pulled shoes. 

You will find your operators producing better work because 
they are not as tired. You will find it easier to break in new 
operators. 

Contact your United office for delivery schedules and terms. 


United 


SHOE MACHINERY CORPORATION 


Boston, Massachusetts 
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once 
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326 SOUTH FRONT STREET 





CALL OR WIRE. 


WE'LL SEE THAT YOU SEE 


COLUMBUS 15, OHIO 
Phone CApital 4-1168 
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DICKERSON REPRESENTATIVES ARE NOW SHOWING ALL 96 STYLES Ff 


THEM AT ONCE 
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OR FALL 


THE WALKER T. DICKERSON COMPANY 


«© « IN NEW Y 
417 MARBRIDGE 


ORK «© « « 
BUILDING 








| 



























Uniform Quality 


doesnt just happen 


Fine quality leathers are everyone's job at John R. kvans & Company. That's 
| ou can rely on uniformity of quality in all Evans Leathers, from lot to 


ind vrade for grade. 





Prime goat skins purchased abroad by Evans agents ar 
rive at the warehouse floor of the Camden tannery Phe 

i the ie baled and tied indicate their country of 
rivin. tells the sorters what imperfections to wateh for 


thie ela ij them 


Quality control man is warehouse foreman William Carey. 
His is the responsibility of rejecting sub-standard raw 


tock before the Lanning proce i begun He Is a key man 






ine the qualit control system headed by the Technical 


Superint ndent 





Quality control in thi 
varehouse floor of the 
the world is inspected 
pertant first qualit 


and goat skin into ft 


Six months and fort 
will be smooth, lustro 
tiful pair of Capezio 


shoe manufacturer 


JOHN R. EVANS & COMPANY « The House of Uniform Quality Leathers »« Camden, New Jersey * 1857 Our Hundredth Anniversary 

















The Box that PROTECTS 
your full profit 


with FRANCHISED SELLING 
that delivers Volume too... 





€ In all of juvenile footwear you'll find no greater opportunity than that offered by CHILD LIFE to 
the independent dealer. 


Here are children’s shoes that are priced in brackets most families can afford, 
to give you volume. 





Here are shoes that you can sell because they have important points of differ- 
ence that add to your reputation for value. 





Here are shoes that are quality made to back up your name and build repeat 
business. 





Here are shoes that are yours alone in your trading area, in effect your own 


private label, to give you prestige. 


In a phrase, here are shoes that take you away from the low profit margin of the dog-eat-dog lines, 
and set you up as a merchandiser — which is the basic reason why you're in business for yourself. 
So, if this line of reasoning appeals to your good judgment — as it has to hundreds of other inde- 
pendents from coast-to-coast — a call or letter from you will receive a prompt reply. Of course if 
there's a CHILD LIFE dealer near you now — it’s already too late to investigate. 


HERBST SHOE MANUFACTURING CO., Milwaukee 45, Wis. 


New York Office — 557 Marbridge Building, New York 17, N. Y. 
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CUSTOMERS BUY WHAT | 
THEY WANT | 





—— 


Get set for action! 


Immediate Delivery on this 


POWDERPUFF SADDLE 


ounces light! promote for 
sports ...travel... vacation 


‘ 


Retailers are the prime movers of goods from factory to 
the ultimate consumers and their importance has been 
growing apace with the expanding economy of our 
country, 

In an address before a Retail Clinie in Atlanta, Georgia 
(where several hundred retailers were in attendance) 
J. Gordon Dakins, executive vice-president of the Na 
tional Retail Dry Goods Association, put a further em 
phasis on the retailers’ role. He said, in part: 

“In this age of the hydrogen bomb, people in masses 
are changing their thinking, their working, their living, 
and that means that retailing, which is close to people 
every day, must change its thinking and its methods of 
operation as fast or faster than the customer it wishes 
to serve. Feels light but wears rugged! 
“All of us who seek to sell goods or services to the public Close trimmed crepe soles... 
constantly find ourselves looking for practical answers to 
such questions as: ‘What do people want today? What 
will they want tomorrow? and Why?’ And throughout (#8848) (48747) 
our lives the answers change as the pace and pattern ol 


people themselves change. 
“As retailers, in the most intriguing, ONLY IN JILLS: 


we are engaged 


The shoe that knows no season. 


in white and black; and white and grey 


challenging, hazardous and rewarding enterprise of all 
the manufacture of customers. But unlike manufacturing : ; 

products, our problems. and our answers, are neither ALL these widths and sizes at $4.20 
precise nor scientific. But then, neither are people. Our 
answers, however, can be productive and that’s what 
counts, Sizes 6-9 AAA 
“Remember, you are going to have to fight for the busi 
ness. It’s not just going to walk in. The American cus- 5-9 AA 
tomer is exacting but she can afford to be. What she 

wants is something better, more convenient, newer and 4-9A&B 
more beautiful. Americans no longer buy because they 4-8C 
need to; they buy because they want to. It is this dis- 
cretionary power of the consumer to buy what she wants 
that is the important thing to recognize in selling today.” 


Order Now for Immediate Delivery 


STS. \erburr, VAISEY BRISTOL SHOE CO. 


Publisher MONETT, MO. 
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the MILLION DOLLAR look! 





In America’s best selling children’s shoe... 


—-- ae - -—— ———$$ $$ 
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CAMPUS 


Velour Suede, made in 
Vieuna, Tan Crepe Sole; 
Avene Grey, Moonstone 
Grey Crepe Sole; White, 
Black Crepe Sole; Black 
Red Crepe Sole 
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A complete line of IN 
STOCK Children’s Shoes 
from tots to teens. QUAIT 
ITY CONSTRUCTED to in 
sure PERFECT FIT ; 

and always EXCITINGLY 
STYLED for easy selling. 






Write us for franchise uggested retail for most style 


jorwowrcite. $550 to 56.95 


A few styles slightly higher 


mo ACalin’ 





AMERICAN JUNIORS 
SHOE COMPANY, INC. 


ONE ISLAND STREET, LAWRENCE, MASS. 
Division: Consolidated National Shoe Corp 
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PATENT LEATHER 


world’s largest tanners of patent leather 


ing pate 


the best-work! 
the pest-wearing P 


uniform pate 


se job 
wnwetent jeatner 


rhe most 


e men 


y th 
by the finest 
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Now Walk-Over quality 
starts at *14-° 


Expanded line means 
more ‘young-man’ sales 


... 42% + Mark-Up 


Now Walk-Over brings their long established 
reputation for quality to the younger man’s 
price range. 





















Walk-Over’s expanded line now covers the 
important $14.95 to $19.95 volume market 
featuring fresh styling, rugged good looks and 
many costly extras, all made to Walk-Over’s 
high standards of specifications. All this and 
Walk-Over’s exclusive I.L.P. Plan . . . a 42% 
minimum mark-up to give you increased profits 
on every sale. Our increased production capacity 
for Fall will mean keeping ahead of your faster 
turnover. 


So, if you want to sell a million-dollar name, 
sell Walk-Over — one of the “Big-Four” names* 
in men’s shoes. Get the new Walk-Over story 
from your salesman — or contact Jean Keith, 
President, or Bob Fesler, Vice President and 
Sales Manager. 


*A national preference survey made for 
one of our competitors in 1956 showed 
Walk-Over to be one of the four top 
brands, regardless of price! 








Geo. E. Keith Company Brockton 63, Mass. 


World-Renowned Walk-Over and Incomparable Keith Highlander Shoes for Men 
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PERFECT FIT 


for the continental 
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Mtr 


Sure, the low top lines are stylish 


and light in weight, too. But they demand a lot from a counter 





Perfect fit and adaptability 





always important in a counter 
more so in light weight, flexible styles 


A good counter keeps the shoe on the foot where it belongs 





Good Counters Sell More Shoes! 







Ask your manufacturer for shoes with Lefatex Counters. 


GEORGE 0 








BRPIiOGEWA 





re 








MASSACH serrs 


leather fibre’s first name. 











MEN'S 8 






MEN'S 
SHEARLING LINED CHUKKA BOOT 





BOYS’ BOOT WOMEN'S OXFORD 


~ 
: ce 
nae 
a? 


WOMEN'S CASUAL MEN'S CASUAL 





MEN'S BOOT 





Family footnote 


for leisure shoes 


™ CREPE SOLES 
Cmerioat Soft Hy 


The whole family stands united on its favorite leisure shoe sole . . 


springy, flexible Cush-N-Crepe the sole of comfort. 


This famous original cellular sole*, made only by Avon, puts the pay in play 
shoes. Smart of colors... neat of designs ... they wear the sign 


that wilts customer resistance and builds good, solid business... Baye 1 ' rr | 
REG. U.S. PAT. OFF S PATENTED EOIN 
ag. Us, PAN OF: 


AVON SOLE COMPANY, Avon 


For forty-six years specialists in fine sole mater 


Makers of the famous Avonite, Avon Du-Fiex and Du-Flex Avonite Soles 








MENS BOOT CHILDREN’S CASUAL 


Loner 


for action 





and attraction! 


For extra comfort yreater protection 
flexibility and value the makers of 

fine yuvenile footwear look to Rueping 

for leather. Leather like KANKAKEE, tanned 
the Rueping way, for action and attraction 


K ANKAKEE 1s featured here in ever popular 
PO} 


Proeteke tiv shoes quality crafted by 


Courts * Stephens! mbry Co., Inc of Reading 


Pennsylvania now observing 75 years of ANNIVERSARY 
YEAR 








progressive shoemaking 


Pro tek tiv 


SHOES: Style No. 9950 


Curtis « Stephens «Embry Co., Inc 






Reading, Pennsylvania 


LEATHER Rueping s KANKAKEE 


olor No. 9177 






RUEPING 


fue VELLA SOU fle Mf 


FRED RUEPING LEATHER CO FOND DU iA< WV CONSIN 
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Buying Is Beyond Expectations at PPSSA 





Registrations and Traffic Set at 10 Per Cent Above Last Year’s; Far 
Better Fall Business Expected; Tapered and Needle Toes Riding High 


New YorK Buying action and in- 
terest went appreciably beyond exhibi- 
tors’ earlier expectations at the Popular 
Price Shoe Show in New York last 
week. Sellers were reported “strongly 
gratified” with orders booked and orders 
planned. PPSSA officials said that regis- 
trations and traffic were 10 per cent 
above last year’s show. 

Said one exhibiting manufacturer, 
“On the basis of orders coming in, fall 
business is going to run far beyond 
what we had anticipated earlier. Book- 
ings are not only substantial, but we’re 
being asked for earlier delivery dates. 
This means that fall shoes will get an 
earlier launching, and that follow-up 
business out of in-stock should give us 
a very brisk fall run.” 

The gist of those sentiments 
expressed in many quarters throughout 
the show. A variety of factors have 

uddenly fused to create the buying 
impact that took form at the PPSSA. 
First, almost spectacular April shoe and 


were 


apparel sales across most of the 
country. This set up a very vigorous 
buying mood among retailers at the 
PPSSA. (Note: shoe production for 


April set a new record for that month.) 

Second, retailers’ inventories have 
been trimmed to the bone in most in- 
tances. In fact, there’s growing opinion 
that inventories of manufacturers and 
retailers alike may be reaching a dan- 
gerously low level. 

The third factor is the influx of the 
new styles, particularly in women’s 
shoes, but also with numerous interest- 
ing innovations in men’s shoes. Women’s 
dress shoes should almost certainly set 
new production and retail sales marks 
for fall. 

Chief interest, of course, revolves 
around the needle and tapered toes, 
which are now in all price ranges and 
footwear classifications. Big city and 
top grade stores are buying as much as 
80 per of their women’s lines in 
these Even the small town and 
semi-rural area stores have scheduled 
20 to 30 per cent of their women’s shoes 
in these new toes. Needle toes have 
moved strongly into popular grades, 
though these lines are still dominated 
by the more modified tapered toes. 

One problem heard everywhere 
throughout the PPSSA show is the dif- 
ficulty of getting the desired lasts to 
the extent needed and wanted. Last 
manufacturers, with heavy backlogs of 
orders, are running six to 12 weeks on 


cent 
toes. 
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delivery—much longer than usual, which 
seems to indicate that it will still be 
at least another year or more before 
the peak is reached in tapered and 
needle toes. 

Prices stood pat pretty much at the 
PPSSA. Some sellers applied “nickel- 
and-dime” increases in selected spots 
in an effort to cover some 
without jeopardizing their competitive 
position or requiring price changes at 
retail level. Some manufacturers said 
they would have raised prices had retail 
business been better during the first 
quarter. However, with a very strong 
second and third quarter 
there’s general feeling that an appreci 
able number of price increases will go 
into effect in the early fall, and par 
ticularly at the forthcoming fall shoe 
shows. Pressure on supply backed by a 
satisfying level of retail shoe sales is 
expected to set off later price rises 

Shoe production for 
year are being revised upward. Karlie: 
feeling was that 1957 would fall short 
of last year’s mark of 592 million pairs. 
Now there has been an abrupt turn 
about. Growing opinion is that there’s 
good chance of reaching or passing 600 
million pairs in 1957. 

April production suddenly reversed 
a three-months slow period. May-June 
is expected to continue the high pace, 
with good chances of establishing new 


cost rises 


expected, 


estimates the 


highs. 
Few manufacturers were without 
some version of tapered toes at the 


show, and usually a really sharp one. 
This includes some of the generally 
considered, very conservative lines, al 
though not all. Some of this group, 
however, have a slimmer, not sharply 
tapered, toe. Most often, there are three 
types shown in a line: the old type, 
definitely round; a modified tapered and 
a new really tapered. 

In one middle-of-the-road line this is 
the story: very tapered on a 21/8 heel; 
both modified and very tapered on 18/8 
and modified only on 15/8 and 14/8. An 
equally, or even more, conservative line 
has a new tapered toe last on 18/8 and 
23/8 heels. Another manufacturer, one 
not noted for fast styles, has a new 
tapered toe on 14/8 and 23/8 heel 
heights which he is putting into stock. 

The further development of a small 
squared-off tip on a tapered toe is still 
very seldom seen but one or two man- 
ufacturers are showing it. Another ex- 

[TURN TO PAGE 112, PLEASE] 





William M. Blackie Chosen 
To Lead Shoe Chain Stores 


New YORK William M. Blackie, 
executive vice-president, General Shoe 
Corporation, and president, General Re- 
tail Corporation, Nashville, was elected 
president of the National Association 
of Shoe Chain Stores at its 
meeting here. Mr. Blackie succeeds 
Jack M. Schiff of Shoe Corporation of 
America, Columbus, who had completed 
two terms in the office. 


annual 





WILLIAM M. BLACKIE 


executive vice-presl 
Stores, Inc., 


Simon Edison, 


dent of Edison Brother 


St. Louis, was elected first vice-presi 
dent; Alfred L. Morse, president of 
Morse Shoe Stores, Boston, was elected 
second vice-president, and Milton 


Simon, president of I. Simon Company, 
J y 


Inc., New York, wa reelected trea- 
urer. Edward Atkins was reelected 
executive vice-president of the associa- 


tion and Benjamin Seligman of Selig 


Seligman, was reappointed 


general counsel. 

The association elected five directors 
for three year terms as _ follows: 
Lester R. Fallon, Melville Shoe Corpo 
ration, New York, N. Y.; Morton R. 
Izen, Sears, Roebuck and Company, 
Chicago; I. M. Kay, The Berland Shoe 
Company, St. Louis; George L. Smith, 
G. R. Kinney Corporation, New York; 
Jack M. Schiff, Shoe Corporation of 
America, Columbus, O 

Louis Maling, President of Maling 
srothers, Inc., Chicago, was elected to 
fill the unexpired term of David W. 
Herrmann, Melville Shoe Corporation. 

Mr. Blackie was graduated summa 
cum laude from Vanderbilt University 
in 1925 with a Bachelor of Engineering 
degree and the Founder’s Medal. After 
a few years with Electric 
Company and later in his own valve 
, he joined the 
PLEASE | 


man, «& 


General 


manufacturing busine 
[TURN TO PAGE 112, 
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Brown Shoe to Run Giant Ad Drive in ‘Life’ 





ROBERT G. STOLZ 


r. Lours—What is described as the 
ryest and most spectacular consume! 
idvertising campaign ever proposed In 
the footwear, apparel or soft goods 
eld is announced by Clark Gamble, 
pre ident of Browr hoe Company, at 
the opening session of the company 
“ale convention 
Beginning with the August 26 issue, 
Brown Shoe Company is launching a 
time color campaign in Life Maga 
zine Advertising will potlight all 
Brown eight shoe divisions and, for 
he first time in the company’s history, 
these divisional ads will be identified 


vith the parent organization, The iden 


tification will be accomplished through 
the ise of the company’ new “B” 
mbol a well as through the use of 
the ogan “Quality at Your Feet 
Running throughout the series as a 
etterhead treatment, the “B” symbol 
an attractive letter B coming out of 
i foot ketch. Thi ] enclosed within 
wa triangular box 
Representing the Leo Burnett Com 
pany, advertising agency for Brown 
oe Company, Richard N. Heath, 
president, said that the forthcoming 
Life campaign would offer Brown fre- 
quent exposure among virtually every 
marketing segment of the nation. He 
also told the Brown sales group of the 


availapility of a complete line of mer 
ed the ad 
ad of the new 
revealed, will 
hoe 


ba on 


The first 
further 


chandising materials 
eries in Life 
campaign, it 


mature Buster 


wa 


grown 


CLARK R. GAMBLE 


Robert Stolz, advertising director of 


Brown Shoe Company, estimates that 
272,820,000 pairs of shoes are pur 
chased annually by Life readers. This 
figure is derived by multiplying the an 
nual shoe consumption figures by the 
magazine’s readership, which is more 
than 26 million persons per issue. The 


actual circulation figure 1 more than 
ix millior 
Mr. 


Stolz explained that all Brown 


will be 


Shoe Company advertisements 
in two or four colors, each a full page 
in size. There will be no advertising 
placed during July but two pages will 
be used per issue at ke easonal! 
period 

The campaign will be supplemented 
by advertising in other publications as 
vell as by a strong trade paper-maga 
zine program. These campaigns as well 


as Brown Shoe’s merchandi 
the 
directly to 
erie of 21 


held 


ing 
explained 
through a 


plans 


for fall season will be 


their retailers 
evening meetings to be 
the country. 
radius of 


throughout Dealey 

100 mile 
, 1 Y 

ing places will be 


Life 


out, al 


within a these meet- 
invited. 

advertising director, Clay Buck- 
o in St. Louis for 


ment, hailed the campaign not only as 


the announce 


a pace setter for the entire shoe indu 
try, but as evidence of Brown’s stature 
among the leaders of United States 
busine He said that Life had carried 
only a few campaigns of this size and 
none more important in its particular 
field. 





IS Begins Drive to Bring 1,000 New Members Into Fold 


YorkK—The 
member 


NEW 
1,000 


drive to bring in 


new was officially 


launched at a meeting of the exec- 
utive officers and board of directors 
of Independent Shoemen, held at the 
Hotel McAlpin here, May 4. 


A detailed program outlined 
before the group by Philip Bayes, who 
will head the drive membership 
chairman, Regional directors have been 
appointed to direct membership build- 
ing activities in their respective ter- 
ritories. In addition, each local com- 
munity will have its own community 
chairman to direct membership activi- 
ties on a localized basis. 


was 


as 


22 


The plan, carefully and 


organized over recent weeks, is aimed 


developed 


at bringing in a minimum of 1,000 
new members within the next year. 
Mr. Bayes, in a statement following 
the well-attended meeting, declared, 


“We've selected a realistic target, and 
there’s we'll achieve 
the year is 
movement is 


good chance 
before 

this 

tremendous 


our 
up. 
spurred 
We see a 
potential of 
5,000 Independent Shoemen embracing 
branches of the shoe industry. 
We've planned to reach that objective 
on a step-by-step basis, beginning with 


goal even 
Certainly 

by enthusiasm. 
minimum membership 


all 


the first stage representing the 1,000 
new-members target over the next 
year.” 

R. J. Potvin, president of Indepen- 
dent Shoemen, stated, “The officers and 


board of directors of Independent 
Shoemen are highly optimistic about 
the steady rise in membership that 


has been taking place in recent months. 


We expect that the pace of this will 
step up appreciably now that the 
official membership drive is being 


Independent Shoemen is the 
only shoe organization in the country 
embracing all segments of the indus- 
try, and devoted to the interests of 
all independent enterprises in the shoe 
industry. With merger and acquisition 
developments 


launched. 


letdown in 
the shoe industry, and the position of 
the independent intensely 
challenged with each passing year, we 
the need for united the 
independents greater 


showing no 


being more 


see action by 
than 4 
Independent Shoemen has now grown 
1,300, 


ever 


to a membership of more than 


which ineludes manufacturers, retail- 


ers, travelers, wholesalers and allied 
trades firms. Mr. Bayes said, “The 
addition of 1,000 new members over 
the next year will easily make Inde- 
pendent Shoemen the largest trade 
association in the shoe industry.” 


National Shoe Institute Report 
On Wide Promotion Activity 


NEw YORK The NEA Syndicate 
has been working with National Shoe 
Institute on a Back-to-School] supple 
ment, the institute disclosed. The 
ociated Press is carrying shoe pictures 
upplied by the institute. This service 
roe to 2,000 new papers. 

Arrangements for shoes to be shown 
on the NBC television program, “The 
Home Show,” have been completed. 
Kighteen pairs of men’s shoes were 
selected to be shown on the program. 
A special feature devoted solely to 
hoes was telecast last month. 

rhe first national mention of the 
NSI appears in the April 30 issue of 


Look 


In its continuing report to the shoe 
industry, the institute said two fashion 


Magazine. 


tories have been prepared for colum- 


nist Gay Pauley of the United Press 
for service to some 2,000 newspapers. 
Both are on women’s shoe styles for 


spring and summer. In addition, United 


Press is carrying some art on shoe 
styles. 

A business story on the shoe indus- 
try was serviced to the New York 
Daily News and ran in the Sunday 
issue of April 14. 

The Tall Men’s Institute, the New 
York Department of Commerce & 
Public Events, and the _ publishing 


of Little, Brown & 
soston, have asked NSI to 
projects or promotions. These 
in the 


house Company, 
assist in 
various 
are either under way or 


of being worked out. 


process 
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Selby Arch Preserver Deal Falls Through 





Three-Cornered Legal Talks on Domestic Trademarks Issue Involved 
Attorneys for Rockwood, Julian & Kokenge and Selby International 


CoLuMBus, O.—Julian & Kokenge 
Company withdrew from negotiations 
for the Selby Arch Preserver line Mon- 
day and said, “the deal is off.” Her- 
bert Lape, Jr., J & K Company presi- 
dent, gave four reasons for his firm’s 
withdrawal. 

He said his was reached 
after Monday negotiations 
with Roger A. of Selby 
International, reached an impasse. 

The reasons (1) “Rockwood & 
Company, owner of the Selby Shoe 
Company, is unable to give a clear title 
to the Selby Arch Preserver trade- 
marks which we must have to legalize 
the J & K position. 

(2) “The injunction 
obtained in Scioto County 
Pleas Court at Portsmouth, 
prevent the transfer of such 
marks. 


decision 
morning 
Selby, owner 


were 


toger A. Selby 
Common 
O., will 

trade 
(3) “Roger Selby refuses to relin- 
quish the right to the name, 
‘Selby,’ in the manufacture and dis- 
tribution of shoes in the domestic mar- 
ket. 

(4) “Prolonged delays in reaching 
an understanding already have taken 
at least six weeks of the current selling 
eason period. Even if all complica- 
tions could be resolved in the near fu- 
ture, the Selby division of J & K would 
lose the part of the 


use of 


yvreater present 
eason.” 

The failure of Julian & Kokenge to 
acquire the Selby Arch Preserver line 
automatically the licensing 
agreement between J. Edwards & Com- 
pany of Philadelphia and J & K for 
the use of the Junior Arch Preserver 
dies and manufacturing privi- 


cancels 


patents, 
leges. 

Julian & Kokenge’s from the 
Williams Manufacturing Company of 
Portsmouth for 100,000 square feet of 
which removed an earliet 
rier to the Selby Arch Preserver deal, 


lease 


pace, bar- 


will also be cancelled. 

Mr. Lape said the Columbus com 
pany had no plans for other acquisi- 
tions at this time. However, the firm 


is moving to increase production more 
than a third at its recently acquired 
Marshall, Meadows & Stewart division 
in Auburn, N. Y. Production here, he 
said, would rise from 1,100 to 1,500 
pairs of British Walker women’s shoes 
per day in an attempt to keep abreast 
of demand. 

At the end of last week it appeared 
probable that the Julian & Kokenge 
Company deal for the Selby Arch Pre- 
erver line might be completed. 

E. A. Argus, vice-president and sec- 
retary of J & K caid negotiations were 
continuing. “Attorneys for both Selby 
International and Rockwood & Com- 
pany are doing everything possible to 
resolve the trademark difficulty. That 


May 15, 1957 


difficulty may be settled by Monday,” 
he said. 

“We have been assured,” he added, 
“that if Selby International and Rock- 
wood & Company can protect their own 
position and still give us assurance of 


our legal right to use the Selby do- 
mestic trademark, the deal will go 
through.” 

Shortly prior to this, Julian & 


Kokenge’s recent purchase of the Selby 
Arch Preserver line from Rockwood ap 
peared to be in jeopardy. 

At that time Mr. Argus indicated the 
whole deal might be abandoned unless 
the involving a clear title to 
domestic trademarks could be 
as of late last week. 

“Any longer delay,” declared M1 
Argus, “will put off production until 
it is too late to be effective.” He said 
Rockwood & Company 
furnish a clear title to domestic trade 
marks due to implications of contract 


impasse 
resolved 


was unable to 


with Roger Selby and Selby Interna 
tional for foreign rights. 
In a move to protect overseas opera- 


tions of his Selby International, Inc., 


Selby obtained a tem- 


Rockwood & 


Roger A. had 


porary injunction against 
Company, liquidators of Selby Shoe 
Company. 

The injunction issued by Judge 
Vernon Smith of Scioto County Com 
mon Pleas Court prohibits Rockwood 
from selling any patents or trademar! 


of Selby Shoe Company in violation of 


an agreement giving Mr. Selby right 
to their foreign use 


The 


wood 


Rock 


interest in 


injunction also prohibit 


from disposing of it 
Machine Cam Project, the development 
titching 
Ohio State University. 
Mr. Selby said a deal he 
August 29 with Morrie Chaitlen, presi 
dent, and J. A. Pritzker, assi 
secretary, in which he paid $1,050,000, 
him all i 
Shoe Company. 


of an improved machine by 


made last 


tant 


gave foreign rights of Selby 


tockwood, he said, agreed not to sell 


domestic trademarks and patents to be 


used in foreign countrie 
Mr. Selby contended in his petition 
that unless restrained Rockwood would 


trademarks 
their 


ell Selby 


without 


and patents 


reserving oversea use 
to him. 

Another clause of the deal, Mr. Selby 
that tock wood 
interest in Machine 
Project to him, but he claims 
failed to comply and would sel] 
it to some other firm unless restrained 
by court order. 


charged, was would 


transfer all Cam 
tock wood 
has 


Inability of the 
terms Was seen 4s 
with the recent 7 the Junior 
Arch Preserver division by J. Edward 
& Company, Philadelphia producer of 
welts. 


parties to 
directly interfering 


come to 


yurchase of 


children’s and babies’ 


Edwards’ right to manufacture this 
line under Junior Arch Preserver pat- 
ents was obtained from the Selby divi 
sion of Julian & Kokenge Company, 
Columbus. 

Kenneth W. Payne, Juvenile division 
manager for Selby, goes with Edwards 
as general manager of Medic Shoe 
Manufacturing, a Edwards divi 
which will the 
Arch Preserve1 

The line, begun 
ago, produced 1,100 pairs daily. 

No shoe worker 
the patterns, last 
ior Arch Preserve: 


new 


sion produce Junior 
line. 
five 


juvenile years 


are accompanying 
of the Jun 
line to Philadelphia, 


and die 


but four salesmen of the line are being 
retained by Edwards. They are Eman 
iel Epstein, Charles Mitchell, Harold 


Kilduff and William Monahan. 
Mr. Payne, who joined Selby in 1950 


wa formerly associated with S. Wate 


bury and Son Company, Brooklyn and 
the W. B. Coon Company of Rochester, 
before locating here 

Other Selby line old recently and 
inaffected by the injunction, are Canti 


lever and Ground Gripper. The Irving 


Drew Corporat if Lancaster, O., a 


that 


producing 


ton ¢ 


quired all patents and trade name 


go with the division former! 
including last die 
other 
finished and in-proce 

All of the hoe 


been 


these line pat 


; 


rns and equipment a well as 
hoe 

and equipment have 
the Drew 


Lancaster. George P 


moved to factory in 


Utley, president 


of Irving Drew aid manufacture of 
these line were cheduled to begi 
May 6 

Mr. Utley said the in-stock depart 
ment of Cantilever-Ground Gripper 
vill be in operation in Lancaster and 
that therefore | mail-order to be 
hipped from stock and make-up order 
iould be addressed to the Cantileve1 
Ground Gripper division of the Irving 
Drew Corporation, Lancaster, O 

About 25 key personnel connected 
with the line vill be employed with 
Drew at Lancaster. Herbert ¢ egur, 
division manager of the line vill con 
tinue in the same capacity with Drew 
Cantilever and Ground Gripper were 
made by Selby in conjunction vith the 
Arch Preserver line and are in the 
ame high-price range. About 100,000 
vere turned out annually here 


John 


f 


Petrocey, factory uperinten 
ettled his contract with 


left for Y ork 


take a V before 


dent for Selby, 
Roc) and ha 
City. He will 
making a new connection 

& Kokenge had selected 
onnel to operate Selby divi 
were Wallace Benton for ven 
held 
elby. Jesse Rector a 
Paul DuPuy, 
Robert Bowen, 
intendent of fitting room, Casey 


wood New 


acation 
Julian top 
pe! ion 
Included 
eral 


with 


manager. He that position 
factory 
superintendent, quality 
iperintendent, supe! 
Jones 
in charge of leather buying and cutting 


room, E. W. McCain, styling and mer 


chandising plus the role of sales mana 
ger, and Robert Clare, method 


tandard had 


of experience with 


and personnel, All have 


years Selby 
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Sr. Louis 
reflected in 


The growth of suburban 
the latest move 
to new quarters by the Penaljo division 
of Hamilton Shoe Company, St. Louis. 
Announcement of an expansion move, 
which the floor space the fac- 
now occupies, was made recently 
vice- 


living is 


double 
tory 


by Harry Bennigson, executive 


president and general manager of 
Hamilton Shoe Company. On June 1 
the Penaljo division will move from 


410 North 23rd Street to new quarters 
Washington Avenue, and soon 
thereafter 


at 201% 


will be in a position to 


double the output of the factory, ac- 
cording to Mr. Bennigson 

The Penaljo division will occupy 
three floors of the Washington Avenue 


property, approximately 65,000 square 
fee 


for 


Installation of modern machinery 
ip-lasting operations has already 
begun. When in full operation at the 
location the company will employ 
600 650 Thi 
increased production will be in time for 
fall de Mr tated. 

General superintendent of the 
factory will be B. V. Fister, vice-presi 
dent of the company, assisted by Ollie 
Maisal 
According to 


new 


hetweer and persons 


liveries, sennigson 


new 


uperintendent of Penaljo 


Mi Bennigson, the 


Penaljo Will Have Largest Casual Shoe Plant in St. Louis 


Penaljo success story parallels the 
growth of the casual way of living. The 
demand for casual footwear has in- 
creased with the spread of suburban 
living, Mr. Bennigson added, and 
though the Penaljo division is less than 
18 years old, this is its third move. 
Coincidentally, it is the second 
expansion move in the last five months 
for the Hamilton Shoe Company, which 
early in the year acquired the Boyd 
Jones Shoe Company, makers of Pea- 
cock and Rice-O’Neill shoes, thus mak 
ing Hamilton “one of the largest 
independent women’s fashion shoe man- 
ufacturers in the country.” The Penaljo 


also 


division with its new plant capacity 
will be the largest casual footwear 
plant in St. Louis. 


The Penaljo shoe features a “Play” 
Arch, and with the fall line introduced 
new tapered fashion 
development adapted to slip-last shoes 
for the first time, the company reports. 

Officers of Hamilton Shoe Company 
are ©. D. P. Hamilton, Jr., chairman of 
the board; C. D. P. Hamilton, III, 
president; and Everett Hamilton, sec 
retary and treasurer. Harry Bennigson 
executive vice-president and 


two toe lasts, a 


serves a 


general manager 







































First Christian Dior Shoes 


Will Retail for $75 to $200 


New Yor The first fall collection 
of Christian Dior Shoes, the “Rond 
Point” Collection, wa hown recently 
in their new offices here. M. Dior wa 
present 

Mi Magyi McNellis commented on 
the styles shown on the runway. They 
included types for all times of the day 
Elegantly styled and finely detailed, 
they featured the covered look in closed 
pumps with tapered toe Two lasts, 
Rena ance and Largo, were on heels 
23/% and 19/8 in height. A square toe 
last, the Imperial, is regarded as a 
trend-setter. It was shown with a slim, 


straight heel, this al 


o a forecast fash 
10n 

overlays, simulated in 
lacing and embroidery all gave 
maker feeling. In addition to 
calf, polished kidskin, suede 


finely grained lizard, upper 


Stitching, 
sert 
the 
smooth 


dre 


and very 


materials included a number of fab- 
ric Satin was important in evening 
pump Multicolor bead embroidery, 


very fine and delicate, gave beauty to 
standing tongues and vamp ornamenta- 
tion 

collection was a 
group of Christian Dior shoes, hand- 
made in Paris, to be delivered in Au- 
gust to retail for $75 to $200. Stores, 
already scheduled to sell the shoes, in- 
clude Bonwit Teller Stores, the entire 
I. Magnin group starting June 1 and 
Marshall Field, Chicago, August 1. 
The models wore dresses, gloves, 
stockings and jewelry also by Christian 
Dior. 


Included in the 
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File Application to Delist 
Amalgamated Leather Stock 


NEw YORK Trading of Amalga 
mated Leather stock was halted May 


6 and an application to delist was filed 


with the Securitie and Exchange 
Commission 

This followed a meeting at the end 
of last month at which the board of 


governors of the exchange approved 
delisting of Amalgamated’s common 
stock. The company secured postpone- 
ment of delisting proceedings at a 
public hearing before the board of 
governors February 13, on the plea it 
was conducting negotiations for a pos- 
sible merger, a step which would im- 
prove its position before the exchange. 

The approximate market value of the 
was $823,152 as of January, 
based on a price of 21, a share. The 
last closing price was 1%. 


company 


Delisting is considered when a com- 


pany’s net assets or the market value 
of its stock falls below $2 million, or, 
when during the preceding three years 


its earnings after taxes have averaged 
less than $200,000. 


H. C. Godman Extends Option 
To Prospective Purchaser 
CoLumbus, O.—The H. C. 
Company has granted a 30-day exten- 
unnamed firm interested in 
Columbus-headquartered 


Godman 


sion to an 


acquiring the 


hoe manufacturing concern at $30.25 
per preferred share and $7 per com- 
mon share of stock. 

J. L. Davis, Godman vice-president 
and treasurer, said the 30-day option 


extension was sought by the prospec- 


tive purchaser prior to expiration of 
April 22. The agree 
that if the option is 


exercised, the purchaser also must offe 


the origina] offe 

ment stipulated 

to buy all remaining preferred and com 

tock outstanding at the 

and $7 within 40 days 

purchase of the initial block. 
The 


option ha 


mon $30.25 


prices afte 


new deadline for exercising the 


been set as May 22 at noon. 





NESLA Analyzes 1956 Profits of 14 Shoe Chain Firms 


The New 
the first 


BOSTON 


reports of fourteen shoe 


England Shoe and 
chain 


Association has analyzed the 
their 


Leather 
store companies which listed 


sales and profit figures for 1956. The combined net profits, after taxes, of these 
concerns amounted to $16,382,773 for the year 1956, an increase of 2.2 per cent 
over 1955. Net sales totaled $498,018,355, an increase of 8.5 per cent over the 
total 1955 sales of these same companies. Their combined ratio of net profits 
as a per cent of net sales amounted to 3.3 per cent as compared with 3.5 
per cent in 1955. 
Per Cent Change Ratio of 
No. 1956 1956-1955 Profits 
of to Sales 
Company Stores Net Sales Net Profits Sales Profits in 1956 
Melville Shoe (a 947 $126,124,405 $ 6,112,253 +10.2% 3.8% 4.8% 
Shoe Corp. (a 625 101,806,632 2,972,914 +-13.7 §.5 2.9 
Edison Bros. 297 91,139,998 2,653,113 +- 4.5 4.9 2.9 
A. S. Beck (a 217 55,169,462 1,037,306 -+- 7.1 + 0.8 1.9 
National Shoes 121 21,265,409 620,520 -+- 8.7 +20.2 2.9 
John Irving 100 20,990,455 193,812 -+-11.7 —59.5* 0.9 
Butler’s, Inc. 141 20,075,762 624,539 -+-10.2 +10.3 3.1 
J. M. McDonald / 100 17,870,500 277,750 -+- 2.6 10.9 1.6 
Hanover Shoe 115 13,674,403 1,368,336 -+- 0.3 - 1.2 10.0 
Cannon Shoe Co. 105 8,903,551 223,013 0.6 -17.8 2.5 
Nusrala-Bowen (b 30 6,530,137 92,593 + 4.4 —31.5 1.4 
Dan Cohen 65 6,062,011 59,558 + 1.3 + 6.0 1.0 
Spencer 70 5,712,506 76,779 +-12.4 +1,179.2 1.3 
Midland Shoe Co. 35 2,693,124 70,287 +-13.7 +-100.7 2.6 
Total 2,968 $498,018,355 $16,382,773 + 8.5% 2.2% 3.3% 


*Comparison based on report for only 11 months 


(a) 
departments only. 


Denotes companies operating own 


1955. # year ended 1/31/56. 


shoe factories. (b) Operates leased 


Boot and Shoe Recorder 








fit for a king...to be worn by millions 


Here 4 inother Jarman first an 


and scientifically developed new — other brand th 


expen ive 


construction which give oltre ind an (the rane 
extreme flexibility that men once = only their shoes) off 
hoped for in their footwear Jarman lex” cla 1) 
*Rex-Flex” styles are iperbly made of ell then I] 


premium calfskin and they feature 


lining of supple leather and a heel-to-toe — the sale is good 
cushion insole They truly offer comfort These ne hoe 
(and appearance) fit for a king! appeal, offer a 

The dealer who carries these styles has Jarman dealer Jarma 


JARMAN SHOE COMPANY 





a full is gel a Rex-Flex” 


NASHVILLE 


TENNESSEE iv 
DIVISION OF GENERAL SHOE CORPORATION 


Introducing Jarman “REX-FLEX’’ styles... 





the he 
| ! , do 
l { nd 
I ersal 
( to 
‘ hie 


Nothing clinches 


shoe sales 
like 


Yorktown’s 





doll ar’s prin nena 
worth 


When a shoe merchant stocks and sells Yorktown Shoes, he 
is certain of one all-important fact: that no competitor in the 
$10.95-$14.95 field offers as much honest-to-goodness 
value — in leathers, in workmanship, in durability, in comfort 
and fit. Dominant value is built into every model in York- 
town's big 98 style in-stock line. Put it to work for your store 


in the coming season... and watch your sales climb! 


IN-STOCK 
to retail at $10.95-$14.95 





CHECK YORKTOWN’S VALUE LEADERSHIP 
AT THE SHOE SHOWS 

West Coast Show 

Solnit Shoe Co., Buckingham & Hecht) 

Los Angeles, California May 12-15 

New England Show 

Parker House, Boston, Mass May 18-23 

Michigan Show 


Detroit, Michigan June 2-4 ADVERTISED IN 
LIFE AND ESQUIRE 








Write now for catalog or for salesman to call 


GARDINER SHOE COMPANY, INC. 
MAIN OFFICE, FACTORY AND IN-STOCK DEPARTMENT 


Gardiner, Maine 
NEW YORK SALES OFFICE: Marbridge Bidg., 47 W. 34th St. FAR WESTERN DISTRIBUTORS: Solnit Shoe Co., Buckingham & Hecht, 817 S. Los Angeles 
also makers of YORKTOWN SHOES FOR BOYS 








... call Boy Scouts and Cub Scouts 






to your rescue . .. they are 






young, eager, ready and 






anxious*to buy... 






In this unusual mission the Scouts will benefit just 





about as much as the stores ‘'rescued.'’ They will 





get the shoes they need to be correct Scouts from 






the ground up; you will get the new customers you 






need to increase volume and profits. The growing 






army of Scouts (more boys of Scout age and a 






higher percentage joining) are coming to demand 
Official shoes made to the rigid standards set by 


their national Scout headquarters. These new cus- 








tomers will buy more than Scout shoes, too. They 






and the adults who accompany them are exposed 






to other items you carry. And don't forget that ‘a 






Scout is loyal." Many of these youngsters will 






develop a loyalty for your store and will be buying 






footwear and clothes from you ten or twenty years 






from now. Write us today for full information. 


eo ° «made by the makers 
of these famous shoes 


Fortune Shoe Company « Nashville, Tennessee 
DIVISION OF GENERAL SHOE CORPORATION 












Andrew Salamatov believes in scientific tanning 


.. . to ensure controlled, consistent quality for Barrett leathers ——— | 


Andrew knows that quality in leather tanning doesn’t just happen. 
His laboratory control of plant formulas . .. the careful training 

he gives his protege Al Mueller . . . both help to maintain the high 
standards achieved by Barrett leathers. This scientific approach 

to tanning, coupled with forward-looking techniques in management 
and sales, result in unique, better-value leathers for the shoe 
industry ... leathers such as Barrett’s Briarhide®, 

a landmark in thrifty leathers. 


® Reg. U.S. Pat. Off 


Barrett &€ Company, Inc., Newark, New Jersey 


P.O. 100 








Where else... but in Manhattan’s New, Dra- 
matic Trade Show Building! Four full floors, plus 
Second Floor Exhibition Hall . . . to make the 
August Allied Show the greatest ever! « 100° Air 
Conditioned *« COMPLETE EXHIBIT FACILI- 
TIES « Phone Service » Food and Beverages Room 
Service « Famous Brass Rail Restaurant. For infor- 









mation and rates Write or Wire Now 


C. E. HEYDE, SHOW MANAGER 
ALLIED PRODUCTS SHOW, INC. 
P.O. BOX 33, LANSDOWNE, PA. 
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44 GOLDEN THREAO 
CAFE 


THE 
4 correc 


INDUSTRY “MAKE-UP” PACKAGE 





FOR ADVANCE SPRING ano SUMMER 
PROJECTION (1958) 


Ree eee eee eee ee es SO 


AUGUST 2, 3, 4,5 AND Gth, 1957 





Where else... but in Manhattan’s “Greatest” 
Home of the Shoe Industry will you enjoy such excel 
lent sleeping accommodations! Superb food, beverages _ 
and service in the colorful “Lamp Post Corner” « "The 

Coffee House” « The Golden Thread Cafe” + Arrange 

your sleeping quarters—right across the street from 

the center of Exhibit activity. Write or Wire Now 


FRONT OFFICE MANAGER 
HOTEL NEW YORKER 
34th and 8th AVENUE, NEW YORK CITY 


CONVENIENT TO THE NATION ..... IN MANHATTAN’S SHOE CENTER 
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Once upon a time there was a very 
clever old Fox who was the envy of all 
his competitors in the shoe business. 
He had a very foxy way of outguessing 
them in the matter of styling, and he 
was famed for building a strong or- 
ganization. 


This lovable old character was much in 
favor of Progress, and constantly ex- 
horted his associates to T-H-I-N-K, 
and to put their Shoulders to the 
Wheel while keeping their Eyes on the 
Ball and their Noses to the Grindstone. 


THINK 





| 
| 
: | 


Now it happened from time to time — 
and much more often than was good 
for the profit and loss statement—that 
customers complained about the con- 
struction of his shoes. “The welt pulls 
away from the upper”, they said. “It’s 
not waterproof. We’re getting inseam 
rot. The shoes don’t hold their shape. 


had 


So do something 


*Over 50,000,000 pairs of all types of 
shoes were made with new VINYL WELT in 1956! 
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and the 


“How can this be?” howled the Fox. 
“We've used the same materials for 
years. And I’m always right. All my 
competitors say so.” 


So his associates, who had been trained 
to T-H-I-N-K, got together and solved 
the problem very simply by sending 
the old gentleman to Florida for the 
winter, and by using new Vinyl Welt 
on all their shoes from that time forth. 


V 











For, as almost everyone knows, this 
new Vinyl Welt is the VERY BEST 
MATERIAL* in welting because it 
makes shoes look better, last longer 
and sell faster. Costs less, too. How 
about you? 








MORAL: 


Look at one thing long enough, all 
you see is spots before your eyes. 








To get all the facts about new VINYL WELT, 
write to one of these official licensees 


AMERICAN BILTRITE RUBBER CO. 
Chelsea, Mass. 


DEWEY & ALMY CHEMICAL COMPANY 
Division of W. R. Grace & Co. 
Cambridge 40, Mass. 

Montreal 32, Quebec 


LAWRENCE PROCESS CO., INC. 
North Andover, Mass. 


MAYNARD H. MOORE, JR., INC. 
Stoneham, Mass. 


SHOE PATEN 
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MICRO PLASTICS, LTD. 
Acton, Ontario 


OUIMET WELTING CO. 


Brockton, Mass. 


UNITED SHOE PLASTICS, LTD. 
Midland, Ontario 


WIND SPECIALTY CO., INC. 
Brockton, Mass. 


WRIGHT-BATCHELDER CORP. 
Boston, Mass. 
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a magazine suggested that a bride, to be in style, 


spend at least $75 for her trousseau. 


5 hak angel 


YES, TIMES CERTAINLY Di) HAVE CHANGED! 


Today, it's the carefree, 
casual look that sells in shoes. 
And that... that means 


MOC-ABOUTS° 


$5.95 - $8.95 


Perfect answer to today’s casual living trend 
— because they're the country’s only complete, 
concentrated line of casuals for men and boys. 
In-stock, nationally advertised, priced 
and styled for volume and plenty of it! 2000 
retailers already are making money with Moc-Abouts. 


How about you? 


WRITE FOR COMPLETE CATALOG 


MOC-ABOUTS, MANUFACTURED BY NASHUA FOOTWEAR CORP. 
LAWRENCE, MASS. 


. a 
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False kconomy 


Last month the House of Representatives sustained a 


recommendation of its appropriation committee and 
eliminated all funds for the Business and Defense Services 
Administration of the Department of Commerce. 

The Administration is comprised of the Leather, Shoes 


Allied and 24 


oflices serving other branches of American industry, all 


and Products Division similar divisional 


within the Department of Commerce. Unless interim 
Senate and House action reinstates all or part of the $3.5 
millions requested for the overall operation of the Admin 
istration for the fiscal year 1958, it will cease to exist in 
its entirety as of next June 30th. 

Should the Administration be permitted to pass out of 


Allied 


tries will lose an essential point of contact with Wash 


existence, the Leather, Shoes and Products indus- 


ington and the Government will be deprived of an 
indispensable listening post on the shoe industry, a most 


important segment of the national economy. 


Economy with a Vengeance 
This page has expressed strong opinions on the in 
flationary pressures of the 58 Federal Budget, the neces 
sity for Government economy and eventual tax relief fo: 
business and the individual. But as one industry spokes 
man 


puts it, “The House of Representatives action is 


economy with a vengeance.” It is penny-wise and pound 
foolish too, as was forcefully demonstrated several years 
ago when a similar economy move practically eliminated 
the division. Strong protests from the industry reinstated 
the appropriation and the division remained intact. The 
time would seem opportune for the same kind of action 
now. 

The Federal 


funds to the various offices within the Business and De- 


Budget does not specify allocations ol 
fense Services Administration so it is impossible to deter- 
mine the size of the appropriation for the Leather, Shoes 
Allied Products Division. 


safe to assume that this appropriation is substantially less 


and However, it is reasonably 
than 1/25th of the overall figure of $3.5 millions. 

In light of the facts that shoes are a $31% billion market 
at retail, that leather has a $3 billion market value at the 
manufacturing level, and that allied products add anothes 
estimated $75 million, the small appropriation required 
to continue this division in operation would seem to be 


very inexpensive insurance to keep open this important 
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line of communication between Government and industry 

Like most of the other branches of the Administration 
the Leather Division was set up by Herbert Hoover when 
1922. It has 


It is staffed by five per 


he was Secretary of Commerce in been in 
continuous operation ever since 
sons including the director, Julius Schnitzer, who joined 
the division in 1923 and who has headed it for the past 
15 years. 

Shoe retailers hear little about the important functions 
of this office, but they have a direct bearing on retailing 
statistical 


and marketing information which it provides for tanners 


very sale retailers make is influenced by the 


and shoe manufacturers whose 


too, it 


products they sell. In a 
had a 


directly, in helping them determine the location of new 


modest way. may have bearing on them 


stores, independent or chain, and in providing figures on 


disposable Income and information on buying habits 


Much of the information on trends, the acceptance of new 


leathers and materials, which are tools of their trade 
originate with this office. 
Tanners and shoe manufacturers, however, are more 


acutely aware of the activities of the oflice through the 
information it provides on supplies of hides and leather 
and the flow of these commodities in the domestic and 
world markets and through its shoe production and in 
ventory statistics, 


the division, is a veteran 


He knows and le ( 


the industry and is a trusted professional shoe man, Ih 


Julius Schnitzer, director of 


of 35 years of Government service. 
is not a polite ian and remains apart from the the ski 


mishes which often take place in Government circles 


Invaluable Liaison 

Because he knows the leadership of both industry and 
Government intimately and because he can talk with it at 
the highest level, he has been invaluable in liaison work 
His ability to cut talk 
echelon has kept Washington alert to the 


across lines and directly to top 
proble Itis ol 
industry and industry aware of Government poliere 


and proposed legislation affecting its welfare. 


Valuable as the division and its director have been in 
times of peace, they have proved themselves indispensable 
Admiral “Bull” Halsey 
bullets beans 


rURN TO PAGE 92 


in times of national emergency. 


has said that “Wars are won with and 


PLEAS! 


w 





Beginning August 23 there will 


color ads in Life for 


» 
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The jackpot, that’s what it is...the JACKPOT! will be an all-inclusive program on men’s, women’s 
We're launching this advertising campaign, the and children’s shoes. 
biggest in shoe history, to give shoe retailers the You'll profit—because throughout the year we'll 
greatest concentration of consumer advertising power. be putting enormous selling power back of Brown 
Every Brown merchant will benefit —because this middle-price brands—your profit brands. 
You'll have more customers—because these ads 
will reach 4 out of every 5 shoe prospects in today’s 


rapidly expanding population. 


4 
BROWN 


ee” Brown Shoe 


(Quality al your foe... 
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Brown shoe brands 
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Makers of: 
= dbaong ep ° oe ste ~~ own * oft al Boy Scout 
° Offic al Ci rl Scout Shoes * Life Stride 
zer * Pedwin * Propr + Bilt * Risque 
bin Hood * Roblee * Westport 
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now 
softer top lines 
with 


rNEW 
A TU 
2d IID ESIVIES 


for 
counters 








Contain natural later for 


more pliable top lines, better adhesion, 
more mileage for you 


more comfort for the wearer. 


After extensive research and shoe factory trials, 
the new 1800 line of GAC HUB Adhesives by 

B. B. Chemical Co. has been added to meet shoe 
factory requirements for high quality, 
competitively priced counter adhesives. 


Made in three types... Natural, Synthetic, and 
Starch Latices — in several numbers — to provide 
a counter adhesive for every price range 

drying times to fit any factory production schedule. 


Make a note NOW to try the new GC HUB 
Adhesives soon see for yourself how these materials 
perform in your factory — how easily you can 

now get the softer top lines your customers want. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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a warm, medium. tone 


to wear with greys and browns 


THE OHIO LEATHER COMPANY 
GiRARD + OHIO 
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FUR CUFF BOOT 
IN BLACK NYLON 
Available in Flat or 
Cub ‘ Twi 7 
Red F n el Lining 
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New Leather Uses Congress is giving some thoughtful attention to the new report of a 
White House task force that’s been looking into possible new uses for 
leather. From a point of view of practical politics, however, there is 
virtually no chance that Congress will vote the necessary funds ($3 
million) this year to finance the necessary leather research, 

The task force on hides, skins and animal byproducts is headed by 
R. H. Richards, of International Shoe Co., St. Louis. In addition to the 
Richards task force, other task forces have been looking into ways to 
speed up the uses and consumption of such products as grains, cotton, 
tobacco, wool and mohair. The total cost of the research programs recom- 
mended by all the task forces is $100 million. Thus, the cost of proposed 
research into hides and leathers would be only three per cent of the 
total cost. 

Because of the public’s demand for a small national budget, Congress 
takes a dim view of all proposals to start new spending projects this 
year. Thus, this new recommendation to spend $100 million to increase 
the uses of agri ultural produc ts is likely to be passed over by this year’s 
session of Congress. 

The work of the task force is definitely not in vain, however. The 
recommendations are being kept “on ice” until next year, at which time 
they will be called again to the attention of the Congress. Next year, 
the Congress may well vote at least a part of the requested $100 million. 
But this year, the chances of obtaining even part of the $100 million are 


very slim indeed. 


Retailers See Inflation Retailers are emphasizing the dangers of inflation in their protests to 
Threat in Minimum Wage Congress against legislation designed to raise wages. They are pointing 
out that higher wage costs must inevitably be passed along. If Congress 
insists on forcing all retailers to operate under the federal wage-hour 
law ($1 per hour minimum), the result can only be another round of 
higher prices charged consumers, and the resulting inflation that always 
accompanies widespread price increases 
Although the proposals now pending in Congress specify that only 
large stores would be affected, it is being pointed out by retailers that 
smaller stores would necessarily have to vo along in order ot keep their 
help and to compete in their local areas 
(The Eisenhower Administration wants Congress to enforce the $] per 
hour minimum in stores of LOO or more employes and which purchase 
annually $1 million or more in merchandise. Democrats in Congress 
on the other hand, want the new law to apply to stores with annual sales 


of $500,000 or more. or owners of five or more stores, ) 


Unions Would Now Get Less If Congress votes to bring most retail workers under federal wage-hou: 
laws, the terms and conditions of the transfer will be much less than 
unions are demanding. 

Originally, the unions had strong support in Congress for their plan 
to bring in all employes of any retail establishment with gross annual 
sales of $500,000 or more. Labor Secretary Mitchell opposed this plan, 
saying anything broader than the Administration’s plan to cover only 


stores with 100 or more workers and bringing $1 million in goods across 









Brighter Prospects for 
Tax Reductions 


More Trade 
with Red China 


Store Money for 
A-Bomb Attack 





TIP Eirhtinin Newsreel «6 ¢ (continued) 








state lines would damage the economy. 

The union proposal would bring four million retail workers under 
the $1.00-an-hour minimum wage. The Mitchell plan takes in about 
two million. 

For a time, neither Mitchell nor the unions could agree to a com 
promise. But because of the publicity the Senate’s union investigation 
has stirred up, many congressmen say the union spokesmen are saying 
they Il settle for something like the Mitchell plan this year, rather than 
get into a bitter fight. 


The prospect for lower taxes next year is brighter now than for many 
months. It is due to President Eisenhower's swinging aboard the con- 
vressional bandwagon for a smaller budget, and to the announcement of 
Speaker of the House Sam Rayburn that he will ask the House either 
later this year or early in 1958 to cut taxes. 

The reductions probably will be confined to individual income. At 
the present time, the prospects for lower rates on corporation income are 
not strong, nor is there any great demand within either the Senate o1 
the House for reducing excise taxes. 

Individual taxpayers, under present plans, can expect to have their 
exemptions increased from the present $600 to $700, and possibly even 
more, 

\ $100 increase in the exemptions would have the effect of adding 
$2.5 billion to the nation’s spending power. 

The reductions, under present plans, will be effective Jan. 1, 1958, 
regardless of whether the cuts are voted this year or next year, Rayburn 
emphasizes. 

Congressional leaders thus far have whacked well over $1 billion 
from Mr. Eisenhower's budget for the fiscal year beginning July 1, 
and they are by no means finished with their trimming of non-essential 
items. 

Ike’s switch in favor of reduced spending (up to now he has insisted 
there was no “fat” in his budget) has helped the cause of tax reduction 


immensely. 


Sharply-increased flow of goods to Red China from free-world countries 

other than the U. S.——is in sight. This country’s willingness to discuss 
lowering the bars to trade behind the Bamboo Curtain signals almost 
certain relaxation. Japan and the United Kingdom have been pleading 
for the easing, claiming their economies need the Chinese markets. 
Despite some talk, there is little chance of an offsetting tightening of the 


trade controls between U. S. allies and the European Red bloc. 


Businessmen apparently won't have to worry if this country is ever sub- 
ject to a bombing attack—there still will be money available. The gov- 
ernment has stashed away money at various points to make sure that the 

country keeps running after such an attack. 
The program of insuring the supplies of currency and bank credit 
also encourages banks to take steps to protect their vital records and 
[TURN TO PAGE 88, PLEASE] 
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3UMP - MOC 
extra rugged Brown 
Beaver grain and 
haerkskin toe 


NARBETH . 

popular Bal saddle 
in Brown, Blue 01 
Black combined with 


White. 


EDWARDS 
COMPLETE LINE 


No matter how discriminat- 
ing the parent there’s an 
Edwards style and size to fit 
every youngster from tots to 
teens. A PROFITABLE LINE 
FOR YOU. 


COLLAR 
and martly trim 


med pump Patent, 


White, Blue 


THe SHOE FoR CHILDREN 


PHILADELPHIA F Pp 
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Tie in 
with this 





4ist ANNUAL 


FOOT 
COMFOR 









Full Page Ad, 
THE SATURDAY EVENING POST... 
reaches over 24,750,000 readers. 


Quarter Page Ad, 
LIFE MAGAZINE... kd 


reaches over 


26,450,000 readers. kk y 
[ 
2. ‘“) 
ACT rung ween i 


HIGH STYLE 
SHOE STORE m 
DISPLAY CARD ; radio’s top rated news caster 


Morgan Beatty. Pre-sells 
millions of listeners by mak- 


UT The most fashionable, : e stig Le 
a rom modern card we've ing them FOOT COM- 


RADIO NETWORK 


Sponsoring twice weekly, 


i} 


¥ | ever offered . . . sure to FORT WEEK conscious. 

INTO | embellish any window 
FASHION! and tie-in your store Trillions of continuous ad- 
with FOOT COM- vertising messages in over 


FORT WEEK for 
extra sales. 914” wide 
by 18” high. Sent pre- 
paid with separate 


63 magazines, 530 newspapers and every 
Sunday Supplement throughout the coun- 
try to give you the biggest and most profit- 
able FOOT COMFORT WEEK ever. 


Hele! window streamer in- , 

cluded. Write today Check and replenish your stocks of Dr. 
| for yours. Scholl's now. 

pinned | anaanmeewaeee= MAIL COUPON NOW .wWw35xnewew ewe ee eww oe = &, 
p! Scholls THE SCHOLL MFG. CO., INC. Chicago 10, Ill. + N.Y.11,N.Y. + Los Angeles 58, Calif. ! 
' ot COMFORT weer | Please send us ( ) of the new Dr. Scholl Foot Comfort Week cards printed in I 
i | FO __J pastel blue and black, designed especially for shoe stores exclusively I 
-_ —e 1 
| — Name : : l 
eeiaiell 1 
Address City Zone State I 
fa ce ce ee ee eee me ee ee ee ee ee ee oe ee ee ee oe ee eee ee me ee ee ee ee ee ee ee ee oe oe oe oe oe oe oe ee ~ 
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Dates to Remember 


Heart of America Shoe Show, Central 
States Shoe Travelers, Muehlebach 
and Phillips Hotels, Kansas City, Mo. 
May 18-21 
Fall Shoe Show, Pennsylvania Shoe Trav- 
elers’ Association, Hotel Penn-Shera- 
ton, Pittsburgh . 4 May 19-21 
Fall Shoe Show, Boston Shoe Travelers’ 
Association, Parker House, Boston 
May 19-22 
Fall Shoe Market, Midwest Shoe Trav- 
elers’ Association, Morrison Hotel, 
Chicago ..May 19-22 
Fall Shoe Show, Wisconsin Shoe Guild, 
Hotel Plankinton, Milwaukee May 26-28 
Western Michigan Shoe Fair, Michigan 
Shoe Travelers Club, Pantiland Hotel, 
Grand Rapids, Mich. .. May 26-28 
Fall Shoe Show, Mountain State Shoe 
Travelers’ Association, Albany Hotel, 
Denver, Colo. et June 2-4 
Michigan Annual Shoe Fair, Michigan 
Shoe Travelers Club and Michigan 
Shoe Retailers Association, Statler 
and Wolverine Hotels, Detroit June 2-4 
Baltimore Shoe Show, Baltimore Shoe 
Club and Associated Shoe Travelers, 
Lord Baltimore Hotel, Baltimore July 7-10 
Allied Shoe Products and Style Exhibit, 
New York Trade Show Building, New 
York Aug. 2-6 
Merchandising Clinic, National Shoe 
Manufacturers Association, Waldorf- 
Astoria Aug. 5 
Membership Breakfast, National Shoe 
Manufacturers Association, Waldorf- 
Astoria, New York Aug. 6 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago 
Aug. 10-14 
Midwest Shoe Market, Midwest Shoe 
Travelers’ Association, Morrison Hotel 
Chicago Aug. 11-14 
National Shoe Fair, National Shoe 
Manufacturers Association and Na- 
tional Retailers Association, Chicago 
Oct. 27-31 
Spring Shoe Show, Northwest Shoe Trav- 
elers Association, Hotel St. Paul, St. 
Paul Nov. 2-5 
Spring Shoe Fair, Ohio Shoe Travelers 
Club, Deshler-Hilton Hotel, Columbus 
Nov. 9-12 
Spring Shoe Show, Pennslyvania Shoe 
Travelers’ Association, Hotel Penn- 
Sheraton, Pittsburgh Nov. 16-19 
Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel, Chicago 
Nov. 23-27 
Spring Shoe Market, Midwest Shoe Trav- 
elers’' Association, Morrison Hotel, Chi- 
cago Nov. 24-27 





Miles, Kinney in Center Units 

JERSEY CITY, N. J. Miles Shoe 
Company has leased a 30-foot front 
unit in the Foxwood Shopping Center, 
construction of which is to begin in 
June on Route 35, Raritan Township, 
Monmouth County, it was reported by 
A. F. Roe Company, brokers. The com- 
pany also reported that the G. R. 
Kinney Shoe Company had leased a 
store in the Neptune Shopping Center 
under construction at Route 35, Nep- 
tune City. It is scheduled for occu- 
pancy in July. 
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Chief No-Lost-Sales, say: 


“Small carryover, big turnover, mean 























one thing — mean Laconians!” 


















































































































































Want less stale stock on hand? Hot 
and heavy turnover? Laconians make 








big carryovers just plain old-fashioned 
How? Overnight stock service lets you 
order what you need—no more than 
you need—from a complete, 
all-inclusive toddlers-to-teeners line. 
You have the exact shoe everyone 
































wants, exactly when they want it, in a 
volume price range that keeps ‘em 
moving—but fast! Word about 
Laconians travels fast, too—every 
month we tell it to 1 '/ million mothers 
in PARENTS’ Magazine. Let's talk it 
over in your store. 


$4.50 - $6.95 retail 
















































LACONIAN SHOES CORP. 
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SOLVED 


| General Shoe Corporation had an idea How DOT solved other shor problems 


foranew vouth’s shoe with interchangeable 
ian NOW BOOT SNAP-DOWN CUFF RING-O-LATOR PUSH-BUTTON 


Hhap-on strap This called fora single ty pe of fastener 
that would work equally well on three 


different leather A tall order, 
The answer: Dot Durable Fastener All the 


traps we re equipped with 
identical ru L-prool fastener sockets, engineered to fit the studs on 
the how itself In this wa it wa po ible to eflect i pertect 


ocket application on each of the three totally different trap 


What's your fastener proble m? Whatever it is, DOT has the solution. 
Anticipating the current trend to nap in shoes, we have 
developed a wide variety of new fasteners for thi 


pecific use, For details, phone our nearest branch office, or write 
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Phe typical shoe customer these days is a pretty sharp man 

DO U G LAS He recognizes a value when he sees one and he keeps up 
with current style trends That is exactly why so many men 
are buying W. L. Douglas shoes. Douglas shoes give 


. ‘Comfort eers’ : smart, up-to-the-minute styling and easy wear at reasonable 


price. Take “Comforteers.” for example youthfully 
Youthful styling styled and superbly constructed of premium leathers, with 
Sper ial built-in comfort features (see diagram below) 
- = to make them sell almost on sight. “Comforteers” look and 
in shoes with 


feel and wear like shoes that cost much more. Though they're 


the “aristocrats” of the line, the Douglas line for fall is full 


™ 7 
built-in of other promotable new style treatments and new leathers 


ind colors and lypes of shoes The entire Douglas 
sales appeal proposition shoes. display and promotional aids, national 
idvertising is geared to help dealers sell more pairs 


to more men. Write today for full details 

















(62530 plain-toe blaches 

in black “Cordo” leather 
Heavy leather sole, rubber heel 
(Also in burgundy) 


$8395 ,, 914.95 


most styles 






Lyles 


SHOES (@f FOR MEN 




















STYLE 600 


( 


ost to you 


the hy ran b op dik ditine noon, Cr. bro 


on glamour 


Here's colorful fashion of the old West 


in the gracefulness of modern styling 


For the ladies (bless 'em) ... 
Acme's craftsmen have 
tailored three styles that are 
superb in appearance, 
light in weight, and with 
$10 80 


flattering lines for a 


long and beautiful life! 


STYLE 630 
Kangaroo 


$10 80 


Comfortable Goodyear 


welt construction. 


ACME BOOT COMPANY, Inc., Clarksville, Tenn 
WORLD'S LARGEST BOOTMAKERS 


















NEW IDEAS 
To Help You 


STYLE 
pene 


Men’s Shoe With 

Turn Lock Closure 

For Convenience aaa 
and Comfort 2. 








Ladies’ Pump With 
Snap Fastener Attached 
Bow For Greater 
Style Flexibility 4 









Snap fasteners 
on boots give the ¢ 
wearer smart 
versatility and 
great flexibility / 









RAU FASTENER COMPANY 
102 Westfield Street, Providence 7, R. | 

Please send me working samples of the follow- 

ing Klikit fasteners: 


1 2 3 (] 


NAME 

COMPANY 

ADDRESS 

CITY STATE 
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The Heydays section is seldom prim because 
of regular sales of them. The Heydays section 
has holes in it because Mr. Bulgy has been 
instructed to not re-order these needed sizes. 
He has too many unbroken size runs of other 
shoes from which he can’t get his money back. 


When will Mr. Bulgy wise up? 





The Shoe That FEELS Better 





eee a Trieste 
HEYDAYS SHOES, INC. ? 2032 LOCUST STREET . ST. tOvuIs 3, MISSOURI 
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Harry DONIGER, president of 
David D. Doniger & Co., Inc., of 
New York, says: 

“Championship thinking is a pos- 
It is the 


itive approach to retailing. 








courage to try new approaches, new 
methods. It is leaping over hurdles 
but it is also looking before leaping. 
It is 
chances. 


evaluation—-sizing up your 
on the basis of what you 
know about yourself, about your 
business and about your industry. 

“No 
tailer promotes high-button shoes, 
they aren't likely to go this year. 
Pick out, for efforts, 


chandise that your own intelligence 


matter how cleverly a re- 


your mer- 
and selling instinct tell you is de- 
signed for a ripe market. 
“American retailers take a back 
seat to no one when it comes to 
merchandising awareness. We do 
business to 


not sit and wait for 


come to us. We reach out for 
business. 


“We are 


after two things. The 
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first thing we are after is increased 


volume—and once we get that. our 
profit naturally follows along. And 
when we have more profit, we are 
merchants. And 


more successful 


that’s what we all want to be.” 


* a * 


Wituiam L. STENSGAARD, 
president of W. L. Stensgaard & As- 
sociates, Inc., of Chicago, indicated 
at the N.R.D.G.A. convention: 

“In retailing we see two different 
areas of merchandise presentation, 
each very important, but also very 


different. ... (1) The presentation 


Fe 
aa. 


of goods to the people outside the 





store by means of the display win- 
dows during both day and night, 
whether the store is open for shop- 
ping closed. (2) The 


presentation of goods in the area 


hours or 
where it is for sale—the department 
or store interior. 

“Display windows require show- 
manship related to attracting atten- 
tion and telling a story quickly to 


Recorder 


Talk Trade 








single out passing people who may 
be sold such specific goods Or ser- 
vices. The goods may be fashion, 


or color, or utility, or value, or even 


bargains. Just a hard, cold showing 


of the goods will not do justice to 

the selling job required today. 
“We are an impatient nation in 

terms of likes and dislikes. 


fore, merchandise 


There 
presentation in 
and more 


the store becomes more 


important. Good merchandise 
presentation is essential for im 
proved customer service, inventory 
control, 


more sales per square foot 


and better rate of turnover. Every 
item is concerned with this science 
of showing and selling goods efh 
ciently. ... 

“It’s ‘the last three feet’ 


That is where the 


that 
count. customer 
meets the goods and the salesper- 
transaction is 


Here the sale 


son, and the 
pleted. 
lost. 


com 


is made or 


‘Do more to stimulate your cus- 
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tomers by effective merchandise 
presentation. Your retail arithmetic 
will improve because your custom- 
ers will return and return to buy 
more at your store when they find 
it easy and pleasant to find what 
they want, when they want it, at the 


price they want to pay.” 


* «© 
Fi ANK PARKER, merchandiser 
and buyer of women’s shoes for 
Vaniel and Fisher. Denver and Col 
orado Springs, believes: 


“The most important story retail 





ers can tell about shoes today is that 


of the tapered toes. ll venture to 
ay they are going to sell three-to 
one as compared with the other 
toes Papered toes are better for a 
woman's foot, for the simple reason 
that 90 per cent of women’s feet are 


fle xible The 


added room with no tor 


tapered toe gives 
pressure 
With the tapered loe, we are pong 
to fit the woman’s arch; her foot ts 
able to spread out without the cut-in 
tnstep We have to sell her on the 
fact that the tapered toe is most flat 
fering, with the same lines she finds 
With the 
look 


stubby and short but is given a fine 


in her dresses and suits. 
new toe, her foot doesn’t 


slender line that) every woman 
desires 


“Normally, the 


buying open toes to 


woman has been 
pel lightness 
She can buy a tapered toe that will 


vive the same effect. Women are s 


particular about slimness of legs 


and ankles 


toe, she will find she has slimness 


If she buys the lapered 


and smartness and is in fashion.” 


* * 


Sy Vik HAMILTON, fashion di 
Haus of 


rector for the 


upon her return from a tour 
around the shoe centers of the 
country with Pigmillion Pigskin, 


reported 
“Manufacturers are conscious of 


‘What goes with what’ for the next 
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Krause, 


fall and 


and city clothes. fashion indicates 


winter season. In dress 
the continuance of as much or even 
more black shoes than before. This 


leaves color where it will sell—in 


sport types, casuals, flats, softy 
pumps, softy mid-heels, walking 


types and boot types. These are the 


shoes that demand color. The 
combination of soft, velvety leather 
and soft construction will be the 
selling features of shoes this com- 
np season, 

“Most people seem to live three 
ieast as far as 


definite lives, at 


their clothes are concerned—busi- 
ness, casual, evening. The evening 


look Is 


are city clothes and the casual part 


elegant. Business clothes 


of their lives demands an altogether 
different wardrobe than the others. 
The lines are finely drawn between 
the shoe for relaxed activities, sub- 
loafing and 


urban living, country 


urban walking. That is true not 
only in silhouettes but in materials 
too. Some leathers are definitely 
dress shoe leathers while others are 
decidedly for suburban living and 


walking.” 


* 4 


H. H. MacLEAN, assistant to the 


advertising director of Scripps: 


Howards Newspapers, says: 
“Advertising costs alone are not 
the answer to a good net profit 
showing. It is only one of many 
factors that contribute to a store’s 
volume and profit. Regardless of 


this, most stores plan their advertis 


ing expenditures based on some 
fixed percentage that they consider 
ideal for their type of operation, 
usually after studying the averages 
of other stores, forgetting that these 
averages consist of wide varieties 
from low to high percentages. 

“The ideal advertising budget, in 
my opinion, is arrived at by first 
deciding on the job that your store’s 
advertising is required to do and 
then finding out how much it costs, 
dollarwise, to get the job done. | 


know that store controllers as a 





group believe there is too much 


waste in advertising and | agree 
that there is a certain amount of 
waste just as there is in any other 
phase of a store’s operation. The 
important thing to realize, however, 
is that there can be more waste in 
a 2 per cent advertising appropria- 
tion than in 5 per cent if the budget 
isn’t planned in the first place to do 
a job for the store. 

“The answer to eliminating this 
waste is to insist on better planning 
rather than pressing for less dollars 
and cents advertising expenditure. 
What’s the reason for poor plan- 
ning? . .. largely proscrastination 
on the part of merchandise men and 
buyers who are not able to make up 


their minds until too late.” 
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Chevron-Stitch Raglan 


many custom and hand ce tion is displa 


tails this stvle has an instant appe il for fanciers the apron 


of unusua! shoes ind the 


While the Iwo-evelel | i That unusual complet 
rand-buttin ind 


ve it a true alr 








Captain's Darling, plastic slicker, matching hat and Sou’. 
W ester Gaytees, all from United States Rubber Co., avail- 
able in sizes from women to children and four colors. 





Protective 
Boots Show 
Practical 





Viewpoint .... 


To fit well, to wear well, to protect from wet and cold— 
these are the first requirements of protective footwear. 
Here are your best promotion and selling points. Add to 
these such features as wide openings, easy fastenings, non- 
skid soles, a range of heel heights for women and light 
weight for packing. These features meet the practical needs 
for women’s and children’s protective footwear. And all 
the makers of both rubber and plastic types are recog- 
nizing that they are of first importance. You will find 
such gaiters and boots in all the lines. 

After these considerations, what about style? The new 
lines for next fall and winter, frankly, do not offer any 
unusual style interest. There are attractive materials and 
colors and some dainty little touches, but there does not 
seem to be any very original thinking in the styling of the 
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Left to right: Adjustable double fastening, triple thick heel 
and sole, made in rights and lefts, plastic Drizzle Boot by 
Coffey-Hoyt; clear plastic boot with smooth ankle and foot fit, 
long-wearing tread, a Rain Dear by Lucky Sales; Hi-Note, in 
the Plyron line, high sheen satin finish, three heel heights, 
Red Ball Footwear by Ball-Band; floral patterned upper, wide 
opening, long-wearing soles and heels, plastic Peek-A-Boot; 
Delite, plastic boot molded by exclusive process, anti-slip soles, 
reinforced heels, superior fit, by Tyer. 





{bove, right to left: Sun Valley, with nylon fleece lining and Below, left to right: Flattery, elasticized moiré, rubber sole and 
genuine shearling collar, cork and rubber sole, by Cambridge; foxing, Red Ball by Ball-Band; The Convertible, 3-way closure 
Smart Set, in leather grain finish, light in weight, available on — elasticized upper, shown with striped collur folded over, by Hood 
four heels, by Servus; a high storm boot with a front slide Regent, plastic Gaytee, gusset in black and white stripe, by United 
fastener and flat heel, by Endicott-Johnson;: Modette, a black States Rubber; Vogue Gaiter, with harlequin black and whit 
fubric gaiter on three heels, by Converse. plastic tongue, two heels, black and natural colors, by Beacon Fall 








Children’s Boots, left to right: 
Teacher's Pet, fleece-lined, in- 
side shearling cuff, imitation 
leather upper, by Servus; New 
plastic Cavalier Gaytees hoot, 
work over shoe, corduroy col- 
lar, non-skid design sole, sizes 
through women’s, by United 
States Rubber Co.:; Side buckle, | 
lined boot, by Bristol: Rain- Gym 


9 BD : Whi} 
mates: light weight child’s high Wy / 
yf 


hoot in yellow, by Goodrich. 
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A 


Wh 





a 


Smart and Attractive, 1957 Rubber and Plastic 


Gaiters for Women and Children Point to a 


Strong Trend Toward the Practical. 
by ELEANOR M. RUTTY 


lines. The continuing development of the plastic materials 
is noteworthy. Some still allow the shoe to show through 
clearly but there are more and more that are opaque and 
some that are solid, completely hiding the shoes or feet. 
One of their 

Included in the boots pictured here you will find lined 


great advantages is their lightness of weight. 
boots for winter wear and the lighter. unlined ones for 
wei days rather than cold. One of the most important 
developments in the children’s sizes is the wide opening 
and easy adjustment designed to allow room for snow suit 
trouser bottoms and for easy on-and-off for the child’s less 
[TURN TO PAGE 88, PLEASE | 





{bove left: smiling in the rain, 
these two children in U, S. 
Raynsters plastic film  slickers 
with matching caps, and Puddle 
Jumpers Gaytees opaque _plas- 
tic boots, light weight. All from 
United States Rubber Co. 























Children’s Boots, left to right: 
Closure Boot. unlined molded 
rubber, one piece, including 
button, strap and loop, by Ting- 
ley; Fur Cuff boot, front slide 
fastener, $1zeSs up to u omens: 
child's 3-buckle boot, white with 
contrasting black buckles and 
red lining, both by Bata. 



























Paris Styles Have 
Delicate Air 


Flexible Constructions, Fine Dressmaker Treat- 
ments, Variety in Combinations and Heels, 
Typical of Current Styles. 


L Fee P > 2 ’ “Monte Carlo,” white 
ONG slim lines, flexible constructions, fine dress- satin pump, multi- 


maker treatments, these are the trends in the spring color jewel embroi- 
: Sip , : dery. Delicata. 
and summer collections of the Parisian Bottiers, just 
as they are of the high style American shoes. In these 
French shoes, walking types are given lightness and 
shoemakers recognize the importance of lower heels 
for such shoes—*“trotteurs,” as they are called. For 
afternoon and evening wear heels rise to over three 
inches. 
Pumps are shown throughout the collections for 
late day and dinner with sandals made to go with the ; 
: for : Combinati _ “Elvire,” suede with 
costume for evening. ombinations of colors an bidshin Leandve. 
materials include black suede with satin; natural 
linen with beige calf; two-way calfskin in caramel 
trimmed with green. Kidskin, light weight calf and 


suede lead in leathers. 


by LYSIA HARIVEL, Paris Correspondent 


Left: “Pomone,” kid 
pump. Laure. 












Right: “Orphee,” 
walking style, Tyro- 
lean lacing. Maniatis. 


Right: “Rainbow,” high heel, 
dressy style, multicolor 
rhinestones over plastic. 
Capobianco. 


Left: “Not Yet,” spectator 
treatment, leather heel. 
Donna Greco. 


Vit Sac Le iby pangs 


REMODELING: 


A Good Example of Careful 


RimovELING and renovation are essential to every 


progressive retailer, They must be done frequently and 


must be well planned in advance so that they will inter- 
The re- 
Mil- 


waukee last year is a good example of careful planning 


fere as little as possible with business as usual. 


modeling of Brouwer’s main store in downtown 


and effective coordination of the steps in the program. 

The downtown store was moved to its present location 
Since then it has been redecorated twice. 
this 
completely 


ten years ago. 
This is the first major structural remodeling. In 
front 
altered, the men’s department on the first floor was en- 


project, the display windows were 


The tots department, an area of about 
90 by 30 feet extending from the ele- 
vators to the front of the store. The 
principal decorations are large pic- 
tures done by the artist who has done 
the store’s newspaper art work for 20 
years. They show children of different 
ages and call attention to the feet and 
fitting care. The walls and outlines of 
the shadow boxes are soft off-green. 
The background of the shadow boxes 
and the color of the draperies is san- 
dulwood. The carpeting is green. The 
cases for the size records and the 
large bulletin board at the front, and 
also the backgrounds of the pictures 
are a bright but soft dusty rose. 





= BALIN 


Special fitting service area. A lighter 
wallpaper is used with a_ splattered 
gold background and touches of blue, 
lavender, rose and green, finished 
with an interesting gold lace. The 
largest area of shoe display cannot be 
seen in this photograph. 


Left: the long “L” of the women’s de- 
partment, showing about two-thirds of 
the area. The walls are soft cocoa, the 
shadow boxes a deeper shade, the 
background of the shadow boxes san- 
dalwood. The hand-blocked wallpaper 
is basically of the same cocoa tone, 
with dusty rose and metallic gold. 
The reception area is a darker choco- 
late and the wallpaper motif is shoes 
from the 1880's to the present in 
bright splashes of pink, chartreuse, 
and black. Carpeting is soft green. 
Chairs and stools are in ivory. 


larged by two feet and also completely changed, the 
women’s and children’s departments on the other floors 
were redecorated, 

The actual planning began two years ago when Mary 
Brouwer Hickman, president, visited new shoe stores and 
departments from coast to coast to gather ideas. She also 
wrote to retailers whose store remodelings were described 
AND SHOE RECORDER. Six 


spent in definite planning, which included consultations 


in Boor months were then 


on air conditioning, lighting and other technical matters. 
Plans were worked over and materials were shopped for. 
The actual work on the store was mapped out so that 


Planning .. . 


Brouwer’s, Milwaukee, Carried Through a Major 
Remodeling Program with a Minimum of Dis- 
ruption to Business. 


Part of the sales area on the third 
floor, decorated for teen-agers. The 
wallpaper motif is young girls spin- 
ning records, talking on the phone. 
In the adjacent dance corner, there 
are two large bulletin boards, one of 
which shows dancers in different cos- 
tumes and also dancers’ accessories. 
The other is used for information for 
students, announcing dance recitals. 
Not shown are fitting rooms decorated 

with photographs of ballet stars. 
















































would he 


there no more disruption of business than 


March the third 


was also decorated and the 


necessary. In February and floor was 


decorated. The second floor 
chairs were re-upholstered. 
The stock room of the men’s department was revamped 
next. This was done so that it could serve as a point of 
operation and business could be conducted there, 


Actual 


July the west wall of the first floor was moved two feet. 


structural changes came next. In June and 
The window alterations were also begun at this time. This 
work on the first floor and the front proceeded through 
August and September and for three weeks in October. 

The store front was completely changed with a new 
sign of a light, clear corrugated plastic with a wide 
The letters for the 


superimposed on the plastic and are wired so that they 


rounded frame. store’s name are 
stand out in a particularly effective way. 

The wall background of the west window, which is used 
for men’s shoes, is of white Georgia marble with light 
brown veinings. A real waterfall tumbles over the marble 
The base is terrazzo, with pieces of beige, rose, green 
white and black marble set in gray. The carpet in the 
windows is a mellow, rich gold wool loop. 
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SALES TRAINING 


Applied Shoe Fitting 


Consequences of Correct and 





ly retailing, one of the basic principles that have made the 
consumer reluctant to trust the retailer is “caveat emptor” 
(let the buyer beware). This has been overcome in _practi- 
cally all retailing except in the shoe business. The average 
customer, especially the woman customer, is resigned to the 
fact that it is extremely difficult to be fitted correctly. Her 
principal worry, however, is for her children and when she 
finds a salesman who understands foot problems and who 
knows his product, the importance of fitting, THAT salesman 
has a regular customer. Not only will this satisfied customer 
become a regular patron, but all her friends and relatives will 
hear about the fine service, excellent presentation and good 
fit available at store X. This word of mouth advertising is 


more effective than any other for convincing potential cus- 





tomers that store X is THE place to buy shoes. Many of our 


ne -— most successful stores have built their fine reputations in this 
STRAIGHT LAST ; I 
Generally used as a subsequent shoe for 
inflare or outflare and then followed by The shoeman owes many responsibilities to his customers. 


manner, 


a regular last. ; Since his work is on a professional level, he must be sure 
that he is performing a good fitting job for his clientele. 
The health and well being of his customers are in his hands. 
His conscience must be his guide. Misfitting a customer just 
to make a sale is almost criminal. 

We have discussed methods of determining the proper shoes 
as well as sizes for various feet, keeping in mind that what 
may be correct for one pair of feet may be incorrect for 
another, 

Let us see some of the obvious things that improperly fitted 
footwear can do to the feet and how they can even affect the 
ability to earn a living in some cases. Some of the results of 
ill-fitting shoes are: (An article explaining foot pathology 
and its relation to shoes will appear in a subsequent issue, 
written in collaboration with Dr. Harold Rubenstein and 
Dr. M. D. Steinberg.) 

BLISTERS are caused by pressure or friction in certain 
areas. They occur when layers of skin separate and a fluid 
gathers between these layers. The most common places for 
blisters are at the heel and ankle bones. 

A CALLUS is a hard, thick growth of skin occurring in 
any area where pressure exists in the shoe. This can be 
caused by poorly fitted shoes or any irregularity on the inside 
of the shoe, or by foot pathology. 

HARD CORNS are formed on the toes as a rule, but they 
may appear elsewhere on the foot. At first, friction caused 
EXTREME INFLARE by the shoe starts as a callus and keeps growing downward 
Used to help correct extreme cases of 


flat feet. 








by SEYMOUR HELFANT, B.S., M.LS., LL.B. 
in Collaboration with 


DR. MARVIN D. STEINBERG * 


*Matters dealing with foot health were reviewed 
and recommendations were made by Dr. Steinberg. 


Incorrect Fitting 


Available Types of Shoes That Take Care of 
Unusual Foot Situations. 


in a hard formation creating pressure on the soft structures 
below the surface of the skin. A great deal of pain occurs 
when this pressure is exerted on the underlying sensitive 
tissues such as bones and nerves. 

SOFT CORNS occur between the toes where there is much 
moisture. Poorly fitted footwear increases the normal amount 
of moisture that would be present, thus keeping the corns soft 
and encouraging fungus infection. 

HAMMER TOES may be caused by ill-fitting shoes. The 
toes are flexed or contracted which causes a shortening of the 
tendons in that area. A corn usually forms over the ham- 
mer toe. 

EXCESSIVE PERSPIRATION is caused by tight shoes, 
whether too short or too narrow. As the moisture increases 
inside the shoe, the fit becomes worse and the shoe becomes 
tighter. Skin diseases are encouraged by this abnormal con- 
dition. 

BURNING FEET may result from tight shoes. Of course, 
there may be other causes of burning feet. They will be dis- 
cussed at a later date. 

INGROWN TOENAILS are encouraged by short shoes o1 
short hose, among other things. The nail is pressed into the 
soft tissue, which then grows over the nail. 

BURSITIS in the region of the heel sometimes occurs from 
faulty counters on the shoe. 

HALLUX VALGUS may be caused by short shoes o1 
short hose. In the hallux valgus there is an overgrowth of 
bone in the region of the matatarso-phalangeal joint (point 
of articulation of the first metatarsal and first proximal 
phalange). There is a deviation of alignment of the bones in 
this joint. The big toe is pushed toward the other toes while 
the distal end of the first metatarsal bone is pushed outward. 

BUNION. We usually find a bursal sac over the area in the 
hallux valgus region. It usually becomes inflamed and causes 
a great deal of pain. A bunion, therefore, is actually a 
bursitis. 

MORTON’S NEURALGIA is encouraged by narrow shoes. 


It is very similar to matatarsalgia. It is a neuralgic pain in 


EXTREME OUTFLARE 

Used primarily as a follow-up for the 
open toe outflare shoe when the child 
starts walking. 





REVERSE LAST Outflare 
Generally worn by children born with 
clubfeet; also used in conjunction with 
the Dennis Browne Splint 


— 


THOMAS HEEL 
and Long Inner Border Counter used 
to help correct flat feet. 
































SUPINATION—Foot 
axis of the body. 


body. 








ae 


dition. 





VILD OUTFLARE 
Used to help correct mild cases of 
pigeon toe, 


/ 


the region of the fourth toe and affects a branch of the lateral 


plantar nerve. The pain extends back into the foot and may 






even run up the leg all the way to the thigh. : eh, 
DIABETICS. In this instance it is wise to talk of cautious , Ai \ 
fitting rather than the results of poor fitting. In the case of f.: ’ | ° ‘44\ 


the diabetic, we find that the feet are very vulnerable. Cireu- 
lation of blood in the feet is very poor. At the same time, the 
presence of sugar in the blood and tissues in the lower 
extremities makes the foot highly susceptible to  in- 
fection. If this customer is misfitted, you can readily 
imagine the resulting irritation that could cause the 
dreaded diabetic ulcer which is very resistant to heal- 
ing. In many cases, this resultant irritation that was 
caused by improperly fitted shoes has necessitated 
amputation ‘after gangrene has set in. 

AVAILABLE TYPES OF SHOES TO TAKE CARE 
OF CORRECTIVE CONDITIONS AND UNUSUAL 
SITUATIONS. 

Heretofore we have been discussing the proper fit- 
ting of normal footwear and the effects of improper 
fitting. We shall now discuss corrective shoes that aid 
in the care of abnormal types of feet. 

First, however, we should become familiar with the 


proper terminology used to describe the conditions 


CONGENITAL—FExisting at birth. Surgical Boot 


Consequences of Correct and 
Incorrect Fitting 


ACQUIRED—Contracted after birth. 
PRONATION—Foot turning inward and down. 
rolling outward. 
ABDUCTION—Moving away from the central 


ADDUCTION—Drawn toward the middle of the 


EVERSION—Same as supination. 

INVERSION—Same as pronation. 

A corrective shoe is one that will aid the abnormal 
foot. A normal shoe could be called corrective if an 


0. Peeece? of adjustment is made to it that will help a foot con- 


Care must be used in the fitting of these shoes. The 
health of the individual depends on it. 
Many children are born with foot and leg deformi- 


lies, which are said to be congenital. The first type 
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that call for corrective footwear. STRAIGHT LAST — Post Operative 
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The Heart Decides 


fi... 








OLD SHOE CONTEST <¢ 


FOR BOYS AND GIRLS 
BRING IN OLD SHOES 
AN i 


D BUILD 
YOUR POINY 


WIN SP/NDER 
= AVABL 
h PRIZES 


We Like to Think It’s the Brain That Decides, But You Will Do More 


Business If You Remember That the Heart Is Nearer the Pocketbook. 


In “Judge Priest.” Irving Cobb tells how a clever 


lawyer got a verdict in favor of a Confederate soldiet 


by arranging with a band to play “Dixie” outside the 
courtroom while the jury was coming to a verdict. On 
the other hand—you had in real life the spectacle of 
Sam Insull, charged with robbing widows of millions, 
getting off scot free because of the failure of the prose- 


cution to use anything more emotional than volumes of 


statistical evidence. One impoverished investor as evi- 


dence for the State, would have affected that jury more 
Five feet of flesh and blood 


might have done far more for justice than fifty feet 


than volumes of records. 


of ledgers. 

We like to think that we buy from logic. No man 
likes to think that he doesn’t use his brain. But the 
At least, not often. 


“The heart has many reasons which reason nevet 


facts are that he doesn’t. 


knew.” 
When Pascal wrote those words many years ago he 
wrote one of the Ten Commandments of Merchandis- 


ing. If you’re aiming for a man’s pocketbook—start 
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Act XVI 
Showmanship In Business 


by ZENN KALFMAN 


at the heart—not at the head. Don’t start at his head 
when you can start nine inches nearer to his pocket. 
Let's take an example in merchandise which we all 
know. 


Put In Sentiment 
Department stores sell thousands and thousands and 
of dollars’ 
women. The Gotham Hosiery Company did a tremen 
They 


women’s hosiery to men to use as a gift to women. It 


thousands worth of women’s hosiery to 


dous business—with women. wanted to sell 


should have been a good gift item but it wasn’t. Why? 


It’s too practical! It has no sentiment. It’s just too 


useful. (By the way. you know the story of the man 
who walked into a department store and said, “I want 
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Shown registering at Hotel Sheraton-Jefferson for the four 

day event are, left te right, Mrs. Harry Gluckman; J.. W. 

Byers, buyer of women's shoes, H. C. Capwell, Oakland, 

Colif.; Harry Gluckman, Children's Bootery, Beverly Hills, 

Calif.; and Nathan Slawin, buyer, Shoe Box stores in the 
Detroit area of Michigan. 


Taking a breather between rounds of shoe show activities 
in St. Louis are, left to right, Chauncey Kiah, buyer, Nevius- 
Voorhees, Trenton, N. J.; Arthur R. Gartner, owner, Art- 
craft Footwear, Washington, D. C.; Miss Jaclyn Meyer, 
chairman, Shoe Fashion Board, St. Louis; and Leo McCiana- 
han, buyer for Adam, Meldrum & Anderson, Buffalo, N. Y. 


attention on the show 


day. 


by VIRGINIA MARSHALL 


St. Lours—Both retailers and manu- 
facturers came away from the eleventh 

Fall Showing convinced that 
sales on the new fall lines will 
an increase of approximately 
15 per over last figures. 
The story behind the optimism is, of 
course, the pointed toe. 

Enthusiasm for the for 
the lines on display appeared to be con- 
than last year. With 
predominating in 


annua! 
dollar 
register 


cent year’s 


show and 


higher 
the tapered last news 


iderably 


all price groups, store owners visualize 
intimated that they 
are completely open minded at present 
to the added: “After 


ll, our customers are!”’ Because of the 


volume. Several 


new points and 


volume potential, retailers,are looking 


forward to fall 


Attendance at the showing was re- 
portedly up. Tabulations by the St. 
Louis Shoe Manufacturers Association, 
sponsors of the show, revealed that 
many retailers who had never before 
been on the registration rolls were on 
deck in St. Louis between April 27 
and 30. 

Although the opening day came off 
rainy and gloomy, attendance in the 
sample rooms was moderate to fair. 
The pace picked up Sunday morning, 
and that day and the next were key- 
noted by extremely heavy traffic in all 
rooms. 

Earliest arrivals included for the 
most part buyers from major outlets, 
who were free to leave their operations 
prior to the weekend selling period. 
Manufacturers welcomed this oppor- 
tunity to give these buyers undivided 


opening 
Sizable orders were written. Heaviest 
registration was on Sunday, with own- 
ers of smaller stores coming into the 
city following the close of their Satur- 
day business day. 

Although traditionally not a buying 
show, reliable sources indicate that 
buying was heavier than anticipated 
by producers. Retailers, who felt their 
way cautiously on the slender toes at 
this time last October, opened their 
arms and their budgets and welcomed 
in the new toes. 

Sales representatives from the pro- 
who viewed the slender 
toes with some apprehension last fall, 
this year found themselves personally 
convinced that the look is in at all 
price levels. Word comes from regional 
meetings that 


ducers, also 


salesmen are going out 


Seated is William Neagle, buyer, B. Altman & Company 
in New York. With Mr. Neagle are E. Rhodes Huntsberry, 
president, Huntsberry, Inc., Winchester, Va., left; Britton 
Abbey, president, John Lee, Inc., Charleston, W. Va., with 
briefcase; and William Wolff, Wolff Shoe Manufacturing 
Co., St. Louis. Mr. Wolff was chairman of the show. 


Pictured in a typical convention huddle in St. Louis are 

Samuel Robbins, left, buyer for Associated Merchandising 

Corporation, New York; Charles McCoy, buyer of children's 

shoes, Marshall Field & Company, Chicago; and Jack 

Schultz, right, merchandise manager of better shoes, Wohl 
Shoe Company, St. Louis. 
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into their territories with a genuine 
enthusiasm for the new shape of 
things, not a synthetic smile for the 
patterns they will be carrying. 

Tapered toes were seen in St. Louis 
in every display room. Excluding, of 
course, open toe patterns, the degree of 
taper can be broken down into three 
kinds: first, the needle or extremely 
pointed toe; second, the tapered toe, 
slim but not extreme; third, the slightly 
tapered, gently narrowed toe. 

The percentage of samples each man- 
ufacturer displayed in each class varied 
widely, depending on the type of wo- 
men to which he caters. Volume for 
high fashion producers is expected to 
be in the first or very pointed group. 
Volume for women’s divisions of gen- 
eral line houses will fall in the medium 
taper group. Lightly rounded toes will 
continue to be sold for many store op- 
erations, but all in all, the highest per- 
centage of emphasis will fall in the 
middle group of slender toes, manufac- 
turers concur. 

At least two producers had on dis- 
play the needle toe cut off and boxed 
at the very tip—a forward look trend, 
perhaps, for seasons ahead. This type 
of last manipulated best in smooth 
leathers and in satin, since these mate- 
rials pick up the highlights produced 
by the boxing of the toe end. 

Fashion coordinators from the shoe 
firms, in making their special fall 
showing presentations, stressed the 
point that in ready-to-wear for fall of 
1957 there is nothing too radically dif- 
ferent in sight in the realm of silhou- 
ette or fabric. In the pointed toe, how- 
ever, shoes have changed radically and 
challengingly. It is more than likely, 
fashion directors feel, that a larger 
portion of milady’s apparel dollar may 
find its way into shoes this fall. 

Store owners interviewed at the show 
were quite outspoken. They are buy- 
ing early as usual, but perhaps with 
a slightly smaller per cent. They do 


Small groups of retailers were familiar sights outside hotel 
display rooms. Here Miiton Friedberg, merchandise mana- 
New York, chats briefly with 
Gretchen Henry, manager, children's and teens’ shoes for 
Ackemann's, Elgin, Ill., and Cleo LaVoy, right, manager, 
shoe department, Sencenbaugh Company, Aurora, Ill. 


ger, Abraham & Straus, 
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not feel the need of proceeding ultra- 
cautiously. Their biggest problem fo1 
fall is planning their buy so that the 
proper per cent of each type of toe is 
included. For some, pointed toes will 
predominate in the purchase. For 
many, these needle types will be pres- 
ent only in a minority way. Most deal- 
ers are planning their volume to fall 
in the middle taper group, which is 
slender enough at the toe to be news- 
worthy to customers, but not extreme 
enough to scare off matronly prospects. 

Top pattern continues to be pumps. 
Ornamentation is more reserved this 
season, with less of the My Fair Lady 
sparkle and glitter and more of the 
dull sheen of satin, faille, burnished 
gold and silver. Bow trims are in all 
lines, flat or fluffy, tailored or dressy, 
in self materials or lustrous contrast- 
ing textures. Many After Five pat- 
terns feature closed toes and open 
backs, narrow T-straps, attache backs. 
The look for women will be dressmaker 
in feeling, without fussiness. Because 
the extra length at the toe tip needs a 
counter balance in throatline emphasis, 
many pumps shown are highriding in 
effect. Bows, buckles, jewels and ap- 
pliques capably carry out the highrid- 
ing feel. 

With pointed toes usurping the spot- 
light, textures, so important at this 
time last year, are playing a secondary 
role. Generally speaking, textures for 
fall are both tailored and dressy, but 
all textures appear to aim for a lus- 
trous look. 

In the tailored groupings are soft, 
subtly grained calfskin; very lightly 
brushed suedes; elegant kidskins; and 
several overlaid and embossed leathers 
to give somewhat the effect of broad- 
tail without the deep graining. Tweeds 
and coverts combine with calf for spec- 
tator types. 

For dressy patterns, refined satins 
join the fine suedes. Satin for the most 
part is dull in luster and shows signs 


liam Ward, 


owner of Meyer 
Alabama, on the right. 


fabric for 
was shown 
for 
Many new 


of being a most 
fall and winter. 
in combination with 
new to-the-point footwear. 
silks and metallics with lustrous effect 
have been artfully employed fo1 
ning wear. Their lightness coordinat 
well with the light feel of the pointed 
toe, 

The impact of color 
very small at the St. 
Retailers discussed it rarely and briefly 
With so much 
the conversations 
tently directed to that point. 

Black in all will 
place in the woman’s 
Town brown, rather a 
fall, is getting 
dressy and 
in both suede and 
tobacco and ginger browns continue 
important in both and 
footwear. A variety of grays has en 
tered the color picture, grays ranging 
from very silvery for cocktail shoes, 
through banker’s gray for suit pumps, 
to dark oxford gray for campus wear 
Retailer interest in gray ranged from 
“tremendous” to “none,” depending in 
part on the section of the country from 
which the retailer came. 

Navy continues moderately in suede 
and calf pumps. For promotion at the 
fashion level, wear - with - everything 
neutrals commanded some interest. Of 
the promotional colors, the blackened 
red beetroot appeared in some strength, 
used in casuals, suit pumps on midway 
heels, and in opened up patterns. 

Women’s casuals in many lines are 
using a more tapered wood for fall, 
giving an Italian feeling to traditiona! 
campus types. Fabrics in the 
news include tweeds, coverts, and cor 
duroy. 

At the St. Louis Fall showing, en 
thusiasm was noted, too, on children’s 
footwear. Heavy display room traffic 

[TURN TO PAGE 89, PLEASE] 


important 
Cut velvet 


suede regal! 


eve 


emphasis wa 
Louis showing 
news revolving around 
lasts, were consi 
take first 
shoe wardrobe 
stepchild last 
play now 
was widely 
calfskin. Lighter 


textures 


more for 


shoes, shown 


dress casual 


casual 


The staircase provided a resting place for these three re- 
tailers from the South. At the left is T. J. Herring, buyer, 
Bry's Department Store, Memphis; Rodgers Mabry, mer- 
chandise manager, Miller's, Knoxvilie, Tenn., eenter; Wil- 
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Attractively 
packaged 
in colorful boxes 
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in women’s plastic footwear... 


Sr Cescades 


and DeLites 


Tyer sets a new standard of quality in women’s plastic footwear. Made by an 


exclusive molding process, these boots have a host of unusual features including: 


Anti-slip soles .. . reinforced heels . . . rolled edges, and an over-all fit superior 


to all other plastic footwear. 


Tyer Cascades have a satin black shantung pattern and a deluxe lining of 


contrasting grey. Tyer DeLites are available in both clear and dusky snakeskin 


Clear DeLites 


Dusky DeLites 


Cascades 





Suggested Retail Prices: 


Cascades $3.00 pair 
DeLites $2.25 pair 


In whole sizes only, 4-11 
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patterns. Both Cascades and DeLites are GUARANTEED 
not to crack or stiffen in cold weather. 


» 


Flat* 


ar 


Cuban 


High Cuban 


ANDOVER, MASSACHUSETTS, 


Send coupon today for complete information! 


TYER RUBBER CO. 
ANDOVER, MASSACHUSETTS, U. S. A. 


be | 


Gentlemen: 


Please send me complete information on Tyer Cascades and DeLites 


NAME 


STREET 


| ee ee - ee oe 
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Everyone In Arcadia, Cal. 
Knows 

The NEWSOMS 

and the Wonderful Job 

They Do 

in Juvenile Shoes 

under Their Own Brand Name 


A.C. NEWSOM ana his wife operate a highly 


successful juvenile store in Arcadia, fast-grow- 





Partners In Profit 


have done wonders for our business. Every par- 


ent, and most of the youngsters in Arcadia 





ing and prosperous suburb of Los Angeles, and 
their hearts are truly in their work. For twelve 
years, the Newsoms have sold Ephrata shoes 


under their own brand name, 


How do they feel about their own brand? 


Says Ace, “Our own brand and Ephrata Quality 














know our name and store. The feet of many of 
these children have never been fitted by any 
other hands. We enjoy the confidence of the 
local medical fraternity and do an excellent 
prescription job.” .. . 


And competition from nationally advertised 
brands? 


“I believe that the reputation and good will 
Newsom’s enjoys is stronger and more lasting 
than any which could be developed by national 
advertising. We have many customers who 
bring their youngsters for miles to be fitted cor- 


rectly with EPHRATA QUALITY JUVENILE 
SHOES.” 


That kind of loyalty speaks for itself. 


EPHRATA Juvenile Shoes 
Retail Profitably $500 to $750 





The Line With a Future 
for YOU 





FPHRATA SHOE COMPANY <eusasas rewwsviwamsn 
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Light Colors, Materials 
Dominate Chicago Scene 
Boru the weather and 

perked up together in the Chicago area 
during the past two weeks. Light 
colors, leathers, and fabrics finally 
begin to dominate trends. Flaxes, 
beiges, light tans, grays, punched natu- 
ral pig skins, sprinkling of grays. 
That’s the fashion story, with patent 
and blue still in the running. 

Practically all retail outlets ended up 
the spring season at least even with a 
year ago. Some of the mass outlets 
were slightly ahead. Fashion stores 
with persistent and aggressive promo- 
tions reported substantial gains. Some 
inventories are somewhat on the heavy 
This is due chiefly to the fact 
that many stores brought in good sup- 
plies of summer shoes earlier than 
usual to catch post-Easter business. 
Spring shoes, generally pretty well 
cleaned up. Patent was the over-all 
top seller, but blue was a close second. 
The latter is natural as Chicago has 
long been a strong blue town. 

Flax looks as though it will be strong 
all through May and well into June 
when all-whites are expected to take 
over. Beige is expevted to maintain 
demand over an extended period. Light 
have zoomed in sales on warm 
days. On cool days (and there have 
been plenty this spring) buying has 
switched right back to dark 
and in volume too. A few 
ported they could have 
black calf. 

Tapered toes and the pump silhouette 
the salon story. It’s the modified 
toe increasingly in the average shoe 
store. 


shoe sales 


side. 


colors 


colors 
stores 


used 


re- 
more 


are 


Casual shoes are beginning to move. 
First sales indicate preference for nat- 
ural straws. 

Men’s shoes are 
spots. Shantungs 


one of the bright 
have already been 
responsible for increases over a year 
ago. The better variety of styles have 
also helped and are expected to con- 
tinue into warm weather selling. 


Warm Weather Stirs 
New York Market 


It was to be expected that retail shoe 
selling would slow down after Easter. 
The holiday rush to buy dissipated the 
need for immediate purchases and the 
natural reactions set in. 

However, it was only a temporary 
lull because weather and retail promo- 
tions have since combined to stimulate 
consumers’ interest and buying. Retail- 
ers report satisfactory traffic and pur- 
chasing since the beginning of the 
month. 

Although 
often 


Mother’s Day promotions 
put more emphasis on flowers, 
candies, novelties and accessories as 
suitable gifts, there is generally an 
opportunity for some plus sales in slip 
pers and gift certificates for shoes, re 
sulting from this occasion. All the var- 
ious types of “at-home” slippers were 
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the gay, bright, saucy 
the 


promoted 
and pert 
vative. 

In women’s dress shoes, black patent 

leather is still going strong. Polished 
leathers in navy, beige, gray have 
added up to good sales figures. There 
have calls for gray luster and 
gunmetal. The fore-taste of 
(temperatures in the high 80’s on some 
days) stimulated buying of casuals and 
play in both the women’s and 
children’s category. 
Stores report that customer reaction 
the early summer has 
Whites in textured 
dyeable flower 
straws patent 
leather heels and with 
mesh—have attracted inter- 
est and merchants anticipate that sell- 
ing in these types will accelerate within 
the next few weeks. 

Summer as tai- 
lored and walking types are being pro- 
moted and the emphasis has been on 
comfort, flexibility, lightweight and 
good fitting. 

In men’s 
steady. Retailers have 
and they keep saying it. Men are never 
in a rush to buy. However, the male 
customer does replenish his shoe ward 
robe periodically and when the weather 
gets really hot there will be no 
ticeable pick-up in sales of the lighte: 


ones well as conser- 


as 


been 
summer 


shoes 


shoes been 
and 
silks, 


with 
straws 


to 
good, 
leathers, 
cottons, 


smooth 

linens, 
some 
some 

consumer 


well as 


spectators 


buying is slow and 
said it before 


shoes, 


some 


weight shoes. 
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Men’s Sales Improve 
In St. Louis Area 


ALL categories of shoes are selling 
well in the St. Best 
provement in selling pace comes from 
men’s footwear. April offset February 
losses generally. Black and brown are 
divided evenly at present. 


Louis area. im 
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consecutive bright days, 
holidays, spurred 


downtown 


Several 
with 
ready-to-wear in 
Traffic in women’s shoe de 
partments unusually heavy. In 
children’s pairs, more continue to be 
sold in the suburbs than downtown 
Suburban family type report 
that casuals for women 
sales of which fell off at 
April, zoomed up again 
canvas play shoes are beginning to sell 
in quantities. Ivy 
featuring canvas uppers 
ombre_ stripes, petting 
good attention in all size brackets. 
Teen age boys and girls are buying 
black and white oxfords with 
black rubber soles, as are their father 
During the past two weeks, they’ve 
outsold white bucks. High school girls 
giving the to plain closed 
white calfskin pumps on mid-heels 
favorite footwear for graduation night 
Apparently not all St. Louis women 
bought their spring prior to 
Easter. All categories continue to sell 
from the dressy to the flattest 
casuals. One downtown store buyer 
that white 
types are in demand earlier this year 
The few of spring 
shoes were definitely on rounded toes 
Savings averaged 20 per Down 
town department indicate that 
are scheduled for 


coupled school 
sales of 
St. Louis. 


was 


stores 
and misses, 
the first of 
Rubber soled 
League play shoes, 
of 
especially 


narrow 


saddle 


are nod 


as 


shoes 
very 


reports wedges and pati 


clearance sales 
cent 
store 
first major clearances 
June, to tie in to store-wide anniver 
ary sales at that time. 

Stix, Baer & Fuller devoted one key 
street window to display of the actual 
glass slipper by Julie Andrew 
for the TV production of ‘Cinderella.’ 
The 


cushion 


worn 


burgundy 
was 


slipper, shown on a 


upon a gold chair, sul 
high fashion white 
pumps, including an Evins white broad 


tail pump with a 


rounded by women’s 


closed ingle gold 


Ope ntey mnng et 


= fom gas 


eT 


Stark, geometric design promotes Andre Perugia styling, done exclusively for 
1. Miller. Triangular pattern stresses the tapered toe which is expected to be high 
volume next fall. Frank Werner, San Francisco. (eight cols.) 
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nailhead on the pointed toe. Backdrop 
curtains of sheer white with gold fleur 
de lis played up the opulence of the 
window, which effectively used a mir 
floor. 

Inside this special 
display of an enormous 30 inch long, 
12 inch high replica of a man’s canvas 
shoe stopped traffic at the shoe depart- 


rored 


Same store, a 


ment aisle 


Early Call for Whites 


Noted in Boston 

BLack followed by navy blue 
tinued to dominate the color picture in 
Boston's retail outlets. Lighter 
colors, however, also sold well and 
whites made a surprisingly early ap- 
pearance, Pumps continued to contrib- 
ute most of the volume. 

By the end of April it had become 
apparent that several! stores had under- 
estimated the demand for patent. It 
was then too late to re-order and retail 
sales were limited by depleted stocks. 
Fortunately, however, several unsea- 
sonably warm days made it possible to 
introduce lighter colors in the beige 
family. Acceptance of these by shop- 
pers, plus the early call for white 
shoes, and for meshes, helped to keep 
volume at a good level. Retailers found 
themselves selling spring and summer 
shoes simultaneously. 

Solby Bayes felt an early demand 
for casuals. Straws were especially 
good, in black, natural and multicolor. 
Meshes in pump types also continued 
to find acceptance, although conserva- 
tive meshes fell off. Whites began to 
sell, 

A factor contributing to good sales 
other than the weather might be strong 
possibility that a three per cent sales 
tax may be passed by the state legis- 
lature. Such a move has the strong 
backing of Governor Furcolo and influ- 
ential members of both parties. 

Another store to find itself with too 
few black patent shoes was the Curtis 
Enna Jettick store. There was re- 
ported, however, a steady demand for 
navy blue in both meshes and leathers, 
as well as for beige shoes of various 
types. Whites, too, had sold in fair vol- 
ume and business had been stimulated 
by “little heels,” 12/8 in height. 

Pointed toe pumps in black patent, 
beige and even gunmetal patent sold 
well in the high style department of 


con- 


shoe 
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the Bonwit Teller store in the Back 


Jay. Slings in both pointed and 
rounded toes were also found to be 
good in both high and mid-heels. The 


early sale of whites also was reported. 
Light beige sandals, so light as to be 
almost cream colored, were selling well 
at Filene’s in the downtown shopping 
section. These carried wedge heels 
and were made with foam cushion in- 
nersoles. 
San Francisco Stores 
Pleased with Volume 
MERCHANTS report that Easter sales 
“very satisfactory” in spite of 
the slow start. Patent, broadtail, straw, 
and white leathers all were in demand. 
Prices ranged from seven to thirty 
dollars, with most of the sales in the 
ten to twenty dollar bracket. The new 
vanilla shade is proving popular. 
Some merchants were concerned be- 
cause of the slow start of the Easter 
business. However, as the day ap- 
proached the business volume started 


were 


building up and the last ten days 
brought the usual last minute rush 
which boosted the sales totals to a 
satisfactory level. 


Broadtail is proving popular in 
black, vanilla, pale gray and white. 
The White House had good sales re- 
sponse to broadtail operas in black or 
vanilla with an attractive matching 
bag. Other retailers had similar 
selections which moved well. 

The Emporium featured a variety 
of white models for Easter and sum- 
mer wear. These included white broad- 
tail at $19.95, white calf at $17.95, 
and white kid numbers at $18.95. These 
come in a good selection of either open 
or closed models. 

At Frank Werner’s, there is an at- 
tractive beige pump designed for the 
upper bracket trade. It has smooth, 
slender lines, with a small heel, com- 


shoe 











Pik 
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ee 


pletely and a toe 

beaded black velvet bow. 
To appeal to the  color-minded 

Byron’s has pink, powder-blue, yellow, 


closed, decorative 


white, or red flats and pumps. Also 
textured silk that they will dye to 
match costumes at no extra charge. 
These are all in the popular $9.95 


bracket. 

The City of Paris is boosting punched 
kid with matching bags for summer 
wear, either low or high heels, at 
$19.85. 


* ~ * 


Denver Reports Sales 
Even with Last Year 
LOSSES suffered in March and early 
April were for the most part wiped 
out by the excellent business in the 10 
days preceding and following Easter in 
Denver. Some shops reported gains 
over last year’s business; many said 
they were happy to break even. Wo- 
men’s shoe business surged ahead as 
the holiday approached, black patent 
being No. 1 in pump styles everywhere. 
Beige tones were second, navy third, 
and broadtail came in for fair share 
as contrasted with the smooth leathers. 
Red proved to be the volume-getter in 
a few high-style salons; other stores 
said they could have sold more red if 

they’d had it. 

Denver women are taking to the 
pointed, closed toes in dress shoes, but 
in other towns and cities in the moun- 
tain states medium toes and medium 
lasts are preferred. Except for the 
matronly trade, stiletto heels from mid- 
to-extreme heights are preferred here. 
White is expected to be unusually pop- 
ular and silks, satins and straws are 
expected to dominate summer materials. 
Closed and open toe pumps sold 50-50; 
pumps far outsold the stripping and 
sandal] styles. 

Children’s shoes, as is anticipated, 

[TURN TO FOLLOWING PAGE, PLEASE] 


a new gleam is afoot 
for Easter — 


Ever populor potent leather goes 
Biddy with flottery this Easter 
tokes on the topered toe 
buckles, bows end ornoments 
Yo see you elegontly from down 
to dusk. The sling by Del.iso 
Debs, alse in novy or fox coll, 
19.95; DeLiso Debs’ strap 
ond buckle pump, novy 
ond flex colt, too, 19.95. 





Clean, uncluttered promotions like this, backed up with refreshing styles, made 
this a top year in women's shoes. Patent in particular was volume. Shoes by DeLiso, 
Geller, Enrico Celli. Fiah & Company, Syracuse, N. Y. (six cols.). 
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Review of the 
Retail Trade 
[CONTINUED FROM PAGE 68] 


led sales and pairage volume. Leaders 
in girls’ styles were black and white 
Ivy League saddles and black patent 
convertible pumps. White was forging 
ahead as graduation and confirmation 
time neared. For older girls, volume 
makers included white calf pumps with 
bow and jewel accents and black patent 
piped in white one-straps with “grow- 
ing-up” heels. Most popular among 
boys have been’ three-eyelet black 
smooth leather shoes, brown moccasin- 
toe Scout shoes and black and white 
saddles; for young men, desert or 
ranch boots, black and white saddles 
and sand-colored two-eyelet or one-eye- 
let shags. Loafers for both boys and 
girls are slipping. 

Men’s shoe business is so-so. Brown 
is leading black 2 to 1 as is soft-grained 
leathers over smooth leathers. Three 
and five-eyelets are outselling the low 
cuts and moccasin toes are the pre- 
ferred styles. Several! leading men’s 
shoe retailers predicted that shantung 
plug styles will be “It” as the season 
gets more active. In a high quality 
salon with an oil-mining-banking cli- 
entele, French and Italian lasts are 
running ahead of the more standard 
styles, and soft brushed Delta leathers 
with tassel] ties are selling in volume. 
Surprisingly, a narrow last, Italian 
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type bright blue Delta leather side tie 
selling around $30 was a popular item 
with older men as well as the younger 
group. 

The oldest shoe wholesale house re- 
ported a gain for the first quarter of 
the year in over-all sales. Leather 
shoes (low and medium-priced lines 
for men, women and children) broke 
even for the first four months, the 
wholesaler said. Rubber and canvas 
lines are far ahead of a year ago, and 
he also reported a big increase in 
findings. 

At Daniels & Fisher’s exclusive 
Corinthian Shoe Salon, the prediction 
of last winter that red was a “sleeper” 
proved true. It was ordered in volume 
and was practically sold out in April. 
Windows in red and white were 
in the promotion, 


used 


Business Good in 
Philadelphia Stores 


EASTER business was very good. 
Many reported that it topped last year. 
Black patent with its versatile treat 
ments was of the best 
Seige tones from flax to deep sand did 
very well while gray was fair. For 
the younger element, pink 
powder blue were in early demand. 

For a short while, after Easter 
things were dull but in a few days 
action felt in certain types of 
One merchant reported an 

rush for flats in 


one sellers, 


pale and 


was 
footwear. 


unexpected suede, 


LAY: Pua 


calf, and natural pigskin. Another had 
many calls for moc-front 
Black shoes perked up 
especially in the 
and sandal type black patents. 

The warmer weather coming just 
before May Day spurted calls for white 
Closed ballerina types are popu 
lar for the May Day school festivities 
as are also low heel white calf pumps 


wedgies. 
dress again, 


more open patterns 


shoes. 


Teen-age customers have been buying 
two pairs one for sportswear and an 
other for special occasions. 

With in the offing 
many ads have been featuring walking 
Strawbridge & Clothier showed 
a group of “new spring and summer 
styles for walking comfort.” Included 
heel-to-toe 


warmer weather 


shoes. 


nylon mesh, foam 


cushioned insoles, low scoop or wedge 


were 


heels in oxfords, pumps, or with straps 


¥ * * 


Twin Cities Feature 
Late-Season Sales 


MINNEAPOLIS—Cold 
Easter sales early but a warm-up and 


weather slowed 
the late Easter date brought 
to last year’s. Pointed 
Children’s 
number of 


sales up 
toes have good 
had 
advertised 
fashion 
falling 


acceptance. shoes big 
sale. A 
after-EKaster 
Patent still 
beiges, black 

The 


Easter 


stores 
shoes. 
behind 


sales of 
but 
navy 


good 
and 
hope of a long period of high 
sales was lessened by continued 
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Betty 

Ripple Cloth 
Tapered Toe 
Pump with 
Loop 









Cindy 
Ornamented 
Leather Turkish 
Toe Scuff 








Beth 
Velvet Moccasin 
with Fur Trim 


Phyllis 

Satin Mule, 
Ballet Skirt 
Pom Pon with 
Rhinestones 


Smartest in styling — Pfeiffer's originality in patterns, colors, materials 
guarantees immediate consumer acceptance. Smartest in merchandising— 
popular prices, unique display fixtures, fastest In-Stock service build busi- 
ness faster. Wide style selection broadens your market; full mark-up keeps 
your profits high. Display them — and they sell themselves! 


IN-STOCK . . . WRITE FOR CATALOG TODAY! 
PFEIFFER'S, INC., Worcester 8, Massachusetts 
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Curtis - Stephens: Embry Co. 





Manufacturers of Fine Quality Children’s Shoes Since 1882 


nd -t-Col ale Mil ed -Jalal-\vai’s-talr-| 


Protek tiv \ MODERN AGE \ ogMODMMl AGE .\\ Extra Supporti. 


by Proeteketiv 









Curtis -Stephens:-Embry Co. ... manufacturers 


DIRECTED BY STH GENERATION SHOEMEN 









F. W. (Bud) Curtis James (Jim) Rick Richard P. (Dick) Curtis 


SOLD BY A FRIENDLY STAFF OF 









P. F. Ancona, Sr. Peter F. Ancona Tom Fair Chris Andersen 





Tom Lyons Dan Griffin Harry Tefft Oscar Nordland 


OFFERING PRODUCTS THAT GIVE EVERYTHING YOU 


Pro ) Te K. TV gr rr gael 


Curtis - Stephens: 


es Cae 











of fine quality children’s shoes since 1882 


BUILT ON A 75-YEAR FOUNDATION 
OF CRAFTSMANSHIP AND INTEGRITY 


Only constant vigilance in its chosen field, coupled with a consistently fair, yet unpressurized 
policy with its customers and a continuing search for newer, but proven, and better construc- 
tion methods and materials has enabled Curtis Stephens Embry Co. to maintain its industry- 
wide reputation as a leading manufacturer of quality children’s shoes. The resulting growth 
of the company is a tribute to its service to both the shoe retailer and parents everywhere 
who buy Pro- tek. tiv, Extra Support, Modern Age and Official Girl Scout Shoes. 


EXPERIENCED, HELPFUL SALESMEN 





aN 


Dick Garnett W. Garland Gunter 





Z 
IS ; 
of” 


Voeny © 





Fred Prose 


NEED TO CREATE SATISFIED CUSTOMERS 


MODERN AGE" =MODERN AGE 


FOR EVERY AGE Official Girl Scout and 
Brownie Scout Shoes 





Jack Levy 


ANNIVERSARY ie 


Embry Co., READING, PA. oom 

















The Heart Decides 


[CONTINUED FROM PAGE 61] 


to buy three pairs of women’s hosiery,” 
and the girl said, “Are these for your 
vife or would you like to see something 
a little better?”) Well, here’s what 
Gotham did. Instead of just offering 


hosiery as hosiery, they wrapped it up 
in a little roll and put it on the back 


tucked it 


of a little Scottie dog, o7 
inder the arm of a little toy mailman. 
Or they put it in little heart-shaped 


valentines or little footballs. They took 
merchandise that couldn’t be sold at 
$1.00, took a little toy you can buy In 
tore for a nickel and that 
bought in quantities for two or! 
cents, put the two of them to 

the $1.00 and the 10¢ 
marked them “$1.25 special” and 
of them. 


the dime 
they 
three 
yethe! item 
item 
old thousand 

Why? They didn’t add 
instant of wear to that hosiery. They 
didn’t add a single thing to the value 
of it to the wearer. But they did add 
to it a certain intangible something 
which we know as showmanship, as eye 
beauty, a little heart-throb, 


one extra 


appeal, a 


a little sentiment, so that you can hand 
this hosiery to your wife or your 
daughter and it represents a little 
thoughtfulness rather than just plain 


merchandise. 
One retailer watches the birth notices 
and about ten days after a baby is born 


ends a parcel addressed to the child. 


The package contains a little silver 
spoon and a brief note saying he hope 
life will always be peaches and cream 
for little Jack or Joan. A postscript on 
the letter invites the newborn baby to 





HOW’S YOUR 
SHOWMANSHIP? 
Our autographed copy of 
SHOWMANSHIP IN BUSI- 
NESS will be given jor the 
best example of showmans/up 
sent in by a reader of Boot 
& Suoe Recorver. Tell us 
of something you've done 
or even something you ve seen 
that has helped add that extra 
touch of dramatic interest. 


SHOWMANSHIP 

YARDSTICK 
Send a self-addressed, stamped 
envelope for your free copy 
of The Showmanship Yard- 
stick—a 12 point check list 
of the elements that make a 
good show, 





enjoy his first birthday cake at the re- 
tailer’s store. 

Western Union has cashed in richly 
on a bit of emotional strategy. I’m 
referring to the use of pictorial season- 
al decorations on telegrams. You’ve 


a ae RSE ESE 





seen those beautiful Norman Rockwell 
paintings that grace the top of a 40 
cent telegram. A thousand dollar paint- 
ing that gives a million dollar thrill. 
Time was when most of the emotional 
values of telegrams were negative. 
When you saw that yellow blank you 
registered FEAR-—But no more. Easter 
bunnies with long ears help carry a 
message of cheer and springtime. Or 
Christmas Bells and Chimneys tell you 
that somebody wishes he or she were 
with you to share a holiday. Actually, 
you pay about one one-thousandth of a 
cent for the atmosphere. And get, as I 
caid, a million dollar thrill. And as a 
result Western Union sees its greeting 
business zoom higher every year. 

In Albuquerque, New Mexico, Engle 
hart found that a little bull pup out- 
pulled all other premium offers in a 
campaign to sell more Cream Crust 
sread. The puppy was offered as a 
prize for the boy or girl collecting the 
largest number of bread wrappers in a 
three month period. Almost every child 
in the community had his or her heart 
set on winning that little pup. Previous- 


ly offered prizes —although of much 
greater monetary value—didn’t even 
come close to the bull pup in their 


drawing power. Similarly in East Pal- 
estine, Ohio, a shoe store gave away a 
Pony to the holder of a numbered pur- 
chased ticket at the end of the promo- 
tional event. At a cost of about $200, 
of which $150 was for the pony, kids of 
the town were whipped into nothing 
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CONGRATULATIONS 


ON Y 


15> 


ANNIVERSARY 


URTIS * STEPHENS * EMBRY CO. 
MANUFACTURERS OF FINE QUALITY 
CHILDREN'S SHOES 


from 


EAGLE OTTAWA LEATHER COMPANY 
GRAND HAVEN, MICHIGAN 


FINE LEATHERS SINCE 


OUR 


1865 
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SHOES LOOK NEW LONGER 


with Hamel Leather Linings 


SHOES GRADE UP IN QUALITY 


with Hamel Leather Linings 


DISCRIMINATING BUYERS PREFER 
Hamel Kid and Hamel Lambskin Linings 


L. H. HAMEL LEATHER CO. 
Haverhill, Mass. 





W orld’s Largest Tanners of Leather Linings 
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SUPERGRIP 


Sets the Pace 
for Good Bonding 


In hundreds of factories, Supergrip is setting the standard for a quality, 
reliable product. And the number of users is increasing steadily as more and 


more factories find out that Supergrip offers more. 


For example, top grade materials and blending methods provide bond 


strengths that take a big worry out of cement shoemaking. 


Add to this the extra mileage Supergrip gives, the cement know-how 
thatstands behind every 
gallon of Supergrip 
and it’s easy to see 
why Supergrip is the 
shoe industry’s num- 
ber one name in sole at- 


taching cements. 


If you want to be sure you’re getting 

the best value for your cement dollar 
call your nearest United branch office. 
We'll help you select the right cement for 
your methods and materials and arrange 


a demonstration. 


SUDEAGAIP cements 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASS. 
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CURRENT CONDITIONS 
IN 
SHOEMAKING CENTERS 








St. Louis 


Propt CTION in the St. Louis area continues satisfac 
tory. Most of the shoes going through the 
for immediate Whites are 
quantity. 

Now that the annual fall showing is past, 


factories are 
delivery. being shipped in 
salesmen are 
on the road with the new lines. Retailer reaction was most 
favorable. With footwear drastically different 
fall’s patterns, manufacturers foresee a real challenge in 
selling women on the fact that all of their shoes carried 
over from last winter are most obnoxiously obsolete. 


from last 


One retailer who may be classed as a kind of guide to 
women’s preferences stated recently that for the past two 
months he has been getting more and more “back talk” on 
his merchandise with rounded toes. He says that the con- 
sistency of both manufacturer and retailer advertising has 
paid off. Women nod knowingly and say, 
new shoe. 


“That’s not a 
The toe isn’t pointed enough.” 

A spokesman from one manufacturer of women’s me- 
dium priced fashion shoes feels that the woman who bought 
rounded toe footwear six weeks ago is very sorry today 
since her shoes already look “old,” almost before they have 
come in on the charge account bill. 

All manufacturers are enthusiastic about the prospects 
for increased dollar sales on the new fall lines. Women’s 
fashion apparel has made only slight revision in fabric and 
silhouette trends for fall. With fewer drastic changes in 
the ready-to-wear fashion picture to capture the consumer 
dollar, manufacturers feel that the shoe industry may pos- 
sibly reap a rich harvest. 

Practically no important price 
from St. Louis producers. This factor, plus the extra in- 
terest in tapered lasts, makes factories here confident that 
the fall lines will get good reception from both retailer 
and from consumer. The degree of taper must be analyzed 
by each individual retailer, however, 


increases are reported 


manufacturers feel, 
so that his buy on new fall patterns fits into his own type 
of operation. 


Chicago 


THE major fall shoe shows have set the pace and trend 
for factory production. This 
and order writing. In addition, orders are coming in from 
various regional shows which will continue through May. 
Salesmen are also busy on the road. The consensus is that 
business will be better for the last six months than the first. 

Schedules are already operating close to capacity. One 


is a period of confirmations 


reason is that some major buyers have earlier 
than normal delivery. In some cases this has meant as 
much as 25 per cent of novelty fall shoes for delivery in 


June and July. 


requested 


Some outlets have gone into “transition” 
These are normal to the 
conservative outlets have adopted them too. 

One tip off for the volume trends 
buying done by mail order houses. 


successful field operates 


shoes. fashion stores, but 


now 


can be seen in the 


This peculiar but most 
far in advance of the rest of the 
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catalogs are now being 


W omen’s orders 


Since fall 
ordered months ago 
The modified tapered toe will repre 


retail shoe business. 


printed, shoes were 
were heavy on pumps. 
sent from 20 to 30 per cent of fall shoes. 
on two-tone combinations, on gray and graphite, tone on 
tone, silk tweeds. Marked for big 
with black. Several catalogs will devote full pages to this 
combination. 

Black suedes and smooth and textured leathers are the 
bread and butter shoes. There is heavier proportion of shoes 


There Is ¢ mphasis 


business is red suede 


in smooth leather. Closed up pumps are the biggest part of 


the fall commitment. Second orders of mail order houses 
were still far ahead of first orders of most other buyers. 
These were heavy on novelties and slippers for the Christ 
firms have recently 
The $4.95 to $6.96 bracket 


range 


mas flyer and catalog. These also 
traded up by adding price lines. 
still represents the major 
now runs $6.95 to $8.95 and includes a few $10.95 shoes. 


most part, any 


volume. However, the 
Some houses go beyond that, but for the 
thing higher gets into fringe territory 


New England 


Few New England manufacturers of women’s shoes had 
a comfortable backlog of orders as of the first of May. 
Yet several reported that re-orders on early summer styles 
were increasing in number and size. Reports received 
from larger cities in most parts of the country, they said, 
indicated an early demand for the lighter colors and skele- 
tonized sold before Memorial Day, 


except in the south and southwest, Advance orders for fall 


patterns not usually 
shoes, however, were slow in being placed, it was reported 
Most substantial backlogs 
ers of men’s shoes, particularly those on the South Shore. 
While 
somewhat better than expected spring sales at retail, some 
advance fall orders have been received from large distribu- 
tors. These call for late 
A healthy 
booked. 
In the 
ment in all segments of the 
placed the doubts expressed during March and early April. 
part feel that fall 
get under way in a comparatively short time 


New York State 


New YORK shoe manufacturers are maintaining high pro 
duction schedules and they report that cutting ahead indi 


are reported by manufactur 


most business is made up of re-orders following 


July and early August delivery 


volume of work shoe business also has been 


last two weeks, there has been a reversal of senti- 
industry. Optimism has re 


Manufacturers for the most runs will 


cates a continuance of good business. Manufacturers have 
been encouraged by the reaction of buyers to the new fall 
Most of the members of the Guild of Better Shoe 
Manufacturers stated that attendance had 
good during their week of 
month and that substantial orders had been placed 


shoes. 
been excep 
tionally showings early this 
Some 
of them reported that their appointment schedules with 
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Tailored 


fashion fabrics 


a8 


Kickerinos 
courtesy 


The Hampton Corporation i 
4 eng 


elegant new 
Fide: 7one. tobric 


for that “tailored” look 


LUXURIOUS CUFF TRIM by BORG brings a smart note to 
fashion-famous Kickerinos. So practical, so protective, yet so 
completely feminine, “Frosti-Tone’’ trim is available 
with guard hairs in alluring hues of Grey or Brown to 
provide delightful color accent. Warm? Indeed! And light 
in weight to assure foot comfort. Remember the 
name ‘‘Frosti-Tone”, it’s Borg’s newest...for your very finest. 


fil ui 1 of Ui ful au YU ld 
BORG FABRIC DIVISION 


The George W. Borg Corporation « Delavan, Wisconsin 


In Canada... Borg Fabrics Limited « Elmira, Ontario 







The Heart Decides 
[CONTINUED FROM PAGE 74] 


less than an emotiona! maelstrom. They 
kept begging their parents to buy an 
other pair of shoes so they could have 
another chance on the pony. 

Of course, one of the most neglected 
hearts in the shoe business is the heart 
of the retail salesperson. He is just as 
human as the customers but seldom is 
any step taken to recognize his emo- 
tional needs. I dealt with this subject at 
some length in a talk at the National 
Shoe Fair, pointing out that the shoe 
clerk is the only salesman in all of 
American business who sits lower than 
his customer. This, coupled with the 
effect of the traditional concept that 
service to the feet is in itself a servile 
role, combines to make the shoe sales 
man a highly vulnerable person from 
the standpoint of his needs for a feel 
ing of self importance. This calls for a 
high degree of sympathy from proprie 
tors and store managers and makes it 
important thac retailers find ways to 
give recognition and stature for a job 
well done. Woolf Bros. in Kansas City 
does it with frequent sales meetings 
and periodic sales contests that are 
highly dramatized to provide a welcome 
change in scenery. Contests are run not 
enly on shoes but on sideline items like 
handbags. The Scheft Company in Bos 
ton also reports good results with sales 
contests in which awards were made 
for sales leadership. 

There’s no reason in the antics of 
Orphan Annie or Skippy. Yet they’ve 
o endeared themselves to our nation 
that in a recent poll the comics were 
voted the “most read” section of ow 
daily papers. Not the news—with un 
rest on three continents. Not the stock 
market—with financial history in the 
making. But the comics. The comics 
won first place among 26,000,000 news 
paper readers. 

In your selling, to get publicity, in 
your windows, when you advertise 
take your lesson from the big time 
shows. Use the same formula that they 
use on the air—in the movies—on the 
tage—in books and shows of. all 
kinds. Shoot for the Heart, not the 
head. Appeal to pride—appeal to fear 

to sentiment or love. Remember—the 
Heart Decides. 


Baltimore Show Chairman 


3ALTIMORE W. Milton Volk, re- 
places his brother, P. Irvin Volk, who 
died recently, as chairman of the Balti- 
more Shoe Show, July 7-10 at the 
Lord Baltimore Hotel, it was an- 
nounced, 

A co-chairman of the shoe show is 
Mrs. Sara Abrahams, recording secre- 
tary of the Baltimore Shoe Club. W. 
Milton Volk, a partner with his late 
brother in the P. H. Volk and Company 
firm, also replaces him as treasurer of 
the Baltimore Shoe Club, the same an- 
nouncement disclosed. 
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HIGHER EDUCATION FOR YOUR CASH REGISTER 


© Fortune knows the kind of footwear high school and college students go for and Fortune offers 
it to them at the price they like to pay. As a result, many a dealer is earning his B.A. (Bigger Assets) by selling 
Fortunes. The foremost combination of youthful styling, ruggedness and more-for-the-money price is one that a 
smart young man just can't pass up. And the Fortune future looks mighty bright: this age group continues to 
grow rapidly and more of them than ever before are acquiring the positive style preferences to which Fortune 
caters so successfully. Shown here are two of the many distinctive ‘Campus Styles" in the new Fortune 
fall line. Write for full information on how the entire Fortune proposition is geared not only to young men 


but to every man who likes fashion-right, priced-right footwear. 


aos toe: itt wae = STYLE NO. R6123 


To retail at 


OTHER STYLES TO RETAIL AT $995 to $] 495 


SHOES FOR MEN 


FORTUNE SHOE COMPANY «+ NASHVILLE, TENNESSEE DIVISION OF GENERAL SHOE CORP, 





Your customers 


see FRENCH S HRINER. ads like thas... 


-. Tan 


in ESQUIRE, H 
THE NEW YORKER and SP 


Dynamic national advertising helps you 
French Shriner quality keeps them sold. 


FRENCH SHRINER 448 Albany Street, Boston, Mass 
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buyers frequently stretched the working day to 7:00 and 
8:00 P.M. and resulted in good size orders. “It was no 
hardship,” was the way one of them put it, with a smile. 

The same is true of the popular priced lines of men’s, 
women’s and children’s shoes. The feeling among New 
York manufacturers is that the shoe business is in good 
shape. 

Shoe production at most upstate plants is running at a 
high rate and some volume producers predict that fall and 
winter output will exceed the spring-summer total. 

Easter business was moderately successful for most up 
state shoe retailers. The March-April period preceding 
Easter can also be described as good, but not up to expecta- 
tions. During March stores were doubly handicapped by 
the late Easter and bad weather. April saw a good pickup 
in sales coinciding with mild, sunny days. 

However, Buffalo, Rochester and Syracuse department 
store sales were running as much as 10 per cent below last 
year in April and it is believed that shoe sales were simi- 
larly affected. The week before Easter brought crowds to 
most shoe stores. 

The trade believes that as soon as the belated warm 
weather arrives, business will be stimulated and 
stores can look for good business for the rest of the season 


shoe 


Los Angeles 


PRODUCTION is very good locally, with some pinch be- 
ing felt in deliveries. Stylings account for a good bit of 





Manufacturing«Markets 
: fe 


this. Some makers are finding needle-toe wood hard to get. 
This style, admittedly late in getting started here, is also 
causing a little concern among a few of the in-stock houses 














with round toe types. 

In the lower end of the price line, local manufacturing 
expects to be in a very good open to-buy position. After- 
Easter and clearance sales are already in full swing in 
this type of establishment. 

Along with the needle toe, as might have been expected, 
has come a “closed-up” trend. Even sling or strap pumps 
are now appearing with a closed, pointed toe. Sometime 
the entire toe closure is only an inch or two across, but it’s 
there just the same. 

Local casual manufacturers are getting on the band 
Aronov of California is introducing a “Benito” 
heels 


wagon. 
line with pointed toes, but strictly casual stylings; 
of only 3/8, 4/8 and 5/8 will be featured. 
has high hopes for the new line, is going whole hog on 
publicity with 


The company 


a nation-wide tying in new 
Italian movie starring luscious Sophia Loren, called “Too 


Bad She’s Bad.” 


carpet 


promotion, 


Even some slippers are showing up, heavily 


jeweled, with long slender pointed toe line. Probably soon 
half cirele and 
the Turkish influence will be born 


someone will turn them upwards in a 


prestoe! 





Style Survey of the 
Southern Resorts 
by BERNICE DECKER 


EaRrLy pre-season style forccasts for summer shoe sales 
will probably prove to have been fairly accurate. Whites 
should be bigger than ever. Spectators will do well if they 
reflect the “new treatment of slimness and trim detail.” 
However, beiges may grow strong as selling progresses. 
Retailers shouldn’t be surprised if bright pastels and other 
colors are stronger than predicted. 

These statements are based on a survey by this Recorper 
correspondent in Florida and resorts in the far South. The 
season there has ended as far as winter and spring crowds 
go. Many stores have already finished their clearance sales. 
From here on out, business depends on the home crowds. 
We visited some of the top retailers in leading East Coast 
resort towns, spent some time in Nassau, and also visited 
a couple of cruise ships. 

One theme is persistent and shouldn’t be ignored—espe- 
cially by suburban retailers. Last year the Bermuda short 


vogue was emerging rapidly. This year it is firmly en- 


trenched, with no evidence of waning. Whether called 
Jamaica, Bermuda, or anything else, the knee length 
shorts are the accepted informal sports costume. Prac- 
tically no short shorts were shown in the stores. We saw 


none being worn either. 
A variety of with them. But 
generally they are the moccasin toe or tailored and semi- 


styles of shoes are worn 
tailored types in glove-soft leathers. A few Bermuda shorts 
were seen with straws, but the choice of shoes this year 
seemed more suitable than last season. Espadrille types in 
all materials were plentiful. 

This casual season was less vivid in color than last year 
At least there didn’t seem to be so many wild color com- 
binations. It has been an excellent season for both im- 
ported and domestic straw casuals. Natural straw has been 
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in particular demand—even in dress shoes. Many of the 
stores have featured novelty clips made of straw, beads, 
flowers, and other materials to dress up straws. Rocker 
lasts have been especially good in fabric casuals. The 


espadrille cut has done well in all materials, colors, and 
There is a good demand for the imported 
However, great 


combinations. 
rope sole and fabric upper combination 
est preference is for the better quality, better fitting Amer- 
ican factory made espadrille types. 

White has been a leader in the dressy shoe division—at 
white 
Among 


least in the over-all picture. But in most cases a 


shoe had to have some touch of color to move 
best selling pumps were those with tan or some other con 
trast stripping, a blue apron, red collar, or gray toe. Many 
Spectators did 


with delicate 


of these were of the newer spectator type 

well if slimmed down in heel and toe, and 
trim rather than the heavy and classic treatment. There 
was also reaction to two-tone grays. Broadtail was strong 


Many of the 


white with one or two contrast colors on the vamp. 


as were the luster leathers. sandals were 


In late season selling, there was a demand for 


This is a trend that bears watch 


strong 
beige and natural tones 
retailers ad 
Black 


not unusual 


ing, for it may develop in the north. Some 


mitted they were somewhat over-stocked on whites 
was a minor color in resort areas, but this is 
It cannot be taken as an indication for northern selling 
Women just buy more colorful shoes in resort area. How- 
ever, black did sell in good volume in filigree laces and 


meshes. So did dark and Black 


faille in Spring-o-lators had good action during part of 


certain bright blues 
the season. 
Vinyl itself to be 


ticularly with carved and novelty lucite heels. 


showed important in sandals—par- 
But, 
and well. Colors in the blue 
family, bright hues, aqua, light blue did well. Yellow 


Pigskin was also active—in casuals 


This was not nearly so big a color year as last. 
some bright colors did sell 


showed strong action. 
as well as semi-tailored and dressy shoes. 








“SORORITY SET” 
sets the pace for fall! 


Cutting dashing Continental figures with textured 
leathers, slim foam soles, in a rainbow of 
colors... ‘Sorority Set” leads the sports 
parade for fall, 1957! A special group 


of nationally advertised Huskies 





selected for fashion leadership 
in the popular-price field... 
IN-STOCK LOCALLY FOR 
FALL SELLING ... re- 
tail fair traded 
from $4.99 
to $7.99. 





HU ty a Cc oO Ss H oO E Cc oO. 47 West 34th Street, New York 1, N. Y. * Factories: Honesdale, Pa. 


In Canada: Canada West Shoe Co., Winnipeg 
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Melvin Salzman (left), Director of Information, Leather Industries of America; 
Irving R. Glass, Executive Vice-president, Tanners' Council of America; and Walter 
Kraus, Director of Leather Industries of America, examining copies of the supple- 
ment, "Spring Fashions Afoot."’ Pins on the map indicate cities that cooperated. 


FROM time to time the industry has 
been criticized for its failure to get 
adequate publicity and recognition for 


shoes in the Nation’s press. The re- 
markable success which Leather In- 
dustries “Spring Fashions Afoot” 


newspaper supplement enjoyed should 
do much to correct this impression. 
Leather Industries of America has 
carried on a broad information and 
publicity campaign for the past several 


years and response to it is growing 
steadily. But the recognition of its 
most recent effort indicates that this 


shoe publicity has finally cracked the 
space barrier. Walter Kraus, director 
of Leather Industries of America, 
attributes its a carefully 
correlated educational campaign di- 
rected in advance to newspapers, re- 
tailers, and shoe manufacturers. The 
result: more than 437 daily and weekly 
newspapers used this spring supple- 
ment feature which was devoted ex- 
clusively to shoe and leather fashion 


success to 


news, backed up with local retailing 
advertising. 

The supplement was issued as an 
&-page tabloid form in complete 
printed page make-up. It comprised 


an attractive cover page, three pages 


devoted to women’s styles and two 
pages each to men’s and children’s 
styles. It contained 35 feature half- 
tones and more than 40 individual 
illustrations and spots. Mats of the 
cover page in full and tabloid sizes 
and origina] art on all illustrations 


were made available. 

The program was merchandised to 
the membership of NSMA and NSRA 
in direct mail campaigns. Feature 
stories in the publishing trade press 
early in January announced the pro- 
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motion to the field. The 
dummy of the supplement mailed 
February lst to all leading weekly 


and daily newspapers and to the Negro 


newspapel 
was 


press with a notice that the material 
would be ready for distribution on 
February 4th. On February 6th re 


quests started to arrive and before 
the pre-Easter selling period wa 
finished thousands of newspapers had 
requested material. 

This response was not only the 
largest which the Leather Industrie 


has received to any of its promotions, 


but also the most representative 
Daily and weekly newspapers were 
equally enthusiastic. It is estimated 


that in addition to the 437 newspape1 
that used the supplement, there were 
more than 425 papers throughout the 
nation that used the leather and 
pages in their editorial fashion supple- 
ments . all adding up to a total of 
more than 2,750,000 lines devoted to 
shoes and leather publicity and shoe 
advertising. 

The Sunday World, Tulsa, Oklahoma, 
is typical of the manner in which 
newspapers handled this promotion. It 
ran a 14-page full newspaper 
supplement on Sunday, April 7. 
tically every shoe merchant in 
city cooperated to make it a 
ful venture and merchants reported 
unusual public interest in the spring 
styles. Lively buying action followed 
in all cooperating The public 
responded to a degree that neither 
publisher the merchants 
pated. Tulsa women have always en 
joyed a reputation of being the best 
shod women in the country. They buy 
quality per capita than 
cities of similar size ap- 


shoe 


81ze 
Prac- 
the 


success 


stores. 


nor antici- 


more shoes 


other and 


parently respond to attractive promo 
tion, 

Because of 
the Tulsa 
publishing 
motions 


the 
World was forced to forego 
fall shoe pro 
during past years 
However, in the 
this feature they will become regular 


newsprint situation, 
and 
the 
view of 


spring 
few 
success of 
newspaper features. 

that 
stimulate 


Tulsa shoe merchants declared 


these 
public 


features 
Women are 


regular shoe 
Interest In 


interested ir 


hoe 3. 


footwear and take pride 


in wearing correctly styled shoes, A 
human interest feature in the World’ 
supplement was a series of personal 
ities photos of prominent fashion 
leaders in Tulsa photographed pur 
chasing shoes in Tulsa stores 

The success of the Leather Indu 
tries newspaper supplement illustrate 
how effectively an industry can secure 
saturation retail advertising at peak 
selling periods by harnessing the self 
interests of local newspapers, anxious 
to build local store advertising 

It is a technique of which the in 
dustry should make more frequent 
and effective use 


Esquire Spring Ads Expand 


NEW YORK Knomark Manufactu: 
ng Company on May 20 will add 
“Masquerade Party,” NBC network TV 
quiz show on 87 stations, to its ex 
panded spring advertising campaign 
on Esquire Shoe Polishes, it was an 
nounced here by Melvin” Birnbaum, 
executive vice president. Emil Mogul 
Company, = Ine i the advertising 


agency. 


Adler Shoe Names Franco 
Financial Vice-President 


NEW YORK Roderick E. Franco, 
comptroller for the Adler Shoe Com 
pany for 15 years, has been named 


vice-president in charge of financial 





operations and tore development by 
Herbert M \dler, president of the 
company. 
RODERICK E. FRANCO 
Mr. Franco started with Adler as 
comptroller after spending years in 


the publishing business and in private 


accounting practice. He lives in Nor 


walk, Conn 
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To All Shoe Retailers: 





HOW OLD IS YOUR 
COMPANY? 





INFORMATION PROMPTLY 
FOR HONOR ROLL OF OLD | 


WE NEED THIS 


Is your company 75 years old or older 


(established in 1882 or before) ? 
ESTABLISHED COMPANIES 


For the Honor Roll of old established 
companies in or serving the industry 
to appear in the 75th Anniversary is- 
sue of BOOT and SHOE RECORDER, 
mail a brief history of the company 


to 


E. B. Terhune, Jr., Publisher 


BOOT and SHOE 


RECORDER 


CHESTNUT AND 56th STREETS, PHILADELPHIA 39, PA. 
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MORE OF EVERYTHING FOR YOU — FOR FALL! 


Here is big news which just can’t wait until our salesmen can get around 
to see every body. 
Hang onto your budget until you see the new Queen Quality line for Fall °57! 


Here is a very brief summary of what you get: 


an improved line of volume selling middle - of - the - 


road types. All the big sellers. 





completely new line of the latest fashion shoes on 
new narrow-toe 18/8 and 22/8 lasts. These shoes 


have extra-thin plastic (unbreakable) heels. 





expanded line of the tremendously successful walk- 


ing Soft Pedals. 





completely new line of fashion Soft Pedals on three 


new narrow-toe lasts..14/8, 16/8 and 18/8. Thin heels. 





completely new line of Soft Pedal nurses’ shoes. . . 


the softest. lightest, most flexible shoes ever made 


for “Women in White.” 





MORE MARK-UP FOR THE RETAILER 

Let’s elaborate a little on the mark-up story. We know retailers need and want 
adequate mark-up for today’s conditions. Our new program enables you to price 
your shoes at retail at the volume price points of $8.95 to $12.95 and still get the 


mark-up you need. Here is a summary of our new mark-up program 


YOUR RETAIL YOUR COs! YOUR MARK-UP 
$ 8.95 $ 5.25 41.3% 
9.95 3.40 42.2% 
10.95 6.25 42.9% 
11.95 6.75 43.5% 
12.95 lead 44.0% 


This does not include the 5% discount. That is extra. 
There are no shoes over $12.95 retail. 


You see why we want you to know about the new Queen Quality line and prop- 
osition before you spend your budget for fall? Wait for our salesmen. Visit our 


sample rooms at the regional shows. ¢ 95 
; : * 9 


Another piece of good news. Our new mark-up program is effective right now on 


stock shoes. Start taking advantage of the new mark-ups now. 


Yours for more sales and more profits! 


a $199 
han (halily Moe, 


QUEEN QUALITY SHOE CO DIV. INTERNATIONAL SHOE CO ST. LOUIS, MO 
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“and they're sewn with nylon... 
the strongest thread used in shoes!” 


WRITE FOR YOUR FREE COPY of “‘How Important Is Thread 
in the Shoes You Sell?’’ E. 1. du Pont de Nemours & Co. 
Inc.), Textile Fibers Department,Wilmington 98, Delaware. 
Du Pont makes the nylon and ‘‘Dacron’’ fiber used by lead 
ing thread manufacturers to produce their finest threads 


If you can show customers why the shoes you sell have 
tronger seams— if you can point out the extra strength, 
extra neatness of nylon thread stitching—you have a 
real selling point. 

The use of nylon thread in many top lines of shoes is 
an indication of shoe manufacturers’ continuous efforts 
to improve quality and styling... to give you a product 
that helps you win—afid hold — customers. 

Remember, too, that thread of Du Pont ‘‘Dacron’ 
polyester fiber is used in many quality lines of work 


’* 


hoes because, in addition to great strength, it gives 


extra resistance to chemicals. 


mark for its polyester 





UPON 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING THROUGH CHEMISTRY 


NYLON SEWING THREAD—Gives shoes neater, stronger seams. 
Gives you an added selling feature. 
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Silk Plug 


sé P ; ; , . 
In checking with my friends in the clothing 


business in St. Louis, one suit stands out from 


all the rest—the silk suit,” states Harvey Kopp, 
in describing why he selected this Stacy Adams 
three-eyelet oxford as his choice for best poten- 
tial seller this summer, 

The shoe is lightweight, both in appearance 
and construction. “The trend to lightness is 
becoming even more pronounced,” Mr. Kopp 
thinner. Edges are nar- 


believes. “Soles are 


rower. Detailing is becoming finer and finer. 

“All shoe retailers should be finding ready 
acceptance for summer shoes with silk shantung 
trim, both in slip-ons and in lace oxfords. This 


shoe portrays the silken lustrous quality pro 


Three-Eyelet Blacher 


GENIAL Harvey Kopp, of Harvey Kopp, Ine., 
men’s shoe store in downtown St. Louis, recently 
celebrated the second anniversary of the = store's 
opening. Before going into business for himself, 


Mr. Kopp served as president of Wolff's Clothiers 
Ine., for two years. Previously he was with Boyd 


Richardson Company for 31 years, serving as vice 


president and merchandiser of men’s and boys’ 
furnishings and men’s shoe 
Present activities include member hip on the 


men’s shoe style committee of NSRA 





moted successfully in men’s suitings this year. 
Black with gray shantung will be the most in 
demand. Brown with lighter brown fabrie will 


take the second spot.” 








Persona 


in a Family Shoe Store 
PHOENIX, 


ing of an 
well at I 
store 
up an inv 


pairs of shoes in its 


partment.” who comes in and the sign can of the all-white shelving immediately 
Located in a busy neighborhood shop- quickly identify each member of the behind the glass carries one-inch p 
ping area, Dale’s in twoand half years, family and call them by name in shop igns, up to six feet long, with sugge 
has become one of the busiest family ping. tions, additional information, and i] 
shoe stores in Phoenix, with four full The same four pictures boxed in to ing slogan Typical signs point out 
time salespeople in the shoe depart- duplicate the sign’s design, appear in “Boots for active men and boys’”—‘We 
ment. The store is open every night every newspaper display ad used in carry EEE’s’—“Economize on family 
until 9:00 o’clock through the week both city wide newspapers and “neigh footwear,” et 
and averages from two to three borhood newspapers.” This policy has Other steps which have been built 
quarter-page newspaper ads per week. been followed for over a year, and, it around the “family” theme include a 
“The secret is a friendly family at- has built much curiosity on the part birthday club which offers the 12th 
mosphere,” Pete Damato, partner with of interested visitors to the store who pair of shoes free on any dozen pur 
Al Less, in the Dale’s management want to see if they can recognize the chased, birthday card greetings for all 


indicated. 
we intende 
shoes for 


we decided to 


‘family’ 
customer. 


draw a 
and father 
To get 
is a “fami 


arranged for a huge photographic sign 


here, 


“1 to put equal emphasis on 


lized Selling 


tracts attention 
Akiz.—‘‘Personalized sell- visitor. The sign 
odd type has worked out so 
Jale’s suburban department 
that the store has built 
entory of more than 40,000 
“family shoe de- 


“Since from the beginning, pictured Dale 


men, women, and children, 
underscore the word store. 
in all dealings with every ting men, my wife 


mother 
s with two or more children.” up are 
across the idea that Dale’s are a permanent 
ly store,” Less and Damato 


proportion of 


department. 


May 15, 1957 


immediately at 
every entering 


foot square portraits of a 
the Dale family, including Damato, his 
wife, and the Lesses. 
identified by an easily readable caption 
below the picture so that the custome 


Each 


personnel. 
gone farther by identifying each person 
pictured with a particular part of the by 
For example, I specialize in fit the 
fitting children, With 
Consequently, our customers and the remaining two 
know us as the Dale family and we 
heavy 


in fitting wo ing all 
men,” Damato said. 
Likewise unusual in the 
the “selling window 
feature 
Twenty-five compartment 
each large enough to hold a single pair trating on 


which is mounted high on the rear wall of shoes have been formed by 1 
of the store, where 
from 
consist 


horizontal ection ot 


ong, & tier 


of four 3 mint candy leg formed by 
ll members of one-inch wooden dowel 
piral red 
person is compartments each show 
styling 


family members, but the outer 


member 
adult 


have 
alike, frequent 
manufacturer 
choice of children’ 
o large an inventory 
Dale’ 
learning the first 


price range 

policy of 
tore s make every 
which ing the 
in the shoe 
thereafter, 


iret-name 


troduction, and 
“sg ” 


elling. 


helving 18-feet 
high and spaced on peppet 
painting 
white with 
stripe. Not only do the 
bright 

uggestions in footwear for 


new 
all 


edye 


of the family, youngsters and 
demonstration 
representatives on 
footwear, ete 
and cover 
makes 
of 
customer immediately upon enter- 


name 


tore, pointing out the pictures 
above, following up with a personal in 


concen 

























of 


a 


a 


87 


Washington 
Newsreel 
[CONTINUED FROM PAGE 40] 


that the 
standstill 


economy 
in case 


their 
would not 
of an emergency 


deposits 80 
come to a 


Top civil defense planners are trying 
to correct the smug popular notion that 
cities will 
than a 


an atomic bombing of U. S. 
mean no inconvenience 
drive into the country 

Too many citizens the vague 
notion that business will go on as usual 
in areas subjected to bombing. (It evi- 
dently has not occurred to a lot of peo- 
ple that food and water supplies will 
be totally ruined, as well as industrial 
activity, the monetary 
system.) 

Federal! planners are pounding away 
at the idea that there won’t be any 
jolly Red Cross workers around, hand- 
ing out coffee, doughnuts, and blankets. 

Here’s the grim outlook given Con- 
gress by the Civil Defense authorities: 

“This talk paying people, 
clothing people, and feeding people at 
a time of nuclear attack is academic. 

.. If you kill 10 to 25 million Ameri- 
cans, and injure another 10 to 25 mil- 
lion Americans, I don’t think we will 
use money. ... The best we can do is 
to run soup kitchens. If this kind 
of war occurs, life is going to be stark 


more 


have 


retailing, and 


about 


. elemental... brutal... filthy... 
This country is going 
to go through hell . and the world 
is going to be thrown into such con- 
vulsions as it has never known before 

. our food will consist of gruel from 
wheat... animals that we can slaugh- 
ter before they become radioactive .. . 
we’l] sleep anywhere we can... wear 
any type of clothing obtainable 
our fortune now is our huge stockpiles 
of surplus food, but these may become 
radioactive.” 

(Peterson unveiled this off-the-cuff 
picture after he learned that Congress 
declines to participate in the national 
civil defense exercises scheduled for 
mid-July.) 


miserable. 


~ [ 

The government’s emergency head- 
quarters sites (for use if Washington 
is bombed) are due for beefing up in 
the months ahead. 

The “hideout” locations are already 
fairly well equipped as far as physical 
facilities are concerned. The next step 
will be to provide permanent staffs of 
government workers at the emergency 
relocation sites. 

Last summer, the government’s mock 
“defense-against-attack” exercises fea- 
tured much confusion on the part of 
government workers. Many officials 
blame this confusion on the strange 


surroundings. Workers were totally un- 

familiar with the location of files, mes- 

sage centers, and conference rooms. 
(“The only thing they found easily 


makes the best... 


and it costs no more 


Style 2810 UL 
Supremely comfortable, 
durably built to retain its 
elegant beauty 

through the years 


Style 2780 F 
Perfectly mated 
to MILWAUKEE'S 


was the snack bar,” one official says.) 

Acting under orders from President 
Eisenhower, defense planners are now 
organizing permanent staffs to man the 
“hideout” headquarters. The staffs will 
be small. No attempt will be made to 
come anywhere near duplicating the 
huge staffs of workers now employed 
in the Washington area. 


Protective Boots 
[CONTINUED FROM PAGE 54] 


experienced fingers. More and more 
makers of children’s boots use materi- 
als and sole and heel designs to provide 
long wear. In the women’s lines, too, 
long wear is considered important. 

There is, obviously, a place for sell- 
ing two pairs of boots to a woman. 
She can be made to realize that she has 
need for the light weight, unlined, or 
lightly lined, rainy day gaiter and for 
the cozy, lined boot for cold days. Call 
them her “Limousines” and show her 
what comfort and joy they can bring 
her. 


Tours Europe for Styles 
TAUNTON, MAss.—In search for new 
styles in shoes and new textures in 
leathers, Mrs. Harold Geilich of the 
Geilich Tanning Company, here, is now 
in Europe. She left Taunton April 2 
and will return early in May after hav- 
ing visited Paris, Milan, Florence and 


tome. 


Shoe selling success and MILWAUKEE furniture 
go hand-in-hand. Modern selling calls for 
the best in modern design, and MILWAUKEE 


delivers the best in refreshing style, 

peerless construction and the kind of 
comfort that encourages shoe buying. You 

get the best store furniture creations 
from MILWAUKEE—and it COSTS NO MORE... 


distinguished chairs 


WRITE FOR OUR ILLUSTRATED BROCHURE 


MILWAUKEE CHAIR COMPANY 
MILWAUKEE 465, WISCONSIN 
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Enthusiasm 
Up at St. Louis 
[CONTINUED FROM PAGE 63] 


was reported. Both retailers and pro- 
ducers were optimistic about the dol- 
lar sales possibilities. Manufacturers 
of well-styled, sturdy footwear are 
convinced they can sell all they can 
make. The continuing emphasis on 
higher styling also foretells an ex- 
cellent season for those’ producing 
lighter types of dress shoes. Black 
suede heads the best selling list in this 
category, with good interest in nylon 
velvets, principally in black. 

In men’s lines, the lighter construc- 
tion Continental influence continues to 
swing through all the lines shown. 
Black is running ahead of brown, es- 
pecially in dressy casuals. In business- 
type oxfords, heavier grains are re- 
ported gaining in favor for fall, espe- 
cially in the blackened, darkened, less 
yellowed browns. Brushed leathers ap- 
pear in many patterns to complete the 
picture of a well-rounded men’s shoe 
wardrobe. 

Visitors registered at the fall show- 
ing from almost every state. The rolls 
list retailers, too, from Alaska, Hawaii, 
England, and many from Canada. The 
banquet, with entertainment and gaiety 
galore, was a sell-out. It was held this 
year in the new Khorassan Room at 
Hotel Chase, one of the largest con- 
vention dining facilities west of the 
Mississippi. 

N. H. Liner is the new manager of 
Gilmer-Moore Company, downtown shoe 
store at 121 South Tryon Street, Char- 
lotte, N. C. He succeeds E. R. West. 





Midwest Introduces New 
Mother, Daughter Line 





Midwest Footwear of Sullivan, Missouri, 
have introduced a new iine of identical 
Nite-Aires for mother and daughter. The 
children's slippers will be made in sizes 
9 to 3 and the company expects to have 
at least ten or twelve patterns which 
will be featured as Mother and Daughter 
combinations. Illustrated here is a hand- 
painted satin scuff with all the feminine 
trimmings of “beading” and lace. 


May !5, 1957 








Aworner LEADER 


CHOOSES 


Bainflex 
_INSOLES! 








_ 










a 


TO USE IN RHYTHM STEP 


THE “TOM-1TOM” 


STYLED BY 


E 
JOHNSON-STEPHENS & SHINKL 
$7. LOUIS 


COOL, COMFORTABLE 
Bainflex INSOLES 


are in good company 


vhen selected to be a part of this smart sandal. 
Bainflex Insoles play an important part, too, because 
their natural leather fibers are exclusively processed 
without excessive use of heat-producing binders 
and provide cool, cushioning comfort to the foot of 
the wearer. Shoes made with Bainflex Insoles NEVER 
“BURN” the feet. More and more manufacturers 
are taking advantage of the PLUS values Bainflex 
gives to shoes. For greater customer satisfaction 
and repeat sales why don’t you follow the leaders 


and specify BAINFLEX today? 


19 CHESTNUT STREET, CAMBRIDGE, MASS. 


CORPORATION 
——— TEL, TR 6-7231 
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ATTENTION: all trade 





association executives 





In order to make the 75th Anniversary issue of Boot and Shoe Recorder 
complete, a history is desired of the associations that have contributed 
to the welfare and progress of the shoe industry. 


Regardless of the area or segment of the shoe industry your association 
serves, salesmen, retailers, wholesalers, manufacturers, or allied industries, 
mail a brief history immediately to 


E. B. Terhune, Jr., Publisher 
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CHESTNUT AND 56th STREETS 


Remodeling: A Good 
Example of Planning 
PAGE 57] 


[CONTINUED FROM 


window 
, 
men’s de 


The women’s and children’ 
between the door to the 
partment and the building entrance. It 
sets back feet from the sidewalk 
and is of an irregular rectangular 


two 


hape—all glass except for a door of 
wood paneling 
The east wall of the 
trance lobby is of sawed Lannon stone. 
rhe men’ paneled in 
natural finish elm. The chairs are na 


Behind the 


new 


building en 
department 1 


tural walnut with caramel 
covering is a 
ciothlike turquoise and 
gray. Lighting fixtures in the lobby and 
men’s department are the first of their 
kind used in Milwaukee: round convex 
two and three feet in diameter 
et flush with the ceiling. The fix 
lighting the interior displays are 
, bullet shaped. Carpeting 
black, beige and 


‘ 
countei tie wei 


material of 


globe 
and 
ture 
of satin bra 
is salt and 
white 

The second floor women’ 
is decorated with block print paper in 
the new and dusty tones. 
Mrs. Hickman was particularly pleased 
with the paper she found for the lobby 
near the elevators. A background of 
dull bitter chocolate is decorated with 
life-size high kid buttor 
with mink trim from the 1902 
traps, low boots and 


pepper 
department 


cocoa rose 


hoe hoe 


patent one 1956 


90 


era, 


high heel Spring-o-lators in pinks, 
chartreuse and black. 

Other walls have a diamond splatter 
pattern running from soft rose to cocoa 
with metallic gold. The special fitting 
department has light cream Stockdale 
print paper for a background set off 
by gold platters with birds and butter 
flies in lavender, and blue, and 
green leaves, topped with gold lace. The 
with off-white up 


rose 


chair covered 


holstery. 


are 


The young people’s and children’s de- 
partment on the third floor has soft 
green walls. Showcases have back 
grounds of sand or sandalwood color. 
The infants’ section is at the extreme 
front so that the rocking horses and 
other toys do not interfere with traffic. 
A large bulletin board display contains 
ictual children’s shoes, showing their 
construction and _ highlighting vital 
in fitting and foot care. Sample 
Srouwer reminder card and pe) 


points 
of the 
manent file record are also posted there. 
The teens’ department has a wall 
paper pattern of spinning records, tele 
and gay young girls. The dance 
corner for the sale of dancing shoes and 
aece includes a_ bulletin 
for displaying dance and skating co 
about dancers and new 


phone 


orles board 


tumes and new 
equipment, 

attention given to the 
ervice for young boys. The section im 
mediately adjacent to the elevators wa 
reserved for them. Parents can thu 
right in and sit in the first seat 
available. It has been found that boy 


Special was 


come 


PHILADELPHIA 39, PENNA. 


like to take the first seat they can find 
so they can get out of the store as 
quickly as possible. A western and out- 
doors atmosphere has been created with 
eecessories and decorative backgrounds. 

Completion of the remodeling was 
widely advertised in the local papers. 
The celebration included four days of 
open house during which gifts 
given and special values offered. 


were 


Newman’s Salon Opens 
After Complete Remodeling 


PAUL, MINN. The shoe 
of Newman’s, 25 East Seventh Street, 
held a grand opening to celebrate its 
complete remodeling. A_ plastic back- 
ground with design was in 
stalled. The background is_ lighted 
from behind to bring out the design. 
Shoes are placed for display at inter- 
vals across the background. 

$y putting in the new background, 
in addition to adding to the beauty of 
the salon, more stock space behind was 
there is greater ease in 
getting at concealed stock. 

All new display fixtures have been 
added to make the salon more inviting 
to patrons. New are of black 
ebony upholstered in salmon and green. 
Settees have been added to make it a 
alon type of operation. 

N. J. Hauer is manager-buyer of 
the department. 


ST. salon 


flower 


and 


achieved 


chairs 


hoe 
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Review of the 
Retail Trade 
[CONTINUED FROM PAGE 69] 


slow 
were 


cold wintry weather. Sales were 
until the last week when they 
spurred by summer temperatures with 
customers crowding both and 
suburban stores. Merchants report that 
figures compare favorably with last 
year’s. Sales continue to be good. 
Stores accenting the graceful, 
tapered and finding it has good 
Patent is still having good 
but there has been much call for 
navy and Red is a very 
color and it is expected to increase in 


loop 


are 
toe 
acceptance. 
sale 


good 


beige. 


sales as the season progresses. Some 
straws are being shown but are not 
yet selling in volume. Meshes in black 
had good sale. Mesh matching hand- 
bags were offered in some stores. 
Children’s shoes had excellent sale 
for both dress-up and play. Strap- 


slippers in black patent or white were 
favorites. Saddle oxfords remain high 
in favor in brown and white. For boys, 


best selling styles were oxfords in 
brown or black. Many stores featured 
handbags for the little miss in either 


patent or white straw 


i 








SAINT PAUL — Easter sales broke 
about even with last year’s. Stores 
made great effort with newspaper 


lineage, fashion shows, and color pro- 
motions. Children’s 
well. Formation 
council centered 
styles and had 


shoes sold excep- 
of a men’s 
attention on 


good in 


tionally 
fashion 
men’s result 
shoe sales. 

Merchants that 
broke about with last year’s. 
After-Easter sales are expected to be 


report Easter sales 


even 
exceptionally high for many persons 
postponed their buying due to the long 
cold period which preceded. 

Many held 
shows shoes 


stores 
in which 
part. 


smart fashion 


played a prom- 


inent Color promotions 


In 


costumes 


were 


given strong accent. these, 


a favorite 


navy 
with match- 
Navy pumps in solid color 
white trim 
Pumps continue 
sales in 
trim 


Was 
ing 


or 


shoes. 
with 
play. 
one 


were good 


number 


given 
to be 
women’s shoes. There 
with pipings in 
color, buckles and stitching. The very 
feminine, tapered toe has good appeal. 


in 


is much bows, 


Hee] interest in also high, Although the 
thin, tapered hee! is good, there is much 


demand for the medium heel for walk- 
ing comfort. 

Men’s shoe fashions were given 
tronger than usual emphasis this 


Easter due to the formation of a Men’s 
Fashion Council by a group of leading 


stores. Publicity was given with edito- 
rials in newspapers and strong adver 
tising of men’s wear. The slim, trim- 


mer look was accented. Black or brown 
were leading colors. Lower cuts and 
light weight were featured. Men’s 
sales showed good response to the 


special offort. 
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Style 3001X 


Black, White 
Underlay 
Square Toe, 

B and D widths. 
IN-STOCK 


JUVENILE BOOTS 


STYLED to appeal t 


sters -—— 


BUILT to deliver the rug 


o the young 


their parents want — 


PRICED to 


profit on every pair! 





Q:D 














give you a hands 


Triple 


Heavy Army russet el 
2-buckle cuffs Goody 
“Triple-wear soles, 
Priced to retail as \ 


ENGINEER 
Boots 


Heavy black leather 
vamps, buckle straps. 
Wear “2 spot 
soles, Goodrich heels. 
$5.95. 


Retails as low os 


Sizes 
8 VW, “3, 3 Vy 6 


B & D wid 


k 


Quinn & 





ged wear 


ome 


IN-STOCK 


ear-stitched 
Goodrich heels 
ow as $5 95! 


Sizes — 
8Y%-3,3'2-9 } 
B & D widths leading 

















Unbeatable 


ALVE 


s Young America 








in boot 
wears today! 










































Style 3101X 


















Same as 
No. 3001X 

except with 
Round Toe. 
IN-STOCK 




























































CHUKKA 


Q'D BOOTS 


Gray sueded leather uppers, 2 eyelet 
tie, long-wearing Biltrite soles and 
Goodrich heels. Priced to retail at 
$4.95 and $5 95 




































Sizes 

8¥,-3,3'2-° 
B&D widths 
IN-STOCK 
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Write for Price List 
or salesman’'s call 
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IN-STOCK shoe shows 



































MASSACHUSETTS 








Delbert 


MARLBORO, 







want extra profits? 


be headquarters 


in your community for 


DANSKIN’ 


full fashioned 


LEOTARDS 
TIGHTS AND 
Child =. TRUNKS 


leotard \ 
illustrated 


$350 ; of Helanea’ strerch nylon—finest 


action-fabric for dance, skating, 
eae sports. &Flawless fit, even 
after repeated washings. % Wash 
and dry quickly. %&Knit-to-fit 
on specially designed full- 
fashioned machines. Recognized 
and recommended by dance 
¢\ schools all over America. You're 
hk 5 sure of finest quality, best 
he value when you buy 


NATIO Y AD 
HONALEY ADVERTISED IN RECT FROM DANSKIN, Inc. 


seventeen 
AN } sh LEOTARDS in a wide variety of styles 

for Children $3.50 to $5.00, 

for Women #4.50 to $6.50. 


TIGHTS for Children $5.00 
for Women $5.95, for Men $7.50 


Trunks for Children $1.50, 
for Women $1.95. 
{/l prices listed are retail 


coors: Black, White, Red, Copen 
Blue, Royal Blue, Pink, Sun Tan ete. 


USE FREE DANSKIN Leotards, Tights and Trunks design pro- 
WINDOW AND COUNTER , 7 
INDO ¥ ER tected U.S. Pat. Off 


DISPLAYS identify your 
a Sa oe IN STOCK IMMEDIATE DELIVERY 
for fast fill-in and repeat business 


tional advertising 


W rite for illustrated catalog and complete information to 


DANSKIN te: 


437 Fifth Avenue, New York 16,N. Y. 


AMERICA'S FOREMOST STYLISTS AND MAKERS OF DANCEVWEAR 


Editorial Outlook 
[CONTINUED FROM PAGE 33] 


To which might be added, “Barefoot soldiers never won a 
war.” 

World War If and the Korean conflict demonstrated the 
critical nature of shoes and leather in a war-time emer- 
gency. They demonstrated, too, the efficiency of Schnitzer 
and his staff, in helping to assure a continuous and ade- 
quate supply of shoes and other leather goods for the 
armed services and civilian population. They played a 
vital role, too, in the drawing up of World War II rationing 
orders that provided a fair shoe share for everyone. 

They were responsible in great measure for the admin- 
istering of Federal orders covering allocation of hides and 
specifying the uses to which they were to be put in the 
Korean conflict. 

There are areas where Federal activities can safely be 
suspended or abolished without doing harm te the economy 
or the defense of the country. We do not believe, however, 
that the Leather, Shoes and Allied Products Division is one 
of them. Certainly the elimination of this tried and proved 
division does not fall into the category of true economy. 
While it is true that the shoe industry derives direct benefit 
from the division’s activities, it is just as true that the 
industry pays well for them in its share of the general tax 
burden. 








According to some, the “pump” was originally the 
“yumpstief”—a German jawbreaker of a word that was 
whittled down to “pump” with universal use. According 
to others, because the footwear was originally a really 
loose slipper it attracted notice because it plump, plump, 
plumped against marble floors back in the 1550s. The 
sound became linked with the shoe and was called a 
“pump.” It retained that name through the 17th century 
when heels were attached and the once exotic gear became 
a favorite with ladies of many lands. 

The reason why the shoe itself is called “shoe” isn’t 
known, but it is conjectured that the earliest type of foot- 
wear was known as “the covering.” It is also known that 
a lost Teutonic term for “to cover” was the ancestor of 
the Anglo-Saxon “sceo.” 


Men’s Summer Shoe Promotion 














tobe tee #* 
ott veer 








The window streamer and booklet, above, are part of a 
point-of-purchase summer shoe promotion by the Jarman 
Shoe Company. It attacks a major merchandising prob- 
lem—getting men to change to summer shoes along with 
their suits and hats. The booklet is to be mailed to cus- 
tomers or tucked into the pockets of new suits and shirts. 
Large scale consumer advertising will back campaign. 
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W. D. Byron & Sons 125th Year 


OnE of the oldest tanneries in the country, W. D. Byron 
& Sons, Inc., recently commemorated its 125th anniversary. 
This is one of the largest tanyards in America for produc- 
ing bag, case and strap leathers. 





Byron's tanyards are among the largest for producing bag, 
case and strap leathers. The company also has a volume 
production of chrome-tanned shoe upper leather. 

In 1832, Joseph Byron started his own tanning business 
in Roxbury, Mass. He was a powerfully built man and he 
had the principle of never hiring a man he couldn’t lick. 
As he grew older, however, and began to lose more fights, 
he decided it was time to move. The rock oak forests of 
the Blue Ridge area offered an unlimited supply of rock 
oak bark and it was here that he moved his tannery. 

In Williamsport, Maryland, in 1897, after having first 
moved to Mercersburg, Pa., W. D. Byron & Sons, Inc., 
built a really large tannery. W. D. Byron and his five sons 
were highly successful tanners and they left a heritage of 
proud craftsmanship and a love of leather, not only to a 
fifth generation descendant, James Edgar Byron, but also 
to their employes, some of whom are third and fourth 
generation members of Byron personnel. About thirty in 


the organization have been with the tannery for 35 years 


or more and at least an equal number have been there 25 
years. 

Byron is one of the few tanneries continuing to use genu 
ine rock oak bark and the yard method for a substantial 
part of its output, which goes into the highest-grade lines 
of luggage, cases, straps, belts and personal leather goods. 
The technique requires a much longer time, but produces 
a highly durable leather. Yard-tanned splits are manu- 
factured at the Williamsport tannery and are finished as 
bends, shoulders, cut soles, etc., at the company’s plant 
in nearby Hanover, Pa, 

Additional costly and modern equipment was recently 
installed for volume production of chrome-tanned shoe 
upper leather. Full-grain and corrected sides in complete 
color ranges and weights for men’s, women’s and children’s 
shoes are now in extensive distribution, 

Hartley H. Hegeler, executive vice-president and gen- 
eral manager, joined Byron last year. He had previously 
been vice-president and treasurer of Surpass Leather Co., 
Philadelphia. A. R. Hostetter, vice president, is general 
manager of the Hanover Split Division. James FE. Byron, 
of the fifth generation, is secretary-treasurer and Richard 
G. Hawken is sales manager of the company. 


Different styles of footwear are known by different names 
for all sorts of different reasons: 

The “oxford” (which was originally known as the “high 
low”) received its present name because the students of 
the city of Oxford, England, started wearing these black 
calf shoes as a fad in the 1720s. Strange as it seems, this 
set tongues wagging all over England, and encouraged 
jokesters to refer to them as “Oxfords.” 
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PROFITS and PRESTIGE with 


CAVALIER 


WHITES 


If it's White, Cavalier Cleans it Right! 





FOAM FABRIC CLEANER 
for White Pig and Punched Pig 
‘Textured leathers and all shoe 
fabrics except Silk and Satin. 


NURSE WHITE 
LIQUID 


GLOSSY 
Cleans, whitens 
and gives lustre 
to Calf, Kid and 
Elk leathers. 


BUCK SNO 
for nappy finish 
of Buck and 
Suede leathers 
Applies a beau 
tiful new white 













COLOR-RENEW 


for all white 
smooth leathers 
A brushless pol- 
ish that will not 
rub off easily. 


NURSERY 
WHITE 


.. . guaranteed 
safe for baby’s 
shoes of smooth 
leathers. Will 
not ruboff easily. 








SNO-BAG and SNO-STICK 


Very fine for 
traveling. Handy 
for touching up 
spots on white 
nappy leathers. 


NURSE WHITE 
SOAP 


in handy jars for 
traveling. Leaves 
smooth leathers 
dazzling white. 





REGULAR 
Oc 


DELUXE 


55c 


CAVALIER CO. 


Over a generation of serving 0 
the shoe trades exclusively 












BALTIMORE 30, MD. 


93 





WOON 
NN 
S \ 
SESS N 
. ‘ ‘\ 
\ N 


AAAS 


yf 






NA. WAMANAANNAAAANSASAAAAAAAAA AAA AAAAA 


Shoes soled with “SUPERSOLE” 
really “GO”! 
and shops that “push” them 
quickly notice the difference in cash 
register receipts and repeat business. 
Your customers deserve the extra 
LONG WEAR, LIGHT WEIGHT, 
GREATER FLEXIBILITY, WATER-and- 
PUNCTURE RESISTANCE that only 
genuine leather “SUPERSOLE” offers. 
It goes a long way toward making 


friends and influencing sales! 


VIRGINIA OAK TANNERY 


SALES CORPORATION 
27 SPRUCE STREET - NEW YORK, N. Y. 





Stock Work Shoes 
To Fit Every Man 


THE key factor in doing a substantial retail work shoe 
business is to have in stock shoes to fit every man who 
comes into the store. 

This is the opinion of F. B. Lammers, C. E. Williams 
Shoe Company, St. Louis. Since the Williams outlet sells 
“more work shoes than all the other downtown St. Louis 
tores combined,” Mr. Lammers speaks with authority as 
to size range being the key. Sales figures for the store 
show that at least one-third of total sales is in the work 
shoe category. 

The store stocks shoes in sizes from 5 to 14, AA to EE 
Best selling pattern is a black calf six-eyelet shoe, leather 
-oled, with built-in metatarsal arch support. Mr. Lammers 
pointed out that policemen, postmen and especially rail- 
1oad workers require this particular shoe. With St. Louis 
1 major rail point, the railroad men’s business alone adds 
up to a volume total. Although several types of shoes are 
carried by the firm, including oil resistant soles, the leather 
soled metatarsal pattern is leading seller. 

Williams Shoe Company is located on the fringe of the 
downtown business area, within walking distance of the 
retail heart, but away from major congestion. Its location 
plays a vital part in contributing to the large volume of 
work shoes sold each year, with many men coming from 
Kast St. Louis, across the Mississippi River, to buy their 
footwear. Williams is less than half a mile from the 
bridgehead. 

Four men make up the sales staff for the men’s shor 
division. Of these, Mr. Lammers has been associated with 
shoe retailing for 58 years, and the four men together have 


had more than 160 years’ experience. 


Vulcanized Shoes 


Boors for the United States Army of the not too distant 
future may be made by vulcanizing. Machines that pro- 
duce boots and shoes by this method have been developed 
in England by a subsidiary of C. & J. Clark, Ltd.. one of 
Pritain’s largest footwear making firms. The Quarter 
master’s Department of the Army has already placed an 
order for one of them and boots made by the new process 
will soon be given extensive tests by servicemen. The 
British Army is already giving them field trials 

“The conventional age-old method of stitching or nailing 
soles to the uppers is now a thing of the past.” say the 
men working on the machines, which have been under de- 
velopment for the past five years from a much smaller 
machine originally produced in Spain by a Senor Gon- 
zalo Mediano of Barcelona. Machines have been exported 
to Australia and South Africa. 

\ wide range of footwear with long-wearing vulcanized 
oles is now being produced. For children’s shoes, it is 
claimed that children will outgrow them before the shoes 
themselves need repairing. A pair of working boots tested 
by a workman in a South African gold mine lasted twice as 
long as a conventional pair. 

The machines themselves are hydraulically operated. One 
operator can handle a large number of them. They mold, 
vulcanize and attach the complete sole and heel in a single 
operation, It is claimed that shoes made by this method 
keep their shape better, are tougher, more flexible and 
almost waterproof. There is no nailing, no sticking, no 
stitching, yet the bond is permanent. When shoes made 
this way are tested to destruction, it is the leather upper or 
the rubber sole that gives way first. The joint is the tough- 

est part of all. 
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Careful Fitting—Repeat Sales 
Puoenix, Ariz.—Staking all on her theory that “a 
careful fitting job is the best possible advertising” has 
led to a $75,000 per year volume in a suburban shopping 
center for Mrs. Margaret Yde, owner of the Camelback 
Bootery here. 





Mrs. Yde fits a customer 


Mrs. Yde formerly operated a retail shoe store with her 
husband in Vandalia, Illinois. In that small central Illinois 
town, good will and repeat sales were developed through 
extreme care in fitting the customer. When she moved to 
the desert city two years ago, Mrs. Yde saw no reason why 
the same ideas could not be applied to the operation of 
a “big city store,” particularly where children’s shoes were 
concerned. 

The location which was chosen for the new store is in 
one of Phoenix’s largest northeastern shopping centers, out 
near the city limits and near better-income residential areas. 
In developing a handsome, eye-appealing store, Mrs. Yde 
kept a few salient facts in mind. One of these was that 
with a predominance of children in the area, she would 
specialize in children’s footwear. Another was that many 
families habitually struggled through downtown traffic to 
huy children’s footwear. even though suburban shoe stores 
are nearer, because they believed that the downtown stores 
did a better fitting job and carried much larger inventories. 

Therefore, from the very first, the Camelback Bootery 
emphasized not only careful, individual fitting for chil- 
dren’s, women’s, and men’s shoes. but backed every shoe 
number in depth to the point that the store carried a 
$27,000 inventory at all times. “The idea was to impress 
our customers with the fact that we are a can-do store 
in fitting and style.” Mrs. Ydes said. “Although we don’t 
make a particular issue of the matter with our customers, 
it is obvious to anyone who has a difficult fitting problem 
that we have an unusually complete line.” 

sack in I}linois. emphasis on size had doubled sales 
volume for Mrs. Ydes, and in building up her Arizona 
store she laid down an automatic rule that no customer 
he fitted by “stated size” but only by careful individual 
measurements. With her son Robert as a “fitting spe- 
cialist.” the Camelback Bootery carefully measures and 
fits the customer separately on every visit whether she has 
been fitted only a few weeks before or not. 

The result has been a volume evenly divided between 
juvenile footwear and men’s and women’s shoes, with a 
steady increase month by month over the two-year period. 
Mrs. Yde regularly encounters misfits which she blames 
on either inexperienced salespeople or careless fitting. She 
does not hesitate to point out to the customer that the 
fit is poor and to explain why a different size should be 
worn. A rule in “talking the fitting subject” is that if 
the store does not have the proper size for the customer 

[TURN TO FOLLOWING PAGE, PLEASE] 


May 15, 1957 













— ae 


- ‘ Fo ies | 


MEAN NEW RUBBERS AND poors! 


rae veer 
remqcert sTectes OF ARIE erow wire te r 


TINGLE yemoneY 


nent we 





rinawey 







a 





vINOLRY yymoeeY 


fate a pet 
ao = wr 









yew 
| nie yet 
ae 
. 















vous) rouey 


vnowy) p m..8 
ae Ele Se 















“Ee i? & z 
¥ : Pe — 
42-7) vepouey 7 feat 
vino aA = x 
—* - 


"at 
_ 





| awoa 


te at 


Yours... for FREE! 


Let this silent salesman be your children’s and young- 


ster’s rubber footwear department—at no cost to you. 


Just place your order—with your Tingley Distributor 


before August Ist, for: 


24 pair Children’s Rubbers, Red and Brown $ 30.00 
24 pair Children’s Closure Boots, Red and Brown §$ 40.08 
24 pair Youngster’s Rubbers, Red and Brown $ 35.28 

Total Stock Investment $105.36 


and this convenient, sturdy, 


sales building fixture is yours 
AND REMEMBER 
TINGLEY RUBBERS & BOOTS S-T-R-E-T-C-H on EASILY 

4 sizes, Children’s Rubbers fit shoe sizes 6%-12Y% 


4 sizes, Children’s Closure Boots fit shoe sizes 5-13 


3 sizes, Youngster’s Rubbers fit shoe sizes 1214-4 
THAT MEANS — 
Your stock investment of only $105.36 


will meet practically all of your 
inventory requirements for 


—— 
Children’s and — = PORATION \ 
, li C 
y oungste rs {TINGLEY Rus! Rahwey: : assorrment | 
Rubber gen nose streets SE 72 pai 
Footwear— y Enter out an isplay fixture 
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no sale is mede. “We encourage the customer to wait 
until we have the proper fit, and most of them do,” Mrs. 


Yde said. 
oe ua Camelback Bootery has boosted its heavy volume of 


children’s sales with little or no advertising. One of the 
e most helpful factors has been the regular fitting of school 
teachers, many of whom live in the area and shop with the 
of moisture tests store. Every effort is made to impress teachers with the 
fact that school children are fitted with extreme care, to 
on sealed and unsealed wood the point of taking the school teacher back to show them 
the huge inventory maintained in the storeroom at the rea 
of the store. In this way, with almost no “outside promo 
h t tion,” the store has been so thoroughly recommended by 
S oe rees school teachers that, much to Mrs. Yde’s surprise, she 
has become the third largest retailer of sneakers in the 
Phoenix area. 
The store is divided into the children’s department. 
occupying one full side. and the women’s and men’s on 
the other. Blond hardwood, wall to wall carpeting, 60 
handsome blondwood chairs and an all-glass front are some 
of the architectural assets. Two large portraits of Mrs 
Yde’s grandchildren. which are displayed in shadow boxes 
used for new children’s shoe styles, always attract the 


attention of shopping mothers 


Class Makes Money 
Shining Shoes 


Wirn the joint cooperation of a shoe polish manufacturer, 
a local shoe repair shop and others, a grade school teach- 
er’s lessons have blossomed into a profitable shoe-shining 
business organized and run by the pupils themselves. As 
a result, the children are learning good grooming and busi- 
ness principles at the same time. 

ne” 





sealed wood finish unsealed wood finish 
won’t absorb moisture absorbs moisture 
after 60 minutes in 15 minutes 


\ Mrs. Geneva Allen got her fifth-grade class started on a 
shoe shining project. It is now on a profit making basis. 


The group involved is the fifth-grade class of Mrs 
Geneva Allen in the Franklin School, West Frankfort, HI 
She felt her pupils were “Old enough to keep their own 
shoes neat and polished” and invested $1.69 of her own 
money to purchase Esquire polishing equipment Ihe 
supply didn’t last long and the students voted to start 
charging one cent a shine 


HAVE AN UNSEALED FINISH But they quickly discovered that the price was too low 


Expenses exceeded income. Mrs. Allen then suggested that 
ABSORB MOISTURE FROM the class write to the Knomark Company for an Esquire 
Shoe Valet for classroom use. The unit, together with a 

. supply of assorted polishes, was quickly forthcoming. 
SHOE S INNER SURFACES The entire class then visited the Champion Shoe Shop 
in West Frankfort to learn how experts shined shoes. Next, 


the school janitor constructed a shoe shine stand for them 


ROCHESTER SHOE TREE COMPANY The class voted to raise the price for a shine to five 
60 CUMBERLAND ST., ROCHESTER, N.Y. cents. Word began to get around and soon the superin 
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tendent of schools, school board members, the principal, 
teachers, the clerical staff were dropping in for a shine 

By June, the business had paid back the teacher’s initial 
advance and showed a balance of $4. After a class party, 
the remaining twenty cents was saved for resuming busi 
ness in the fall. The new term’s profits, by last December, 








were sufficient to encourage plans for an educational trip 
to St. Louis, 100 miles away. 


Do-It-Yourself’? Customer File 


PHOENIX, Ariz.—For more than three years, a unique 
“do-it-yourself” record file has been building family shoe 
sales for Bert Eisner, operator of two shoe stores here. 

Since 1953, when he opened his deluae family shoe store 
on McDowell Blvd., Eisner has urged all of his customers 
to make a record of each purchase on a handy card file 








maintained for the purpose in the store. A shoe retailer 
of 15 years’ experience, Eisner long ago realized that main- 
taining a permanent card file of this sort is an important 
link between store and customer. But being extremely 
realistic about the situation, he knew that it would be difh- 
cult for a store with only three salespeople to give enough 
everyday attention to the making up of such files. 

Consequently, instead of salespeople doing the job, signs 
throughout the store mention the card file, kept at a con- 
venient central location, and encourage every customer, 
particularly mothers of small children, to fill out a card 
with size, price, brand, and other information. 

The program was only moderately successful despite the 
use of many signs until Boor anp SHor RecorbDER, more 
than three years ago, published an article detailing the 
system. Immediately upon publication of the article, 
Eisner clipped it from the pages of this magazine, mounted 
it on a signboard, and posted it over the card file in the 
center of the store. 





Inasmuch as the article detailed Bert’s Shoes use of the 








“do-it-yourself” card system, and because almost every 


adult customer began to take the time to use the informa- THE FAMOUS ORIGINAL CORK SOLE 


tion contained, the usefulness of the card file began mullti- 





plying almost immediately. Now, around 75 per cent of 
the store’s customers check the card file as soon as they 


enter the store and the remaining 25 per cent are regis- 


@ unbelievably lightweight! @ resilient so soft that it 
gives comfort underfoot 
and yet is long-wearing 


tered by salespeople. @ fiexibie — for ron wething 
comfort and effortiess 
There is >sti .¢ tle hs - ‘. @ insulation that's waterproof 
Phere i no question but that the card file has been one crouching and stooping. and weatherproof ro 
of the most important factors in developing an impressive keep you cool in summer 
. . *. @ slip resistant — with mil and warm in the winter 
sules increase, according to Kisner. lions of air cell suction cups 
that work for your safety for @ cannot mark or mar any 
the life of the sole. floor surface 


Shoe Man Takes Own Advertising 
; For all-day comfort you can’t beat Vul-Cork soles. Their 
lightweight flexibility combined with their insulating qual- 
ities give your customers real day-long foot comfort plus 
long wearing qualities for extra mileage. Vul-Cork is the 
ideal sole for any job where there is a danger of slipping and 
falling such as farming, construction work, and in the in- 
dustrial field. 

When your customers see the Vul-Cork Label on your 
workshoes, half your selling job is done. 


® 
Vul-Cork Sole Division, Cambridge Rube: Company, Taneytown, Maryland. Makers of MATRA 


George Vanderloop, Sr., of Vanderloop & Son, Little Chute, = 
Wis., takes his own photographs for advertising purposes 


when necessary. For the photo shown here, the shoes were 


lined up on Mr. Vanderloop's dining room rug. He stood 
over them and a little behind, so as to get a better view 
of the side of the shoe. According to Mr. Vanderloop, bad 
any good camera will do. Focus is very important, so the 


distance to the floor should be measured. Mr. Vanderloop 
uses his phctographs in the store's newspaper advertising. $0 flexible, so resilient ... you can roll them up right in the palm of your hand 


Photographs 
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Applied Shoe Fitting 
[CONTINUED FROM PAGE 60] 


of 
is used on prescription only in the treat- 
of Club Feet Talipes. Other 
conditions would also use this shoe. Of 
the just what he 
to accomplish when he prescribes 
hoes. These shoes are made for 
infants who must be carried until they 
actually walk by themselves. The 
outflare in shape. It has a steel 
that heel to 
keeping the shoe flat and preventing it 
from becoming warped or distorted. It 
ha toe to make sure that the 
foot set the <hoe properly. It alse 
trap to make sure that the hee! 
the desired position when 
drawn over the instep. 


hoe that we shall discuss is one that 


ment or 


course, doctor knows 
wi hes 


these 


can 
noe is 
from toe, 


plate extend 


an open 
in 
has a 
remains 


the 


in 
trap i 
An open toe pre-walker straight last 
in conjunction with the 
pre-walker club foot shoe whenever the 
the of a Dennis 


shoe is used 


doctor request use 


Browne splint 
When the child start 
walking outflare 
The forefoot 
abduction while the shoe is 
The 
maintained in 
that is why it i 
this type of 
reverse the right 


to walk, regu 
hoes pre 
into 
more flexible 


lar are 


cribed is swung 


on weight bearing. ta! 
of the foot i 
position, and 
ar 
thar 
and vice-versa 


sus region 
normal! 

more 
irable to use hoe rather 
hoe on left foot, 


QOutflare shoe 


master touch 


are used 


To the functional, 

the durable, the 
comfortable, Chairmasters 
imparts distinctive 

touches which mark 

this furniture 

immediately the 

creation of shoe 

store specialists . . 

details like the 

all-brass finished 

style 3285-B 


legs in 


in extreme of pigeon toes. Of 
course, the uses just mentioned as well 
as other uses, are only on prescription 
by a doctor or podiatrist. Depending 
on the situation, these shoes may be 
wedged as per the requirements of the 
doctor. Splitting pairs is very common 
ell one outflare 


cases 


and it is not unusual to 
with a regular or straight last. 

As opposed to the shoes just men 
find the inflare shoe 
which swings the foot into adduction. 
This is used for weak flat feet, 
where the forepart of the foot abducts 
and the tarsus region pronates. The 
purpose of this shoe is to adduct the 
toes and act mechanically in the tarsus 
region, causing proper alignment of the 
bones and overcoming pronation 
great degree. 

For flat feet and 
find normally shaped 
built-in features. For example, many 
factories manufacture with 
cial steel shanks, extended solid leather 
counters, Thomas heels that are wedged 
on the medial border, shanks and 
hee] 

Straight last 
junction with 


tioned, we also 


or 


to a 


feet we also 


with extra 


weak 
hoes 


snoes spe 


broad 
bases. 

shoes are used In con 
outflare shoes when the 
physician requires split pairs. They 
are also used after the child has fin 
ished “graduated” from the inflare 
or outflare shoe. It is the in-between 
shoe just before the child is placed in 
normal] The shape of the 
is symmetrical so that it can be 
either foot. It is fo! 


or 


hoe 
fitted 


pigeon 


shoes. 


on used 


toes as well as for nermal feet. Cor- 
rections can be added very easily as 
per prescription. 

There are various types of corrective 
footwear for adults. Bunion conditions, 
inflare and outflare feet, metatarsalgia, 
weak and flat feet, as well as thin, flex- 
ible bony feet can be accommodated in 
the special] shoes that are on the market 
today and available to the doctor on 
prescription. 


s] 7 . a hl 
Former Men’s Line Traveler 
Qpens Dayton Retail Shop 
DAYTON, O. George’s Shoes has 
been opened at 1925 N. Main Street 
by Nick George, who formerly traveled 
with the men’s line of the International 
Shoe Company in Ohio. 
Mr. bought the store and 
launched an extensive remodeling pro- 


George 


gram. The store front has been modern- 
ized, with two deep display windows, 
metal and tile trim and all glass door. 

The 
has 
The 


leathe) 


selling area is 25 by 150 feet and 
ceiling and tile floor. 
is equipped with 24 blond 
covered chairs. There are four 


soundproof 


store 


mall shadow boxes spotted around the 
and a large double shadow box 
the 


Girding the perimeter of the interior, 


room 


above wrapping counter. 


down about three feet from the ceiling, 
is corrugated board with a zoo parade 
and nurse 


ry rhymes. 


Stanley's Shoe Store, Amarillo, Texas showing an attractive 


use of style 3285 


Chairmasters Inc. 
200 East 146 Street 

New York 51, N. Y. 

CYpress 2-0600 


SPECIALISTS IN SHOE STORE FURNITURE 


Zz 
EZ 


Please send New Chairmasters Catalog to 
Name 

Address 

City 
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Edison Sees All-Time Shoe Sales Record 


Head of Largest Retailer of Women’s Shoes, Also Predicts All-Time 
Record Shoe Production in PPSSA Address; Calls for More Promotion 


New York—Predicting an all-time 
record for production and sales of 
shoes in 1957, Irving Edison, execu- 
tive vice-president of Edison Brothers 
Stores, Inc., St. Louis, urged the shoe 
industry to take advantage of un- 
precedented marketing opportunities 
by creating greater consumer incen- 
tives to purchase shoes. 

Addressing an industry breakfast at 
Hote! New Yorker, sponsored by the 
Popular Price Shoe Show of America, 
and attended by 700 industry leaders, 
Mr. Edison, one of the founders of 
the company which is the nation’s 
largest retailer of women’s shoes, ad- 
vocated improved retail service plus 
a long-range “public awakening cam 
paign to put wearers of obsolete, time 
worn shoes on the defensive.” 

“The shoe business is looking up,” 
Mr. Edison said. “Indications are that 
this will be a banner year for 
manufacturers and retailers. Consum- 
ers are spending with optimism. They 
fear no depression. The increase in 
population and the fulfillment of many 
hard line needs has enlarged the op- 
portunity for shoe sales. In the men’s 
shoe industry, the new shoe lines have 
had brisk acceptance. The new look in 
women’s shoes is making every wo- 
man’s current shoe wardrobe obsolete. 
Indications that 
and sales will hit an all-time record 
this year and for the first time in 
history perhaps may attain 600 mil- 
lion pairs. All in all, the outlook for 
1957 is one of the best,” the speaker 
declared. 


shoe 


are shoe production 


Mr. Edison warned, however, that 
“this does not mean we can go out 
and get a bushel basket and wait.” 


He pointed up the need to answer the 
accelerated demands of the mass 
ket fashion promptness, 
fit, environment and service. 
Mr. Edison said, “We can create in 
centive in two ways—as 
and on an industry basis. I wonder if 
you yourself have how many 
drab, time-worn shoes are being worn 
by the public. I believe that this 
public is responsive and that its con- 
sciousness of modern 
stirred. 


mar- 


for quality 


companies 


noticed 


footwear can be 
‘Look at your shoes, 
else does,’ 


everyone 
effective a 
slogan as, your dentist twice a 
year,’ | that a long range 
public awakening program will put the 
wearer of obsolete shoes on the defen- 


can become as 
‘See 


believe 
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sive and he or she will do something 
about it. When that happens, out 
potential customers will pause at out 


window displays instead of rushing 
by. They will read our advertisements 
more carefully, more interestedly and 
more responsively.” 

Mr. Edison emphasized as 
important economic and marketing fac 


“the most 


tor of our times” the fact that the 
tastes and pocketbooks of America’ 
mass market had accelerated to an un 
precedented degree. He noted that 
“This enables us to move better shoe 
in volume and at prices that help u 


offset the squeeze on profits created by 
higher and higher expenses.” 

Although he cited the need for highe 
average retail markup and higher ave) 
age unit price, he strongly warned thx 
pricing merchandise 


industry against 


beyond the point of consumer accep 
tance. “When we lose volume we lose 
it from the top. That top layer is the 


profit layer. Because of higher admin 


istrative costs, amortization, and othei 


unchangeable expenses, that volume 


may even rest right on the break-even 
point. As bad as a squeeze is, it i 
far better than the bear hug that 
comes with the loss of volume. The 
life-blood of our industry is high sale 
and high production, not high price 


Manufacturers and retailers must coop 
erate to sustain it,’ Mr, Edison 
Declaring that “drive -in 
has captured America,” the chain 
that 
bring 


aid 
retailing 
tore 


executive said much is needed to 


be done to shopping centers to 


maximum efficiency and succe Te 


avoid and correct some “painful mi 
takes” that have been made, he called 
for a conference of shopping cente) 
developers, underwriters, specialty 
store and department store leadet 
with a yvoal of achieving greater vol 
ume and profit for shopping center re 
tailers of all type 

A. W. Berkowitz of Songo Shoe 
Manufacturing Corporation, Portland 
Me., co-chairman of PPSSA_ presided 
at the breakfast which also heard a 
panel of five shoe buyers and manu 
facturers evaluate next fall’s styl 


trends. Members of the panel, who ars 
chairmen of PPSSA style committee 

were Louis Shindler, Morse Shoe 
Stores, Boston; Thomas O. Burns, 


Sears, Roebuck and Company, Chicago; 
Marion Markus, The Nobil Shoe Com 
pany, Akron; Timothy Welch, G. R 


Kinney Corporation, New York; and 
Frank C. Rooney, Melville Shoe Corpo 
ration, New York Doris Weston, 
PPSSA fashion director, and Helen 
Joseph, PPSSA shoe coordinator, ana 
the next season 


lyzed trends for 


Seymour Helfant to Direct 
NRDGA Small Stores Unit 


New York—Seymour Helfant, wide 
ly recognized as an expert in the small 
field, will join the Na 
Dry Association 
manager of its Smalle 

His selection to direct 


retail business 
tional 
on June 3 as 
Stores division. 
the expanded 
program of 


Retail Goods 


smaller stores’ service 
the association was an 
Gordon Dakins, NRDGA 


executive vice-president 


nounced by J. 


“Mr. Helfant’s extensive experience 
in smaller store operation and man 
agement, merchandising, sales promo 


tion and personnel training will pro 











SEYMOUR HELFANT 


tore mem 


the NRDGA 


with practical counsel and guidance 


vide malles 


in meeting their more pressing prob 


lems of doing busine today,” Mr 
Dakin aid, 

Mr. Helfant has been in the retail 
hoe busine for the past 22 year 
and has owned and operated his own 
tore in Far Rockaway, N. Y., for the 
past 17 year 

He has written a number of articl 
on all phases of smaller store retailing 
and is the author of a current seri 
of sales training articles in BooT AND 
SHOE RECORDER ranging from correct 


hoe fitting through merchandising and 


other retail hoe tore operational 
factor 

Besides conducting his own retail 
business, he has worked as a sale 


marketing and personnel training con 


iltant. In this capacity, he has con 


ducted sales training programs for a 
number of eastern stores and has writ 
ten sales training manual for evera 
eading merchandising group 

Mr. Helfant is associated with the 
professional staffs of City College of 
New York and Brooklyn College 

At City College he lectures on small 
busine management and conduct 
courses in retail sales promotion and 


the coordinator 


He also 1 
[TURN TO PAGE 112, PLEASE] 


advertising. 
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Stone Opens Fifth Store in Clevelan 
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Open display fixtures in the center of the fitting room draw attention to emphasized 


The children’s section in the rear uses a coiorful muraled wall treatment 


depicting a seaside scene in color. 


CLEVELAND — Stone Shoe 
here, opened its newest suburban branch 


Company 


store in Southland Shopping Center, 
Middleburgh Heights, recently. 

An ultra-modern building in the 
city’s newest shopping center, the new 


marks Stone’s fifth store in 
Cleveland. 
Both exterior and 
Stone’s Southland 
in technique and design 
features two full length windows; one 


L-shaped, the other straight, combined 


branch 
Greater 
decor in 
represent the latest 
The exterior 


interior 


with red roman brick. Terrazo tile is 
used at the entrance to the store and 
continues in for 30 feet to the acces- 
sory bar. The men’s and women’s sec- 
tions are carpeted in a beige twist, 
with the children’s floor covered in a 


colorful vinyl tile circle. 
The beige color scheme is carried out 
in the walls, which feature a new note 


in wall coverings. The right wall is 
covered with an illustrated paper de- 
picting all types of shoes from early 


high button styles to current styles. 
The wallpaper in the children’s sec- 
muraled effect 


color. 


featuring a 
The 


designed in 


tion is a 


seaside scene in entire 


children’s department is 


a circular design and offers slides and 
rocking horses for the amusement of 
the small fry. 

Stone’s Southland uses an open stock 
arrangement, with open shelving going 
half-way up the two side walls. 

Departmental divisions have been 
effected by varying furnishings. The 
women’s and children’s departments are 
decorated in walnut chairs with green 
and brown upholstery. The chairs in 
the men’s are upholstered in 
a beige fabric. 

To carry out the beige and brown 
scheme all display cases and shelves 
were designed in natural walnut with 
an antiqued gray finish. Display tables 
and cases have been used effectively to 
isolate the men’s section and give it 
a more intimate atmosphere. 

Although a large portion of the 
store’s stock is displayed and stocked 
on the floor, a hidden stock area run- 
ning 100 feet down one side of the 
30 by 50 foot store and a small area 
behind the children’s section hold the 
balance of the store’s inventory. 

Manager of the Southland branch is 
Charles who has been with 
Stone’s for the past five years. 


section 
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Growing Denver Population Reflected in New Shoe Stores 


DENVER—Hardly a week passes that 
new shoe stores are not opened in the 
Denver metropolitan area to meet the 


shoe demands of a population that is 


growing almost 3,000 persons a month. 


Among the three most recent are a 
Thom McAn, its first unit in the state; 
Schiff’s Shoes, the fourth in Denve) 


and the 631st in the nation, and a Jay 
Mark Self-Service Shoe Store, also its 
fourth in the city. Both the Thom Me 


An and the Schiff stores are located 
in the new JCRS (Jewish Consump- 
tives Relief Society ) Shopping Cente 
on the east edge of Lakewood, while 
the Jay Mark Self-Service store is lo 
cated in the southeast side of Denver. 

Arthur Verde, Korean War veteran, 
has been named manager of the new 
Schiff store, Erwin C. Illing, Denver, 


direct manager of the chain, announced. 


100 


Mr. Illing said the “new store will 


shoe the entire family at low prices; 
factories make for lower 
Hand- 


bags and hosiery also are sold here. 
The new Thom McAn store, housing 


our shoe 


prices and greater 


own 
selections.” 


5,525 square feet and modern in in 
terior and exterior, held a three-day 
opening with big fanfare and give 


aways, which included roller skates or 
oftballs to the children with purchases 
of $3.99 and up, leather wallets for the 
men, handbags for women with 
purchases of $3.99 and up, hosiery with 
$2.99 and two 
stretch for toddlers, 
chases of children’s shoes at $2.99. 

The Jay Mark Self-Service 
offers complete self-service for 
casuals, 


the 
purchases pairs of 
socks with pur- 
Store 
men, 
and children in 
and dress shoes from $2.98 up to $5.98. 


women sports 


Materials, Lasts Big Items 
At New York Guild Shoe Show 


New York—Members of the Guild 
of Better Shoe Manufacturers reported 
average good activity during Show 
Week. While it is recognized that fall 
selling does not depend upon the show, 
manufacturers and retailers used it as 
an opportunity to review and compare 
lines and to plan some of their later 
fall orders. First fall shoes are sched- 
uled for June and early July deliveries. 

Most important single style trend 
continued to be the tapered toe, no 
longer news in the high style lines ex- 
cept for the addition of new heel 
heights. Besides the pointed tapered 
toe, the tiny, squared-off tapered toe 
appeared as a high style advance idea. 

Second to lasts, materials were of 
greatest style interest. Here, different 
emphasis was remarked in different 
factories. In all of the collections, tex- 
tured leathers continued to rank high 
with the finer grains and markings pre- 
ferred. In one factory the highly 
glazed, very glossy calfskin was num- 
ber one. In another, a special antiqued 
calfskin carried over as a very impor- 


tant leather. Textured kidskin, sculp- 
tured suede and two-way naps were 
featured. A special promotion was an 


entirely new type of sharkskin made 
soft and pliable for women’s shoes. 

Upper materials other than leather 
included the usual silks—peau de soie 
and satin and velvet. One manufac- 
turer is using, as a promotion material, 
a silk herringbone, actually a dress 
fabric. Genuine Russian broadtail and 
genuine vicuna and cashmere, are also 
promotional upper materials with him. 

In colors, black is unquestionably the 
favored color in all kinds of leathers 
and fabrics. After black, a range of 
browns has been selling, including some 
of the medium, golden shades. The 
no-color family of neutrals is of inter- 
est. Black trims on both the browns 
and these neutrals are considered very 
style-right. There is some gray being 
used in calf, two-way nap and luster. 
Some blue and some rich, deep red are 
also included in the Guild 

In silhouettes, pumps continue to be 
far ahead of any other single outline. 
With tapered toes, on slim heels, from 
24/8 to 18/8 in height, these closed toe, 
back pumps have elegance 
and grace typical of the current style 
trends. Of special high style interest 
are the closed toe, back styles: 
pumps, T-straps or completely open 
back mules. 


collections. 


closed an 


open 


Favorite ornament is the bow. These 
may be big and soft, in satin or velvet. 
They may be much narrower in gros- 
grain, simply tied. They may be a good 
size, pleated and tailored, square like 
And there are buckles, metal 
Jewels, 


a buckle. 


on leather, high and jeweled. 


embroidered and printed fabric trim- 
mings are also liked. Less obvious 
ornamentation lie in the contrasting 


pipings, bindings, underlays and the 


pleated vamps. 
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In its recent modernization program, Almacenes "Ultra," viding selling space and merchandising efficiency. Right, is 


one of the largest department stores in Havana, Cuba, re- 
newed its shoe department. From the terrazzo stairs, here 
is a panoramic view, left, of the women's and men's sec- 
tions presenting an ultra-smart architectural design pro- 





a view in front of the men's shoe section. 

opened luggage section can be seen in the rear. A modern 

panel, in left, shows a spotlight combining colors and light 
in the display of women's traveling accessories. 





The newly- 





Mountain States Shoe Show 
Shaping Up as ‘Best Attended’ 

DENVER — With innovation in pro- 
gram planned, with unusual prizes for 
shoe retailers set and an advance reg- 
istration of 125 different shoe lines, 
the Mountain States Shoe Travelers’ 
Association Fall Shoe Show June 2-4, 
at the Albany Hotel here, should go 
down in history as the best-attended 
regional shoe show ever held between 
Chicago and the West Coast. 

Salesmen will set up their wares on 
Saturday, June 1, and meet in semi- 
annual session at 4 P. M. that day at 
the Albany. Shoe merchants will reg- 
ister the morning of Sunday, June 2, 
and will be feted at a kickoff luncheon 
there in the Cathedral Room. 

Instead of a dinner-meeting during 
the show, a dance will be held for all 
participating in the show on Monday 
from 9 to midnight in the Cathedral 
Room. Many door prizes will be given 
at the event but the first and biggest 
prize will be an all-expense-paid week- 
end at the Harold Club Lodge, Reno. 

The lucky retailer will be given ex- 
penses for two, including fare on West- 


ern Airlines Champagne Flight. Be- 
sides Western Airlines, the Bucking- 
ham Transportation Company is co- 


operating with the shoe travelers in 
luncheon and dance expenses and will 
maintain a coffee for all retail- 
ers during the show. 

A “break” for the merchants attend- 
ing the show will be the “Peek-a-Boo” 
Room, to be set up for the duration of 
the show, entry into which no salesman 
will be permitted. Two samples from 
each line with room name and brand 
name only listed, will be displayed in 
this room where merchants may browse 
and ponder without salesmen at their 
elbows. In this way, dealers can 
every line at the show regardless of 
where the room is located. 


room 


see 
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A. S. Beck Opens L61st Store 
In Paramus, N. J., Center 

NEW YORK A. §S. Beck 
opened in the new Garden State Plaza 
Shopping Center in Paramus, N. J., 
May 1. 

The salon created by Charles Spec 
tor, Beck’s vice-president in charge of 
store designing, is one of airiness, 
color, and light, with a color 
of charcoal, bleached gold, and flame 
providing an atmosphere of elegance 
and ease. 


shoes 


scheme 


Fixtures have been designed so that 
customers can examine, in air-condi- 
tioned comfort, the moderately priced 
shoes in styles which have been fash- 
ion-tested in Beck’s salons on Fifth 
Avenue in New York and on Lincoln 
Road in Miami Beach. 

In addition to the 17,000 pairs of 
women’s high fashion shoes, the 
will also carry a full line of 
sories including handbags, 
umbrellas, slippers, and gloves. 

The Garden State 
will be the 16l1st A. S. 
store. Beck now 
105 cities in 19 eastern, southern, and 
Midwestern 

The 


women, 


store 
acces- 
hosiery, 
Plaza salon 
Beck 


located in 


new 
retail 
stores are 
states. 
new store will be exclusively 
for 
Occupying 4,350 square feet of area, 
it has dual entrances, both with double 
window display walls. The 
facade fronting on the shopping cen 
of gold granite 


picture frames 


entrance 


ter’s parking area is 


porcelain, with white 


on the windows. 
high and low 


Charcoal carpeting in 


texture squares is used throughout the 


salon. Chairs are bleached gold with 
flame upholstery, complementing the 
silver walnut fixtures and woodwork. 


Walls are bleached gold and flame, with 
flame ceiling. 


Felton-Curme Store Group 
Fills Two Important Posts 


Feltman-Curme division 
of International Shoe Company has 
recently named Raymond L. Seaman 
general manager and Edmund Pappani 
merchandise manager. 

Mr. Seaman 


St. Lous 


district 
Shoenterprise, International 
New York City 
Previously he 


has been mana 
wer for 
subsidiary, in greater 

for the past two years. 





EOMUND PAPPANI 


RAYMOND SEAMAN 


had served as an assistant vice 


dent of Freeman Shoe Company and as 


a treasurer of Florsheim Shoe Com 
pany. The new general manager is a 
past president of the Chicago Associa 
tion of Credit Men and a past council 


the National Association of 


Men. He will 


his headquarters 


lor of 


Credit make St Loui 


Edmund Pappani, Feltman-Curme’ 


new mercn andi e manager, nha had ] > 
years of experience in the shoe field 
His background include elling, mer 
chandising and managing shoe store 
in Rochester, Syracuse, Detroit, Cleve 
land and Toledo. Before joining Inte: 
national, he erved a merchandise 
man for women’s casual footwear for 


Edison Brothers Stores, Inc 


Feltman-Curme operates a group of 
tores in the Chicago area 
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Call Fashion Information Vital ‘To Man at Fitting Stoo?’ 


Str. Lours—How the man at the fit 
ting stool can do a better job of selling 
fashion to his customers was the sub 
ject of a luncheon discussion during the 
St. Louis Fal! showing. The affair, 
ponsored by Shoe Women Executives, 
vas held at the Missouri Athletic Club 

Charline Osgood of the Kid Leathe: 
(,uild pointed out that the man at the 
fitting stoo] has a real problem in that 
he must deal with all phases of human 
nature. He must wait on “hundreds of 
Mi Americas on their good days and 
alike,” she said, adding that 
retail sale their impor 


bad day 


people and 











tance to the shoe industry should not 
+ under-emphasized. The 10-minute 
retail sales period is a vital part of 
the whole shoe picture, and the shoe 
which the retailer holds up before the 
customer represents several months of 
production and planning. 

Robert Stolz, Brown Shoe Company, 
president of the St. Louis Shoe Man- 
Association, complimented 
fashion and trade publications on their 


ufacturers 


part in educating the retailers and cus 
Mr. Stolz feels that since fash 
comes easily from a 


difficult 


tomer 
ion talk neve) 


man’s mouth, and since it is 


One of a series featuring national advertisers who are Iselin clients 


Ephrata Shoe Company, Inc., is one of the notable shoe manufacturers 


who factor with William Iselin & Company, Inc. We are proud of our 


association with these successful companies. Iselin factoring has long 


been a basic tool of successful operation in many industries, whether 


used for financial, credit or consultative services. 
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FOURTH AVENUE, 


NEW YORK 10 Grand Rapids 


to reduce fashion information to sim- 
ple terminology, retailers should strive 
to aid the sales personne] in every way 
possible. 

Mr. Stolz, suggestions at to retail 
aids included fashion information dis- 
tributed as carton inserts, leather and 
fabric swatches, fashion shows and 
clinics for salespeople, fashion public- 
ity photo in stores, reprints of na- 
tional magazine ads, demonstration 
items such as shoe construction cut 
aways, sales training records dealing 
with fashion, regional fashion seminars, 
and, as a future possibility, closed cir 
cuit fashion seminars on TV. 

Emma Auer, 
Famous-Barr & 
described in 


director fo) 
Company, St. Loui 
detail the training he: 
giving sales people in the 
field. The store issues sales 
training booklets twice each year, out 
lining and illustrating fashion trends 
sales people should be alerted to. Shoes 
are included in these booklets, along 
with accessories and ready-to-wear. De 
tailed information is given as to colors 


fashion 


store is 


fashion 


the store will promote, trends in sil 
houette, and the like. 


Retailer Handles Work Shoes 
In Heart of Financial District 
ROCHESTER, N.Y. A 


business in 


successful 
work shoes in a location 
close to the center of the financial and 
insurance district downtown is claimed 
by Thing’s Shoe Store, here. 
Tallmadge Bradley, manager of the 
store, said the company’s buying ca- 
pacity enables the chain to handle 
carload lots of work shoes. Thus the 
local store can offer unusual values 
during special promotions. 
finds that 
$4.99 and $5.99 are the best prices for 
volume business 


Thing’s Rochester store 
in work shoes, although 
considerable business is also done at 
the $6.99 level. A year or more ago 
the store was challenging competition 
with work shoe promotions at $3.99. 
Thing’s customers show a preference 
for plain toe styles. Neolite, neoprene 


and cork soles are all popular with 


various types of customers. 

Rochester is an industrial city with 
skilled workers predominating. Thing’ 
does much of its work shoe business 
during the noon hour. 

Although the store is set up primarily 
for self service, Mr. Bradley reports 
that work shoe customers require more 
than the usual amount of help and ad 
vice in choosing footwear. He finds 
the typical buyer to be a good judge 
of quality and value. 

Thing’s depends largely on window 
display and reprints of ads to sell 
work shoes. Newspaper advertising 
costs are prohibitive here, Mr. Bradley 
noted, running around $300 for an ad 
of any size. 
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Black Pump, Tapered Toe Are At Top of Acceptance 


New York—Fashion as well as com- 
fort is dictating the closed black pump 
of smooth-textured leather with tapered 
toe and high, pencil-slim heel. 

That’s the consensus of researchers 
who surveyed some 1,200 women on 
Easter Sunday as they marched in the 
footwear parade along Fifth Avenue 
in New York City; in other sections of 
Manhattan, the Bronx, Brooklyn, and 
Queens; in Washington, D. C., and in 
smaller towns and cities in upstate 
New York, Rhode Island, New Jersey, 
Pennsylvania, Maine, and Alabama. 

The survey was conducted by 50 
graduate and undergraduate students 
in fashion accessories classes at the 
New York University School of Retail- 
ing. It was directed by Mrs. Karen R. 
Gillespie, re- 
tailing. 

The most significant trend this year, 
Mrs. Gillespie points was the 
emergence of the tapered toe. Hardly 
seen in previous years, it was worn 
by 32 per cent of the women this year. 
Its popularity can be for, 
Mrs. Gillespie says, by its prominence 
in today’s fashion ads. 

Of the paraders, 44.5 per cent chose 


associate professor of 


out, 


accounted 


black shoes—63.8 per cent of these 
closed-toe pumps and 47 per cent 
smooth finished leathers. The figures 
here are somewhat higher than last 
year’s. 

Navy blue declined in prominence 
for the third successive year, from 
25 per cent in 1955 to 12 per cent in 
1956 and 10 per cent in 1957. Also on 
the decline are sandals, which went 
from 23 to 20 to 15 per cent, and 


suede shoes, which dropped from 24 per 
cent in 1956 to 12 per cent in 1957. 
The 


variation in 


most noteworthy 


style 


geographical 
was found in the 
percentages of closed and open shoes. 
Sixty-nine per cent of the out-of-town- 
ers wore closed shoes as compared to 
62 per cent last year. On Fifth Avenue 
it was 74.5 per cent closed as against 
51 in 1956, and in other parts of New 
York City, 58 per cent closed in con- 
trast to last year’s 49. 

A total of 24 per cent of the women 
wore patent leather shoes. Last year’s 
figures was 17 per cent, and in 1955 
only 8 per cent of the paraders wore 
patent. Forty-seven per cent, an in 
wore calf or kid. 

that this 
leathers and 
styles ji 
Faster. 


crease of one per cent, 

Mrs. 
year’s increase in 
in some of the 
due to the later 


believes 
patent 


Gillespie 


newei probably 
The NYU students found that almost 
80 per cent of the pumps 
as compared with 76 per cent last year. 
Only 4 per cent (the same figure as in 
1956) promenaded in oxford 
of the pumps were plain. The 
were fashioned with contrasting pipings 


women wore 


Many 
others 


and decorated vamps, and some were 
trimmed with clear plastic. 
Fifty-seven per cent of the women 


wore high heels (of all widths), a gain 
of 4 per cent, and 51 per cent of these 
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women wore the newer pencil-slim heels 
decreed by fashion, an increase of 7 
per cent. Shoes with medium high 
heels remained popular. Thirty - seven 
per cent of the women wore them this 
year (39 per cent last year). 

This year’s promotion of tans, beiges, 
and straw colors accounted for a rise 
of from 11 per cent to 13 per cent. The 
remaining were pink, white, 
gray, light blue, multicolor, and clear 
plastic. Gray made an inroad into the 
color picture jumping from 2 per cent 
in 1956 to 5 per cent this year. Last 
year’s silver and green were not seen 


RK shoes 


colors 


Center City Development 

ROCHESTER, N. Y. 
town development program, costing al 
most $50,000,000 will be detailed to a 
committee of the National Retail Dry 
Association meeting here May 


This city’s down 


Goods 
28. 
E. Willard Dennis, chairman 
of Sibley, Lindsay & Curr Co., chair 
man of the committee, said the group 


board 


is meeting here to see what one typical 
city has already done in the interests 
of a strong central city, with the city 
administration working 
citizens’ groups and 

the local newspapers 


closely with 


strongly sup 


ported by 


boost profits-and 


profits are the measure of success! 


Ss ™ 


/ 


Our dealers are making greater 
profits with higher maintained 
mark-ups on DREW SHOES. 


others with — 


ae 


@ Fresh, new styling 


@ Always IN-STOCK for greater turnover 


@ Extra sales and profits at $15.95 to $16.95 
retail—the volume price in the quality field 


stores and qualified persons 
starting in this field 


soft leather. On our No. 1011 last, 
12/8 Cuban heel, IN-STOCK, 
Sized AAAA, 7 to 10; AAA, 

AA, A, 6 to 11; B, 5 to 11; C, 
5 to 10; D, 5 to 9. 


/ Pt~ oO ~eSe =, 


DREW shoes simply out-perform 


Superior fit and tremendous repeat business 
—not subject to chain store competition 


Special financial assistance to 


kid, $9.20. Stylish tie, youthful in appear- 
ance with ankle fit features and glove- 














THE IRVING DREW CORPORATION. 


LANCASTER, OHIO 


(NEW YORK OFFICE — 746 Marbridge Bldg.) 


(LOS ANGELES OFFICE — Suite 610, Warner Bros. Theater Bidg.) 






DR. HISS SHOES ° 


BLUE GRASS SHOES bd 


DR. A. REED CUSHION SHOES 
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$7,000 Jewelled Footwear Spurs Sale of Ordinary Shoes 


DeNveER—Denver’s fashion future ad 
vanced more than a few steps recently 
when the Corinthian Shoe Salon of 


Daniels & Fisher, already known as the 
of the Mountain States, 
displayed the world’s most costly shoes 


fashion center 


to all who visited the salon. 

Frank Parker, merchandiser and 
area manager for Daniels & Fisher 
and five other department store shoe 
operations in the Midwest and Moun 
tain States, set up the Palter De Liso 
display of hand-loomed velvet pumps 
with platinum, gold and silver be 
jewelled heels. No customer ordered 


YOU CAN SELL MORE PAIRS 


UPPERED WITH 


(yiralle, 


White Shoe Care 
is Easy with 


a; 


FREE KLEENETTE FOLDERS AND 
KLEENETTE UPPERED SHOES. WRITE 
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MERCHANDISING TAGS NOW AVAILABLE 


A. H. ROSS & SONS CO. 


any, though one woman said she might 
order the intricately-carved sterling 
silver-heeled, valued 
at $500. 

Closely 


red-velvet pump, 


Italian shoes 
giass and gold 
purple velvet pump 
with a tree of life 
emeralds, a one-carat 


guarded, the 
displayed in a 
jewel cabinet. A 
gold heel, 
rubies, 


were 


had a 
design, 
diamond and smaller diamonds being 
utilized as an integral part of the de- 
sign. It was valued at $5,000. The 
blue velvet pump, valued at $7,000, had 
a platinum heel paved with 96 
and 14 rubies 


dia- 


monds in a regal crest. 
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FOR 


CHICAGO 272, ILLINOIS 


sure 


(A family crest can be substituted.) 
“We didn’t expect anyone to buy 
them,’ Mr. Parker declared, “but it 





Heirloom-heeled of precious metals and 

jewels are these Italian imports which 

brought many to Daniels & Fisher's Cor- 

inthian Shoe Salon, Denver. From left, 

platinum heel, $7,000; Gold heel, tree-of- 

life design, $5,000, and intricately carved 
sterling heel, $500. 


brought hundreds into the de- 
partment, many staying to purchase 
two and three pairs of spring 
and summer dress shoes in our high 
fashion lines. We ran full page 
about them. Ours was one of six stores 
in America displaying this footwear.” 


one, 


ads 


NRDGA Releases Manual 
For Retail Store Auditing 


New York — The National Retail 
Dry Goods Association is releasing its 
newest retail business manual, “Inter- 
nal Auditing for Retail Stores,” the 
group disclosed. 

Published by the Controllers’ Con- 
gress of NRDGA, the manual was 
written by a group of specialists in the 
Milwaukee Retail Controllers’ Associa- 
tion and is designed specifically for 
department and specialty store applica- 
tions. 

“The continuing trend of store op- 
erating heads toward taking calculated 
risks in their merchandising operations 
the need for an internal audit 
program more important than ever,’ 
Sam Flanel, manager, Controllers’ Con- 
gress, NRDGA, said in commenting on 
the publication. “The manual] details 
complete audit programs. It will prove 
to be a valuable tool for insuring the 
effective operation of all Sys- 
tems.” 


makes 


store 


The manual discusses the approaches 
to an effective internal 
and details individual operating de- 
partment and overall annual audit 
approaches. It contains comprehensive 
program check-lists, suggests audit 
assignments, and test fre- 
quencies and methods of ex- 
amination, 

One of the features of the publica- 
tion is a devoted to 
internal audit programs. 

The new publication is available to 
NRDGA members for $3; to non-mem- 
bers for $6. 


audit program 


suggests 
systems 
smaller 


section 
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Scrubbable Sailcloth Shoes 
Philadelphia Fashion Feature 

PHILADELPHIA—A _ fashion 
troducing washable shoes was arranged 
recently by Julia Herron, fashion con- 
cultant for Lit Brothers. The collection 
of “Summerettes” were shown down a 
runway by living models. 

The keynote was color for 
casual daytime and playtime styles, 
fashioned of scrubbable, colorfast twill, 


show in- 


these 


sleek sailcloth and other washable 
materials. 
Fashioned to make extra steps to 


the supermarket less of an effort, was 
a model with an adjustable ankle strap 
and a cushioned platform. A style of 


classic simplicity for the young set 
was a spectator step-in or sailcloth. 
The moccasin vamp is defined in con- 


trasting stitching with the same color 
used for the tie and shoe lining. 

A popular entry was the dress-alikes 
for mother and daughter. These in the 
same scrubbable sailcloth that needs 
only brushing with and water, 
were casual pump versions with Roman 
striped inserts at vamp that gives 
them a pixie touch. 

Another attention getting pair shown 
was a sandal featuring an ornamental 
border. Concealed elastic band assures 
a snug fit. All of these shoes need no 
more cleaning than is provided by 
a scrub brush with mild All 
available colors for the shoes modeled 
are in notably bright and exotic colors. 
Among them, Oriental turquoise, coral, 
French walnut, Radiant red, French 
blue, Siam gold, and also crisp white 
and black. 


John B. Fitch, Melville V-P. 
Retires After 34 Years 


New York—John B. Fitch has re- 
tired from Melville Shoe Corporation 


soap 


suds. 





JOHN B. FITCH 


in charge of person- 
nel services after 34 years with the 
company. He with Melville in 
1923 in the operations department of 
the Thom McAn division. 

Mr. Fitch was resposible for the de- 


as vice-president 


came 


velopment and execution of all per- 
sonnel policies and practices, and ne- 
gotiations and relations with labor 
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representatives, for some 5,000 store, 
headquarters and warehouse employees 
He has also administered company and 
store memberships in and 
trade organizations, and company sup- 
port of national and local charities 

It was under Mr. Fitch’s supervision 
that the company initiated a number 
of voluntary employee benefit programs 
including several types of group in 
surance, a retirement plan, year end 
distribution and other benefits. 

Mr. Fitch served in World War I 
as first lieutenant with the 380th In 
fantry, 77th Division in the AEF. In 
1928 he was appointed assistant to 
the then president of the 
pany, the late Frank Melville, Jr. In 


business 


shoe com 


No. 4926 


1941 he was made assistant 
dent and was elected vice-president in 


1946 


vice-pre 


Joins Garfinkel Shoes, Inc. 
for 
Commodities 


Stanley Garfinkel, 


sistant at 


CLEVELAND 

staff as 
Service Corporation, an export trading 
New York, has 
chain of Garfinkel 


merly 


firm in Greate, 
the se\ 
Shoes, 


joined 
en-store 
Inc., as 
here. 


secretary, it Wa an 
nounced 


Mr. Garfinkel, a graduate of Har 
vard and Princeton, will manage the 
firm’s central office. His father, Jack, 


is president of the firm, and his brother, 


Bert, is ident 


vice-pre 








Best-Sellers in lower heels, 
styled with eye-appeal 

and buy-appeal for all 

age groups — pre-teen, teen, 
and after. Priced to 

retail profitably in the 

mass $4-$6 buying market. 
And backed up by an 
IN-STOCK inventory 


of 150,000 pairs. 


More than 240 style numbers 


LO-HEELS for FAL 





For Catalog or Saleman’s Call, write 


PHYLLIS SHOE CO. inc. 


96 BRIDGE STREET, LOWELL, MASS. 
(Manufacturers for over twenty-five years) 


1, Eee gel oy . 4 of 


as are alli PHYLLIS Shoes 


To retail at 





Others at $34& and $6 
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About Shoe People 





The firm of Leib’s Juvenile Shoes, in 
the northwest section at 15224 West 
even Mile Road, Detroit, is adding a 


tock of men’s shoes in addition to 
children’s footwear, and adopting the 
new name of Leib’s Shoes. The owmer 


is Mrs. Marion H. Leib, a daughter of 
the late William Hoffman who operated 
the Hoffman Shoe Company in subur 


ban Highland Park for many year 


the 
department at the 


Alberg, former buyer of 


floor 


John 


main hoe 





Emporium department store, St. Paul, 
has been promoted to merchandise man- 
ager of the main floor. 

Mr. Alberg has been with the Empor- 
ium for the past six and one half years. 
He started as a salesman and 
worked his way up to assistant buyer 
and buyer. Before joining the 
Emporium he had _ been 
Oreck’s in Duluth, Minn. 

Harry Korsh, who has been with the 
Emporium for the year and one 
half has been promoted to shoe buyer. 


shoe 
later as 


salesman at 


past 


IN STOCK 
No. 83 Brown Calf 
No. 82 Black Calf 


Some shoe stores succeed... 


because they learned early that true foot com- 
fort always brings customers back. The na- 
tion’s most successful foot-fitting specialists use 


Alden-Pedic shoes with Foot-Balance® 


> comfort 


for a profitable repeat business. Why don’t you? 


WRITE FOR THE NEW ALDEN-PEDIC IN-STOCK CATALOG 





The Key To FOOT-BALANCE“ 


C. H. ALDEN SHOE COMPANY 


Guston Boolmakers Since 1884 
BROCKTON, MASSACHUSETTS 
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Formerly Mr. Korsh managed two shoe 
departments in Minnesota and one in 
North Dakota, and had been an em- 
ploye of the John W. Thomas Company, 
in Minneapolis. 

G. R. Kinney Company has opened a 
new shoe store in the Cross Roads Plaza 
Shopping Center, Hartford, Conn. A. 
Nicro is the manager. Mr. Nicro has 
been in the retail shoe business for 10 
s, having been associated with the 
Kinney organization since 1946. 


yeal 


The firm of Sloan Brothers has open- 
ed a new shoe store at 210 Main Street, 
New Britain, Conn., under the manage- 
ment of Joseph M. Mercier. This is the 
second Sloan store to be opened there, 
the first being at 301 Main Street. Both 
tores shoes for women and chil- 
dren. 


carry 


John H. Ellis, who has had 15 years 
of experience in the retailing of shoes, 
has been named manager of the Buf- 
ferd Shoe Shop in Torrington, Conn. 
Prior to this appointment he had been 
associate buyer of women’s shoes for 
G. Fox & Company, Hartford depart 
ment tore. 

Harry A. M. Rush, part owner of a 
department Millinocket, Me., 
has opened a shoe store in the Mexico 


store in 


Corner section of Rumford, Me. Wo- 
men’s and children’s shoes are carried. 
The new shoe store is in the building 


formerly occupied by the T. M. Stevens 
department store 

Vincent J. Simarano of Marlboro, 
Mass, has been appointed manager of 
the recently opened shoe salon operated 
by Joseph Antell in Wellesley, Mass. A 
graduate of Boston University, hi 
first experience in the shoe business wa 
gained when he became associated with 
his father in the operation of the Mod 
ern Shoe Store in Marlboro. Later, Mr. 
Simarano opened his own store in Hud 
Ma which he operated unde 
name of Vinnie’s Shoe Store. 


son, 
the 


The 
recently 


Lincoln Sample Shoe Store ha 


moved to larger quarters at 


268 South Main Street, Fall River, 
Ma James Soares is store manayer 
and Sidney Winokoor is buyer. 

Gene’s Shoe Store is the name of a 


new family shoe store opened in a shop 
ping center located on Route 101 in 
Milford, N. H. Owner and manager i 
Gene Roy of Fitchburg, Mass. For the 
last 20 years, Mr. Roy has been a 

sociated with the Spencer Shoe Store 
in Fitchburg 


Robert L. Walsh, men’s hat buyer fo 
Jordan Marsh Company in Boston, ha 
been made buyer of men’s shoes. He 
hat buyer, com 
the two positions. 


will continue, also, as 
bining 


and 
Selby 


N. B. Griffin, retired president 
general manager of the forme: 
Shoe Company, will be a delegate from 
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the Rotary Club to the Rotary Interna- 
tional convention in Lucerne, Switzer- 
land, May 19-23. He will travel in 
Kurope several weeks. 


Jack Albahari has been named mana- 
ger of Fredrico’s Famous Cancellation 
Shoes, 35 East Avenue, Rochester, 
N. Y. He formerly was associated with 
Edison Brothers Shoe Stores in Ro 
chester, Cleveland and Pittsburgh. 


The Jean-Mack Bootery, on Detroit’s 
east side, has been taken over under 
sole ownership by Aleck Goldberg. Mr. 
Goldberg was formerly a partner in the 
business with his son-in-law, Lawrence 
Silverman, whose interest he has now 
bought out. No changes in operating 
policy are planned. 


A new downtown shoe outlet, Wo 
men’s Cancellation Shoes, was opened 
about three doors north of Fyfe’s, “the 
world’s largest shoe store.” Owners of 
the new store are Leo E. Wilburn and 
Cecil W. Wilburn, brothers who have 
operated Wilburn’s Shoes in Lincoln 
Park, down river suburb, for about four 
years. The new store, like their Lincoln 
Park project, features some unusual 
display fixtures created by the owne) 


Bill Booten, manager of the Platts 
mouth, Neb., B & H Shoe Store ha; 
resigned to accept a position with the 
hoe department of Gold’s department 
tore in Lincoln, Neb. 


Harold Worst, owner of Worst’s Shoe 
Store in Grand Rapids, Mich., and who 
is a billiard champion, returned to hi: 
home still retaining the title. 

Mr. Worst defeated Joe Chamaco of 
Mexico in a 1200 point three-cushion 
billiard match in Chicago, thus retain 
ing his world championship. During 
this 20-block play, Worst set a new 
world record running 60 points in 38 
innings to eclipse the old record of 3 
innings held by famous Willie Hoppe 


Cyril Lemieux, shoe department man 
ager at Lamson-Hubbard, Stadium 
Building, Woonsocket, R. I., has added 
a new exclusive $12.95 line of women’s 
hoes. Top price in this department i; 


$19.95, 


Agnes Hodge is buyer and depart 
ment manager of the children’s shoe 
department in the new two-level store 
opened by Gladding’s, Inc., recently in 
the Garden City suburban shopping 
center in Cranston, R. I. These dutie: 
are in addition to those as buyer and 
manager of the children’s shoe depart 
ments in the downtown Providence store 
and in the company’s Wayland Square 
branch store. 


Sid Bidnick who has been managing 
the Reeves Shoes Store in El Monte, 
Calif., has been made manager of the 
company’s newest and larest store in 
West Covina, at 1056 West Garvey 
Soulevard. 
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Billie Crites, owner of Crites Junior the Childrens Bootery in Glendale, 
Bootery at 3636 Main Street, Riverside, Calif., has just opened his own 
Calif., has opened her second store un- Chlidrens & Teens Bootery at 19810 
der the management of Marylee Schap- Ventura Boulevard, Woodland Hill 
pell at 6740 Brockton in The New Calif. in the new Corbin Village Shop 
Magnolia Center shopping district, ing Center. The store is under the name 
Riverside. Billie Crites is one of the of Burgess Childrens Teens Bootery 
better known golfers in southern Cali 
fornia, Warren G. Harding has been ap 

pointed manager of Gamer’s shoe store, 

Louis Brown and Nick Carroll are Helena, Mont. He will be assisted by 
opening a shoe manufacturing plant at Rolla Y. Clements, Mrs. Helen Sasek, 
2350 West Washington Boulevard, Lo W. R. Miles Jr., and Kenneth Romine. 
Angeles, to produce high fashion clog: Mr. Harding has more than 14 yea 
and casuals. experience in shoe buying and fitting 

He had been formerly associated with 

Sam Burjoski, formerly manager of several fine shoe stores in this area 





























HANNeSONe 
‘a | White Shantung 
on 18/8 heel 
ats $8.95 retailer 
7| \N Also White Kid, 
(1 a - Flax, Red, Blue 
am or Black Kid 
$9.95 retailer 


° — Tatty 


Sprite 

White Linen 

22/8 & 17/8 heels 
$8.95 retailer 
Also White Kid 

or Flax Kid 

$9.95 retailer 


Betsy 

White Shaniung 
22/8 & 17/8 heels 
$8.95 retailer 


Also White Kid 
or Fiax Kid 
$9.95 retailer 


Betsy 


n-stock %, 
dye-ables 


SIZES 22 to 10 — AAA, AA, B 


Slimmer-heels, more-tapered-toes, 

make our dye-ables so buyable! 

And with our prompt shipments, 

you can keep amply stocked 

(yet never be overstocked) 

with tintable whites for 
May-thru-August selling! 


Shell 
White Shantung 
Linen, Satin 

















See our complete 
Fall line-up of 
new daytime and 
evening shoes— 
at your nearest 
regional show* 
OR send for 
our catalogs! 


and Brocade 
Also White Kid 
and every wanted 
colored leather 

all heel heights 
23/8, 18/8 & 14/8 
$8.95 retailer 


Home of America’s cleanest, tintable footwes 


cannahsons 


HAVERHILL, MASS 


New York Showroom Marbridge Bidg Room 416. 4/ West i410 








* May 19th in Boston, 
Chicago and Seattle 














Obituaries 





William E. Tobin 
William E. 


who had 
Tan 


BOSTON Tobin, 


Colonia! 


heen associated with the 
ning Company for 21 years, died sud 
denly at his home in Quincy, Mass. At 


the time of his death, he was in charge 


of the company’s quality control depart 


ment and was also supervisor of sort- 
ing in all of the company’ everal 
divisions. He was 54. 


Surviving are his widow, Sarah, and 


two daughters, Dorothy and Sheila 


Charles E. Aspinall 


CoLumBus, O.—Charles E. Aspinall, 
#2, died at his home here after a four- 
day illness. He was a 60-year veteran 
of the business, retiring in 1955. 

Prior to 1914, when he started trav- 
road he had managed sev- 


shoe 


eling on the 


eral shoe stores in Colymbus. In 1914 
he became the Ohio salesman for the 
Bradford Shoe Company and _ subse- 


quently traveled Ohio and surrounding 
for The Riley Shoe Company, 
Lever 
Company and Huth-J 
Milwaukee. 


states 


Krippendorf Dittman Company, 
Shoe 
Company of 


enz ames 


Shoe 





At the time of his retirement, he was 
the oldest active traveling shoe man in 
Ohio, both in age and length of years 


on the road. 
He is survived by his widow, Helen 
Aspinall, and one son, Carl, also of 


Columbus. 


Henry E. Bassing, Jr. 
WALTHAM, MAss.—Funera!] 

for Henry E. Bassing, Jr., were 

here on April 22. Mr. Bassing 


services 
held 


was shoe 


buyer for the Grover Cronin Depart- 
ment Store here. He was a native of 
Springfield, Mass., but had made his 
home in Waltham for many years. 

Survivors include his widow, Mrs. 
Catherine F., a son, Henry E. Bassing, 
II], and two daughters, Patricia and 
Margaret E., all of Waltham. 
Walter Kamp 

CHICAGO Walter Kamp, treasurer 


of Robert Allen, Inc a Chicago retail 
shoe chain, died at Columbus Hospital. 
He was 55 years of age. He had 
served for some time as director of 


the Self-Help Home for the Aged. 











AC Mh 4 


eiepee! 


LANSING , MICH/GAN 


L PuESIOENT, STATE ASSOCIATION 
OF SHOE RETAILERS, ROTAR/AN, VP 
LANSING YM CA, TREAS. ASSOCIATION 
OF CRIPPLED CWHLOREN AND ADULTS 


has LECTUREO W/DELY OW SHOES, L/KES TO 
FISH, COOK, TRAVEL WITH FAMILY 

WHE, DAUGHTER ANO THREE SONS 
RECALLS TWAT A MARO TO FIT CUSTOMER 
ONCE AGREED JO ORDER A CASE OF 
FREEMAN SHOES... HE WAS SO 
MAPPY WITH HIS TRIAL PA/R/ 


HOMER ALSO WAS A STORE ON THE 


MS U CAMPUS... FEATURING FREEMAN 


SHOES FOR MEN 


(< »; 
CSS 


















Wade S. Kennedy 

PORTSMOUTH, O.—Wade S. Kennedy, 
90, native here and widely known shoe 
executive for years, died in St. Peters- 
burg, Fla. He was vice-president and 
sales manager for the former Irving 
Drew Shoe Company here from 1902 
to 1920 and then became treasurer and 
genaral manager of Riley Shoe Com- 
pany in Columbus, where he retired in 
1928. He is survived here by a daugh- 
ter, Mrs. N. B. Griffin, former 
dent and general manager of the Selby 
Shoe Company. 


presi- 


Clyde R. Hardin 


St JosepH, Mo.—Clyde R. Hardin, 
who for the past 13 years had been 
shoe buyer for the United Department 
Stores, located here, died recently. He 
was 72. 

Prior to his association with United 


Department Stores, he was shoe buyer 
for the Chicago division of Butler 
Brothers. Originally, he worked with 
the old National Cloak and Suit Com- 
pany of Kansas City. Then he oper- 


ated a shoe store in Iowa. 


He is survived by his widow, Mrs. 
Gail Hardin, and a daughter, Alice. 
Anthony E. Piekenbrock 

MILWAUKEE — Anthony E. Pieken- 
brock, president of the A. E. Pieken- 
brock Company, leather broker firm, 
died of a heart attack suffered at a 
baseball game in Milwaukee County 


Stadium. He was 67. 

A native of Dubuque, Ia., Mr. Pieken- 
brock organized his firm when he came 
1937. He is survived 
Ora; two sons, Dr. 
Thomas C., of Dubuque, and Robert 
J., of Whitefish Bay, Wis., and a 
brother, Dr. Frank J., of Dubuque. 


to Milwaukee in 


by his widow, 


Velera V. McBryde 
DeTroit—Velera V. McBryde, pres 
ident of the McBryde Shop in 
the David Whitney Building here, died 
recently 
sorn in 


soot 


at the age of 76. 
Alabama, Mr. 
Pointe 


McBryde 
Shores and 


Was 


a resident of Grosse 

had lived in the Detroit area for 50 
years. He was a life member of the 
Retail Shoe Dealers Association. He 


tuby; 
a daughter, 


is survived by his widow, a son, 
Edward J. M« rhioeee and 
Me Bryde 


Valerie 


Paul Fogel 


DETROIT Paul Fogel, 45, Detroit 
shoe retailer for about 20 years, died 
here. He opened Fogel’s Boot Shop 


at 8709 Twelfth Street in the thirties, 
and later moved to 7730 West McNichols 
later selling out. He returned 
to the shoe business about two years 
ago, buying Palmer’s Shoes at Seven 
Mile and Evergreen Roads. He closed 
this store shortly before his death. 

He is survived by two sons, Gerald 
and Bernard. 


Road, 
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TAP A 
v HAPPY TATTOO 
AT THE 


CASH 


OUT THEY GO, 


REGISTER 
4 


STEADY AS CAN BE, 
GIVING YOUR SALES RECORDS 
A HAPPY TIME, 
GIVING YOUR PROFITS 
A REAL 


\ 


\ 
\ 
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GIRL'S TA 
C 1080 White 
M1080 White 
W080 White 
C 108! Black Patent 
M108! Black Patent 
W108! Black Patent 


0°Ss,, 


ee, 


P SHOE 

N.M 7-12 $3.00 
NM 129-3 3.25 
N.M 31-9 3.60 
N.M 7-12 3.00 
NM 12'/,-3 3.25 
N 2-9 3.60 


OAK BEND SOLES AND HEELS 
LIP TAPS INCLUDED 


Terms: 5%—30 da 
COMPLETE DANCE 


iN 
Now 


WRITE FOR NEW CATALOG 





PARAGOULD, 
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ys: 31 days net 
FOOTWEAR LINE 


ARKANSAS 


Financial News 


Shoe Corporation of America 
Declares Its 113th Dividend 


CoLuMBUsS, O. The Shoe Corpora- 
tion of America, Columbus-headquar- 
tered firm with yearly sales in excess 
of $100 million, declared its 113th cash 
dividend on what was formerly the 
Schiff Company common shares. The 
dividend applies to all outstanding 
common stock of the firm. 

Robert W. Schiff, president and 
treasurer, said the regular quarterly 
dividend of 25 cents per share of 
common stock is payable June 15 to 
holders of record on May 31, 1957, 

The Schiff Company stock was con 
verted into Class ‘A’? comon shares of 
Shoe Corporation of America in 1947, 
when the name of the parent Schiff 
firm was changed. Par value is $3 
per share. 

Shoe Corporation, which has been 
growing at the rate of 25 to 30 retail 
units each year, operates 13 family 
type shoe stores in metropolitan Col 
umbus under the familiar name of 
Schiff Shoes. The number of retail 
units nationally, operating under a 
variety of names, passed the 630 mark 
shortly after the first of the year. 


Ex American Hide & Leather 
Attains New Earnings High 


BostoN—General American Indus 
tries, Inc., formerly the American 
Hide and Leather Company, reported 
sales of $14,298,976 for the nine-month 
period ended March 31 of this year. 
Consolidated earnings totaled $1,211,- 
798. This included third quarter earn 
ings of $558,461 which established a 
new high for the year. 

The financial report, signed by Stan 
ley M. Rowland, president and chai 
man of the board, points out that net 
income for the same nine-month period 
in 1956 showed a loss of $716,030. 
Comparative operating results for this 
latter period, however, include Ameri 
can Hide and Leather Company fo) 
nine months and Tandy Industries, Inc., 
for six months. Tandy net income for 
this six-month period was $524,590. 

In addition to Tandy Industries, 
General American Industries, now has 
taken over Tex Tan Company of 
Yoakum, Texas; Shain & Company, 
Boston shoe fabric firm; 


’ 


’ 


Musgrove Pe 
troleum Corporation and Dunbar Kap 
ple, Ine. 


H. C. Godman Dividend 


CoLuMBUs, O.—Directors of the H 
C. Godman Company, shoe manufac 
turers, have declared a dividend of 37 
cents per share on the $25 preferred 
capital stock. The dividend was paid 
April 30 to shareholders of record 
April 26. 


.-- your profits 
CLIMB with 


GODING 
BOOTS 





‘Take a field man for instance. He 
wants a boot that can take the 
muck and mire, the rocks and rills 


..a boot that feels good on his foot 
and looks fine enough to wear to 
the main office. 

That’s why he likes the Goding 
“Engineer,” and why you'll make 
more money if you stock them. 
Like all Goding Boots, the 
“Engineer” is a high-styled boot 
with Goodyear Welt Construction, 
Made in all sizes for men and boys, 
it delivers more wear for less 
money ..with a full mark-up for you. 


Write today for free 


full-color catalogue of the 


entire Goding line 


* 


GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 
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U.S. Rubber Company Sets 
Record New First Quarter 


New York—Net sales of United 
‘tates Rubber Company for the first 
three months of 1957 set a new first 
quarter record one per cent ahead of 


last year, H. E. Humphreys, Jr., chair 
man, reported to stockholders, Sales 
for the first quarter were $2452,224,961 
with $229,649,654 for the 
ame period in 1956 


‘ ompared 


Net profit was $8,179,761, equivalent 
to $1.25 a share of common stock, com 
pared with $9,103,348 or $1.41 a share 
stock in 1956. Profit for the 
cent of sales 


of common 
first 


compared with 4 per cent last year, and 


quarter was 3.5 per 
was down 10 per cent. 
Net gain resulting from the sale of 
wire and cable business 
included in consolidated net in 
come for the quarter. Although details 
have not been finalized, Mr. Humphreys 
aid, a net gain of about $3,500,000, o1 
share, 


the company’s 
is not 


65 cents a common will result 
from this transaction, 
Current assets on March 31 were 
$443,535,178 compared with $419,131, 
783 a year ago, Current liabilities were 
$150,452,681 with $135,944, 


690, Mr. Humphreys reported. 


compared 


A. S. Beck Declares Dividend 
The 


Seck 


New YorK 
of the A. S. 


declared a 


directors 
Corporation 


of 25 


hoard of 
Shoe 


quarterly dividend 


cents per share on the common stock of 
the A. S. Beck Shoe Corporation, pay- 
able May 15, 1957 to stockholders of 
record at the close of business on May 
6, 1957. 

They also declared a quarterly divi- 
dend of $1.18% on the preferred stock 
of the A. 8S. Beck Shoe Corporation, 
payable June 3, 1957, to the stock- 
holders of record at the close of busi- 
ness on May 15, 1957. 


Kinney’s April Sales 
Jump Almost 100 Per Cent 


New YorkK—The G. R. Kinney Cor 
poration announced an increase of 95.8 
net retail comparison 
figures for April. In April, 1957, sales 
were $6,685,000 compared with $3,414,- 


per cent in its 


000 a year ago, For the four months 
ended in April, the sales figure was 
$15,856,000, comparing with $14,010,- 


000, or an increase of 13.2 per cent. 

At the end of April the corporation 
was 384 stores in compari- 
son with 357 for the 
month last year. 


operating 
corresponding 


Biltrite Merger Approved 
Boston—Stockholders of both com 
panies approved a merger of Boston 
Woven Hose & Rubber Company and 
of American Biltrite Rubber Company. 
American Biltrite will pay 94 cents on 
first preferred and 12 cents on second 
preferred, while Boston Woven Hose 


preferred stockholders will receive $2.15 
a share. The payments are from effec- 
tive date of merger to June 15 for 
holders of record June 1. 


Open Chandler’s Shoe Store 
In Paramus, N. J., Center 


St. Lours—Edison Brothers Stores 
Inc. opened a new Chandler’s in Bam- 
berger’s Garden State Plaza Shopping 
Center development in Paramus, N. J. 
early in May. This is the fifth Chand- 
ler’s store to be opened in the New 
York market within recent months, ac- 
cording to Elmer Jeffryes, regional 
manager for the firm. 

Focal point of the new Chandler’s 
interior is a 60 foot curved canopy ex- 
tending over the handbag and hosiery 
departments. The exterior facade has 
four show windows resting on deeply 
undercut bulkheads of crab orchard 
stone in the random ashler pattern. 
Display windows extend into the store 
to carry out the exterior motif. The 
garden atmosphere is further enhanced 
by a solid stone wall brought into the 
store a distance of 26 feet and broken 
by a five foot display unit. 

Other Chandler’s stores to be opened 
within the next year in this greater 
New York market and now under con- 
struction are located on Fifth Avenue, 
New York City; in White Plains, 
N. Y.; Manhasset, Long Island; and 
in the Bergen Mall Shopping Center, 
also in Paramus, N. J. 
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FOOT KING 


GOODYEAR 
WELTS 


8. D. $6.00 net. BOYS 77923 sizes 5-7 
WHITE BUCK, thick Red soles 
net. BOYS 77917 sizes 5-7 
D. $5.10 net 

WHITE BUCK, Black soles: 


PANAMA (Smoke) ELK, Black CREPE sole 
D, Price $6.10 net 


$5.30 net 


BLACK SUEDE, Continental welt, extra thick 


net 


A. S. KREIDER & SON CO. 





SUMMER SHU-LOKS 


NEW LOWER PRICES “a 


NATURAL BRUSHED LEATHER, thick Red soles; Mens 79923, sizes 6-12, 
$5.30 net 

Mens 79917 sizes 6-12, B, C, D, $6.00 
Small boys sizes | to 6 B, C, 


Mens 79908 sizes 6-12, B, D. $6.00 net 
Mens 99010 sizes 6-12, B, 


GREY SUEDE, Continental welt, Mens 79905 B, C. D. $6.00 net. 


sole slab heel, 


Gents Biack Wal! toe laced tip 322711 sizes 12'/,-2, B, D. Price $4.65 


FOOT KINGS means BUSINESS 


DEPT. 515 PALMYRA, PA. 


another 







Natural 
Brushed Leather 
IN STOCK 
#19923 





GENUINE 
LEATHER 
TOP 


Mens 
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Send for 


STOCKED BY LEADING FINDINGS JOBBERS 


MODERN ORTHOPEDIC APPLIANCE 






TO WALKING PLEASURE 









Our Famous Scientific Correction 
Rubber Scaphoid with Full Arch Top 


Positions automatically for correct 
longitudinal support 


79907, B, D. Price $6.15 net REE Economically priced for daily use 
F 
Now Available in Gents Too! Sample Sizes for men, women, children 
Gents Black plain toe 322702 sizes 12!'/,-2. B, D. Price $4.50 net 


Fully described in our catalog, 
free on request. 





co., iNC. 


584 BROADWAY, NEW YORK 12, N.Y. CA 6-4723 
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We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


Pxerataciitchatels 


shoe stores, drive-ins and 


for values! 


shoe promotion buyers 





Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You Set Up o Profitable Operation 


National Shoes Creates Post 
Of Manager, Store Operations 


New York—Irving Brenner of Red 
Bank, N. J., has been promoted from 
district manager to the newly-created 


position of general manager of store 
operations for National Shoes, Inc., 
retail shoe chain, it was announced 





IRVING BRENNER 


Fred K. Siegel, 
The concern operates 136 popular-price 
family shoe stores in New York, 
Jersey, Connecticut, Massachusetts and 
Maryland 

The position, according to Mr. 
was created as part of a departmental 
reorganization designed to fill a need 


here by vice-president. 


New 


Siegel, 


for those 





CONVERSE RUBBER COMPANY 
MALDEN 48, MASSACHUSETTS 





May 15, 1957 





FOOTWEAR | 


for additional headquarters 
ment and direction of store operations. 
The need resulted from the chain’s ex- 
pansion during recent years and in 
anticipation of future 

Mr. Brenner joined 
in 1933 as a salesman and pro 
moted to assistant manager 
years later. In 1937, he was made man 
ager of the company’s store in Red 
Bank, N. J., where he served until his 
promotion to district manager in 1947. 


manage 


expansion. 
National Shoes 
was 


store two 


Thom MeAn Opens Store 
In Paramus, N. J., Center 


New York—Thom McAn is opening 
a family shoe store in the Garden State 
Plaza Shopping Center, Paramus, N. J. 


The new store will be operated by a 
local company, Garden State (N. J.) 
Thom McAn, Ine. 

Sam Santo will manage the store, 
according to John Walther, district di 
rector for Thom McAn in the area. 
Santo has been with Thom McAn since 


1947. A Paramus resident, he has been 
managing a Thom McAn family shoe 
store in Hackensack (N. J.). 

The new store has departments for 
men, women and children on two lev 
els. It has two entrances. The rear 
show window has been designed as a 
“picture window” and greenery is used 
in the interior decor in keeping with 


theme of the “Garden 


shopping center. 


the over-all 
State” 





EXTRA ~~ ea 


oasis) 


nal 








~\oe 


iP) WASHABLE 
<> SLIPPERS 


WELLCO SHOE CORP., Waynesville, N.C. 


Our prices on fine shoes, 
bought direct from the best known 
makers are in line with our 


nationwide reputation 


Quality Shoes Since. ‘32 


mM. K. WEIL Shoe Company 


“While in Town See Weil” 
1215 Washington Ave., Saint Louis 3, Mo 


Sample Rooms: Los Angeles * New York 


Collection of Extremely Light 
Ted Saval Shoes Exhibited 
New YorkK—A 


collection of Ted Saval 


showing of a new 


shoes designed 


by Rudi Gernreich was held recently 
in the offices of the General Shoe Cor 
poration. Officials of the corporation 
were present as well as officials of the 


Ted Saval division 
Mr 


transition 


Gernreich discussed briefly his 


from California ready-to 


California shoe de 


wear designer to 

signer and Gilbert Jonas, vice-presi 
dent in charge of the Ted Saval divi 
sion, described the working out of the 
new ideas in the factory and the ulti 
mate succe and satisfaction of the 
factory workers at a_ collection de 
signed to go with California clothe 


and California living 


The shoes displayed featured ex 
treme lightness with plastic shanks, 
counters and toe boxing to assure firm 
fit and shape as well! as lightness. The 


upper material meeting under the arch 
added to 
of the 
special heel construction used 
offered the 
arch support of a wedge 
different 
the wedge. 
in the 


and replacing soling material 
the light and elegant 
hoe A 


few 


appearance 


feeling of 
but 
ve! 


on a hoe 
had a 
ions of 


appearance from 


included 


flat 


Some were 


collection 







SALES 


VOLUME 
with 
WeELLCO 


ime { MELANE 
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Most Co 


pmiabl, 


a le STEP 


YOU CAN TAKE... 


Outstanding comfort and handsome styling . . 


. that’s what men want 


most in shoes. And that’s what you get when you feature McCoy shoes. 
Air-cushioned insoles guarantee lasting comfort to your customers, That 


means more repeat sales for you . 


. and more profit too. Get the 


full McCoy story from our representative, or write us to have him call... 
it’s the most profitable step you can take! 


MMeCO¥ 


SHOES FOR MEN 


HOLLAND-RACINE SHOES, INC. 


William M. Blackie Chosen 
To Lead Shoe Chain Stores 


[CONTINUED FROM PAGE 21] 


Shoe Company in 1928, 

a director of The Berland Shoe 
and I. Miller & 
York. In Nash 
director of the Third 


Nashville, the 


Jarman 
He | 
Company, St 
Son 


Loui , 
Company, New 
ville he ji a“ 
Nationa! jank = of 
ae a ay member of the 
telle Meade Club, Colemere 
Club, Cumberland Club and Bluegrass 
Country Club. He i 
Seta Pi, national 


neering 


and is a 
Country 


member of 
eng 


also a 
Tau honorary 
ociety 

Mr. Blackie is married to the forme) 
Miss Van Meter Proctor. They have two 
children, a daughter, now 
on, William M 
of duty in the U 
the shoe busine 


wed, and a 
Jr., who on completion 


S. Navy has entered 


Seymour Helfant to Direct 
NRDGA Small Stores Unit 


99 | 


[CONTINUED FROM PAGE 


Shoe Fitting and Shoe 
Therapy at City College 
He 


ship, elements of retailing, marketing, 


of courses in 


lectures in courses on salesman 


wholesaling, apparel accessories, store 


and and other 


courses in 


operation management 
and 
merchandising in the Brooklyn College 
division of Vocational Studies 

Mr. Helfant has guest lecturer 
at New York University, Lincoln Hos 
pital, New York City, and Podiatry So 
ciety of the State of New York and at 
numerous small 


Mi Helfant 


related small business 


been 


tore conventions. 

holds a Bachelor of 
Science degree from City College of 
New York, Master of Science degree 
in retailing from New York University 
and Bachelor of 
John’ 


Laws degree from St. 
School of Law. 
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Buying Action at PPSSA 
Goes Beyond Expectations 
[CONTINUED FROM PAGE 21] 
hibitor displayed two heels, 24/8 and 
15/8, what this manufac 


turer the best heights on 
which to introduce a new toe. 


pointing to 


considers 


Textured leathers in finer grains us- 
ually and leathers for street 
shoes with and some 
silk fabrics 


main 


smooth 
smooth suedes 
some fine for dressier 


the 
naps 


plu 
materials. 
naps ap- 
more casual 


hoes were uppe! 


Two-way and brushed 


peared in tailored and 


shoes. Pumps were number one sil 
houettes with an increasing number of 
dressier street and late day pumps on 
little, shaped lower heels, around 15/8. 
Black was the leading color with me- 
dium browns and camel shades for more 
casual types. Gray, “no color” shades at 
one end of the scale and red, both deep 
plummy shades for style promotion and 
bright reds for and younge1 
shoes were othe: 


volume 
colors. 

Discussing women’s clothes and shoes 
at the PPSSA breakfast meeting, Doris 
Weston Helen Joseph 
these trends. Miss Weston 
the trend in clothes as one of freedom, 
softness and fluidity. Mrs. Joseph em- 
phasized the same trend in shoes which 
will be slim, soft and light with many 
delicate dressmaker touches in draping, 
pleating, buttons and buckles. 

Manufacturers exhibiting fall lines 
of children’s shoes were gratified at the 
response of buyers. There were more 
than 180 different lines of dress, casuals, 
flats welts 
miscellaneous types. 

The price question was an important 
Some manufacturers have already 
increased their of the fall lines 
slightly at the most, 10 or 15 cents per 
pair. Others may be forced to follow 
suit very shortly. However, for the most 
part, prices remained stable. Retailers 


confirmed 


described 


and 


and as well as slippers and 


one 
prices 


are in a mood to grade up and are will- 
ing to pay the extra few cents, provided 
they get their money’s worth in better 
quality, better construction, better ma- 
terials. 

The style features in the fall lines 
that attracted most _ interest 
pumps wth modified tapered 
D’Orsay side lines, sweater top lines. 
All the categories of dress up casual, 
welts and flatties were well represented 
and received very favorable reaction. 

Patent leather, smooth or 
was popular in black, 
copper Smooth 
oft small grained, napped leathers and 
nylon velvet the most popular. 
Those manufacturers who had_ the 
bracelet and shoe tie-in were reporting 
interesting results. 

The big story in men’s shoes is black 
black, especially in 


were 


toes, 


grained, 
graphite and 
tones. leathers, suedes, 


were 


and more dress 
shoes. 

Manufacturers point out that 
fall clothing styles—slim, trim lines in 
muted fabrics—will create heavy con- 
sumer demand for black. This will be 
especially significant in combinations 
of smooth and grained leathers. Buyers 
have been most interested in the stitch- 
and-turn moc-front blucher 
exclusively in black. 

Brown is expected to fall off some- 
what from last year, giving way to 
black. Yet buyers have been looking at 

and buying—the lighter 
mainly those with a reddish tinge. Cor- 
dovan is making a strong comback 

A strong trend to lighter weight 
shoes is seen everywhere. Narrow-edged 


men’s 


and almost 


shades, 


soles in light-weight, slimmer lines con 
tinue the European trend. 

The most significant new 
is the boot. This is seen in every 
and material. Chukka-Boots lead 
field. Surprisingly light - weight 
neatly constructed, the boots are ex- 
pected to have their biggest 
year and to absorb a good piece of the 
growing suburban market. 


in casuals 
tyle 
the 
and 


campus 
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Sandals from Saddle Scraps a Best Seller 


Bill Porter, manager of Porter's Western stores, checks one of the company's thong 
sandals. Now a best-seller, the sandals in 1948 were a scrap by-product of the 
firm saddle manufacturing. 


PHOENIX, ARIZ.—Thong sandals, a 
by-product of a Phoenix saddle shop, 
now its most profitable item, have come 
to be called “Porters,” just as the name 
attached to the 
familiar blue jeans decades ago. 

The use of scrap from its 
shop has pushed Porters, an 82-yea) 
old firm here, into modern industry. 
At first the sandal was made by Porters 
for limited sale in local That 
was back in 1948. It is sale 
from coast to coast. 

Of course, modern machinery 
been added since 1948 in order to 
the popular sandals in volume 
necessary to meet the demand. But for 
a number of years the painstaking 
artisan and craftsman did the job. 

The catapulting of the into 
such wide acceptance is a surprise to 
sill Porter, who heads the firm’s man 
ufacturing and mail-order business. He 
ays is was merely a step from trying 
to utilize left from the 
tooled saddle 


Levis, came to be 


saddle 


stores. 


now on 


has 
pro 
duce 


item 


leather 
and 
manufacturing operation to the thong 


scrap 
firm’s handmade 
sandals. 
Production in several years after the 
start of sandal making in 1948 
reached such proprotions that there was 


soon 


not enough scrap to fill orders and the 
firm began buying leather. 

In 1955 the 
pairs and in 1956 
Production this year is 
total 75-80,000 pairs. 


sold 


sales hit 


15,000 
50,000. 


ex pected to 


company 


May 15, 1957 


in black, white 
sale in 
and by 
teen 


The sandals, made 
and natural 
stores throughout 
mail-order ads in women’s and 
agers’ magazines. Mr. said he 
has no idea of producing 
men; these are solely for 

About 18 of the 
work in sandal production 
was founded by Newton 
Abilene, Tex., in 1875, It 
operate in Phoenix in 1895 under 


shades, are on 
the country 


Porter 
andals for 
women, 

38 employe 

The 


Porter in 


firm’s 
firm 


began to 
I red 
the 
founder’ 
Bill, 


Porter, son of the founder. Today 
the 
and 


is operated by 
Fred, Jr., 
Porter. 


firm 
grandsons, and a 


cousin, Joe 


Selby Shoe Designer Quits 
Joseph J. 


internationally as a shoe de 
resigned Selby Shoe 


PORTSMOUTH, O. 
known 


Rathy, 


signer, has from y 
Company. 
Mr. Rathy 
tion 
offers from shoe 


With Selby for 


tyles, patterns, lasts 


said he will take a 


accepting 


Vaca 


before one of several 
manufacture! 
years, he w 


five Vas In 


charge of and 


quality. He specializes in styling and 
designing. 
Prior to 
I. Miller 
Shoe Company. 
He operated his 


Angeles 


with 


Internationa! 


coming here he was 


Company and 


own plant in Los 


and patented name brand 


shoes he designed. Abroad he was with 


firms in Paris, Budapest and Vienna 


Curtis-Stephens-Embry 
Marks 75th Anniversary 


READING, PA. 
Embry Company, 
independent children’s 
turer in the 
75th anniversary this year 

The firm was 
F. W. Curtis, S: 
Mr. Curtis was a shoe salesman 
Rockland, Mass., and Mr 


wholesaler of leathe 


Curtis 
one of 


Stephen 
the 
manutac 


olde 
shoe 
country, celebrate it 
founded in 1882 by 
and I Ss Jone 5 
from 
Jones, a 
find 


the manu 


and leather 
ings. Joining forces to enter 
facturing field, they dropped the whole 
aling end of the bu 
The first Curtis 
in Mt. Holly, N. J., 


within a 


ness 


and Jones factory 


became too mall 
production wa 

the 
the 


evel 


year, and 
During 


1882-1902, 


moved to Reading, Pa 
from 


three 


20-year period 
times to 
settling, in 1902, in 


Kighth 


company moved 


large quarters 
tory building at 
Streets, 


a three and 


Oley Reading 

Soon the plant was again too small 
floors added in 1908, and a 
built in 1912. A 
branch factory, at Richland, Pa., wa 
1918, but 
and all 


Two were 


northern extension 


acquired in was sold a year 


ago operations consolidated 
again in the Reading plant, a building 
now occupying 140,000 sq. ft. of floor 
pace, 


One of the 
died in 


original founders, F 
1916. F. W, 
the remaining partner, carried on the 
with his son, F. IL. Curti 
1928 when Curtis & Jones merged 
with Stephen 

the the 
became president, a post he held until 
his death in 1950 when T. H 
to the presidency 


Jones, Curtis, S1 
busine 
until 
Company. At 
Curt 


Embry 
time of merger, FF. | 
Embry 
ucceeded 

EK. L. 
position of 
1953 


retired 


held the 
vice-president, retired in 
died. Mr 


yea! 


Stephens, Jr., who 


Embry 
1954 the 


and ha 

the next 
company has been run by three grand 
ons of the founder. F. W 


now president; Richard P. Curti 


Ince 


Since 


Curtis 1 
vice 


president and and Jame 


Rick, 
In the 
for babie 


ecretary ; 
and trea 

the 
through growing girls were 


vice-president urer 


early day firm’s shoe 


undet trade 
the past 20 
concentrated on 
high 


addition 


marketed variou name 


kor production na 
the Pro-tek-ti 


children’ weit 


yea! 
heen 
line of quality 
the 


shoe DY 


hoe In company make 
the Extra Support Pro-tek-tiy, 
Modern Avge shoes, Straight Last 
by Pro-tek-tiv, and Modern Age Official 


hor 


noe 


Girl Scout and Brownie Scout 


BG S Vice-President Resigns 
MANCHESTER, N. H Harold W 


Cohen has resigned as vice-president 


manager of BG § hoe 
affiiliate divi 
Eli A Cohen, 


Cohen has a 


ind general 


Corporation and it ion 
announced by 
president. My 
umed the 


Harold W 


future plan 


it Wa 
BGS 
position of general manage: 
Cohen ha 


not disclosed ar 








News=-=Maker ... 


By MARDO WILLIAMS 


J he 
remainder of the shoe 


(COLU MBI .) 
being watched hy 


Herbert Lape, Jr., president 


man currently 

ndustry 1 

of the Julian & Kokenge Company. 
Mi notice his 


company 1 


Lape recently served 


out to expand by acquisi 


tion of other desirable shoe properties, 


wherever located 
He followed his announcement by 
purchasing the Marshall, Meadows & 


Auburn, N. Y., 
British Walkers, 
acquiring the Selby Arch Pre 
Selby Com 


stewart Company of 


for manufacture of 
and by 
ine of the 


ervel former 


pany, of Port mouth. 


The two new properties added $2 
million of sales, at the Marshall, Mead 
ows & Stewart division, and will bring 
another $3.5 to $4 million of annual 
the Selby line. Together, 
add some 80 per cent to the 
annual sales volume of the 
& Kokenge Footsaver 
ines, 


“aie from 
will 
$7,250,000 


they 


Julian 
Locke 
Mr. Lape, a dynamic operator 

i knowledge of gained from a 

in the industry, admitted the 


parent 
and Dr 
with 
shoe 4 


lifetime 


recent purchase of Selby Arch Pre 
erver for an unannounced sum (Rock- 
wood & Company of Brooklyn, N. Y., 


reportedly had been $250,000) 


has turned his firm into one of the top 


asking 


contender in the sale of women’s 
walking shoe 

The Arch Preserver line retails at 
$16.95 to $18.95; the British Walkers, 


at 18.95 to $20.95; and the Foot Save) 


and Dy Locke, $19.95 to $22.95. The 
four lines cover a wide segment of the 
medium-high priced women’s comfort 
market 

When the Selby division of Julian 


& Kokenge into full production 
at Portsmouth in mid-May, the Colum 


wing 


hbus-headquartered operation will count 


ome 1,909 employes. The Julian & 
Kokenge main plant employs 880; the 
Marshall, Meadows & Stewart division 
at Auburn, 250; and the Selby opera 
tion at Portsmouth will have between 
750 and S00 employes under super 


W allace H 


appointed general manager of the Selby 


vision of tJenton, recently 


divi 


ion 


J & L Looks for More Growth 


J & K will continue to grow, the 
ompany president insists, It is inter 
ested In acquiring other shoe proper 
ties, but not any more of the Selby 
ines, he explained 


No attempt will be made to re-estab 
lish the Selby retail units 


& Company dissolved before selling its 


Rock wood 


Portsmouth 


real estate to the Williams 
Manufacturing Company of Ports 
mouth Mr. Lape has announced. He 
leased 100,000 square feet of floor 
pace in the old Selby multi-floor plant 
from Williams 
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HERBERT LAPE, JR. 


Right Julian & Kokenge has 
retail stores in Milwaukee, Green Bay, 


Toledo, Columbus, Colorado Springs 


now, 


and a leased department in Dallas, Tex. 


The company also has licensed the 
Pitman Shoe Company, Ltd., of Mel- 


bourne, Australia, and Auckland, New 


Zealand, to manufacture Foot Saver 
women’s shoes. 

Men’s Foot Saver and Dr. Locke 
shoes are manufactured for J & K 


by the Commonwealth Shoe & Leather 
Company of Whitman, Mass. 

Reaction of the retail trade to 
Julian and Kokenge acquisition of the 
Arch highest-priced, best- 
selling of six Selby lines, was a testi 
monial to the reputation of the Colum- 
bus company and the the integrity of 
its management. 


Preserver, 


“Reaction Gratifying” 
from Arch 


from 
handling our other lines has been most 
gratifying,’ Mr. Lape reported. 

From other quarters came optimistic 
reports the J & K name is such that 
the Selby Arch Preserver will show a 
25 per the $3.5 mil- 

result 


“Reaction Preserver cus 


tomers and dealers already 


cent increase ove! 


lion predicted yearly sales aa 
of the acquisition. 


Fourteen Selby salesmen took to the 


road at once, armed with a fall line 
that reputedly is tops. 
“It is our hope and our intention to 


expand the Arch Preserver production 
o that eventually we can employ the 
the shoe workers 
the Selby Shoe 


Lape said. That com- 


greater portion of 
employed by 


Mr 
pany employed 1,500 in its Portsmouth 


formerly 
Company,” 


operations, 
The Julian & Kokenge Company has 


an excellent reputation in Columbus 
where its labor and community rela- 
tions programs are widely copied. 


Associates give Mr. Lape credit fo1 


the harmonious operation. 

He operates on a philosophy that 
there are three factors that must be 
near-ideal in every successful business 

labor relations, customer relations 
and stockholder relations. 


“If we fail to practice good human 
relations with our employes, we cannot 
expect either their cooperation or good 
workmanship.” 

So J & K attempts to keep key 
workers informed about finances, sales 
expenses and solvency at all times. 
Many are among the 450 stockholders of 
the company, and are directly inter- 
ested as part owners of the firm by 
which they are employed. 

A generous program of fringe bene- 
fits, that are equal to, or in 
excess of, rates in competitive lines, 
and friendly supervison that attempts 
to explain to workers why operational] 
changes are necessary to help keep em- 
ployes frendly and on the job. 


wages 


“We attempt to assure out stock- 
holders of a fair return on their in- 
vestment, in -the belief that in the 


modern world a retailer wants to buy 
shoes from a manufacturer who knows 
how to make a profit.” 

Julian & Kokenge has paid dividends 
every year for 28 consecutive years. 
Mr. Lape anticipates that the firm will 
declare its customary $1.25 per year 
per share dividend for 1957. Shares 
are sold over the counter and no price 
was set on the stock by Mr. Lape. 


Retailer Comes In 


Customers are just as important, as 
stockholders or employes, in the Julian 
& Kokenge operation. 

“We feel,” Mr. Lape explained, “that 
the retailer is entitled to a profit or he 
cannot long survive. Volume without 
profit is wasted effort, so we insist on 
a realistic pricing structure that per- 
mits our customers to pocket some cash 
after paying the manufacturer and the 
costs of operation.” 

The company is well satisfied with 

near-downtown location at 270 
South Front Street. It is centrally- 
located for retailers wishing to call 
at the plant, for sales meetings, and 
for employes who use the public trans- 
portation system. 

“We don’t plan any addition or ex- 
pansion at the home plant at this time,” 
he said, “And we don’t plan to move 
to the outskirts, any location 
outside of Columbus.” 

A few weeks ago, the executive had 
to go directly to his employes to spike 
rumors that he planned to buy the en- 
tire Selby plant and move out of 
Columbus to produce Footsaver, Dr. 
Locke and Selby shoes in Portsmouth. 

“We like Columbus,” he said, “and 
we are not moving out.” 

Herbert Lape, Jr., been 
Julian & Kokenge Company since 1925, 
at which time his father, H. N. Lape, 
was a vice president of J & K. The 
elder Mr. Lape still is chairman of the 
board. 

The son admits he 
influenced by his father in selection of 
his lifetime work. 

Shortly after he was 
Ohio State University 
business 


its 


or to 


has with 


probably was 


graduated from 
in 1923 with a 
degree in administration, 
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Herbert Lape, Jr., accepted a job 
traveling for the Conrad Shoe Com- 
pany of Brockton, Mass. 

He became a salesman for Julian 
& Kokenge in 1925, was made sales 


manager in 1929 and a vice-president 
of the firm in 1935. He has been pres- 
ident since 1941. 

A third generation of the Lape fam- 
ily is getting his start in the shoe 
business—selling, as did his father and 
grandfather before him. Robert Lape 
is traveling in the company’s southwest 
territory of Arkansas, Oklahoma, Texas 
and Colorado. 

“Eventually,” Mr. Lape’ explains, 
‘Bob will come back to the plant and 
I'l! be able to take things easier. Mean- 
time, he needs the sales experience he 
is getting in the field.” 

Management responsibilities will be- 
come greater with growth of the com- 
pany, which under the present manage- 
ment has no desire to diversify except 
within the shoe industry itself. 

“We are moving slowly but solidly. 
We are ready to grow and we will grow 
on a solid foundation,” the Julian & 


Kokenge president insists. 


Plymouth Shows New Line 

Of Pilgrim Shoes to Salesmen 
MIDDLEBORO, Representatives 

who attended the sales meeting of the 


Plymouth Shoe Company here partici- 
pated in a discussion of the company’s 


The Hollywood Scuff 
That's Sweeping the 


For the new, the different, the 
exciting, the promotable, in 
Sandals, Casuals, Scuffs, look 
to Lion ~~ 

first. 


MASS. 





expanded Plymouth shoe in-stock line 
for fall. They also were introduced to 
a group of custom Venetian hand-sewn 
mocs and had presented to them a new 
line of Pilgrim shoes designed to sell 
in the volume price range. 


W. S. Lane, the company’s directo: 
of sales, told the salesmen that the 
hand-sewn line of Venetian mocs in 


cludes five styles and incorporates such 
luxury items as kid linings and pre- 
mium leathers. In the new Pilgrim 
line, he said, a Shu-Lock device has 
been adopted on some styles. 

The meeting ended with a 
at Hobomock Inn, in Pembroke, Mass., 
at which the host was Robert Gold 
stein, chairman of the company’s 
board of directors. 

Salesmen who attended and who are 
now in the territories Milton J 
Ellis, Frank R. Hamlet, C. B. Hitz, 
W. A. L. Johnson, B. H. Latsch, Au 
gust Me!tzer, R. C. Pape, Martin Ran- 
dall, Louis Solomon, R. W. Schuerman, 
and K. F. Stuart. 


banquet 


are: 


ry . . 
Three Songo Representatives 
PORTLAND, ME.—Songo’s division of 
Songo Shoe Manufacturing Company, 
named three additional sales represen 


tatives. Tom Guthrie will cover the 
southwest from Dallas. He was as 
sociated for 20 years with Volk 


Brothers, Dallas, and recently resigned 


Fletcher Hull will travel California, 
Arizona and Nevada. He entered the 
shoe business with Joyce, Inc., in 1951 


and in 1954 became president of Bowen 
and Hull, managers of the Wm. Joyce 


Golf Shoes. This position he recently re 





signed. Al Smith, who has travelled 
New England and New York for Selby 
and more recently the Women’s divi 
ion of Florsheim will cover the same 
lé rritory for Songo’s 

Charlton Western Manager 
Of Virginia Shoe Play-Poise 





Jack Chariton, appointed sales manager 
of western United States by the Virginia 
Shoe Corporation of Fredericksburg, Va. 














as general manager of Owens Shoes, He will be in charge of sales of the 
also of Dallas. Play-Poise line in all western states. 
a 
Sensation 
Country / an 
Bellair e 
Speer aise 


Smartest Name in Comfort! 


. meor 


50 M Men's Scuff 
Tan, Black, Wine 
Full Sizes 6-12 


50 L Ladies’ Scuff 






Created for today's smart women 
porating unique cushion comfort construction 
with the latest in style. Here's a combination 
that sells on sight... 
perform- 









repeats on 


Tan, Black, Red ance. For year-round 
: i profits, stock and sell 
Full Sizes 4-9 PUSHIONIZED 
BELLAIRES! 





“WINNER” 


Style 1460-—Black Glove 
Alse in Brown, Blue, 
Red, Beige and White 
In. STOCK 
4-10, AAA-EEE 


s] a (O) a OF 














CUSHIONIZED BELLAIRE 


INCORPORATED 
707 BROADWAY 
NEW YORK, N. Y. 





Division of Holmes Stickney, Inc. 
PORTLAND, MAINE 
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Grearson Joins John E. 


DOUGLAS C. GREARSON 


BRIDGEWATER, 


ment of a new 


and the transfer of another to a new 


territory 


John FE. Lucey Company of Bridgewater 
The new addition to the company’s 
ale taff is Douglas C 


for the last 


pany of Boston 


tate 


MASss. 


sales 


have been announced by the 


1% years, 
hoe buyer for the Jordan Marsh Com 
His territory includes son 
western Pennsylvania, Ohio, West Vir 
yinia and the Buffalo area of New York 


Lucey Company 


JAMES L. TODD 
Transferred from this 
New England 
Todd who 
Kelley. Mr 
business in Emerson 
Shoe then has 
served in both executive and sales ca- 
with Thompson Bros. Shoe 
Company, Doyle Shoe Company, Stet- 
Shoe Company, Gregory & Read 
Company and the Geo. E. Keith Com- 
He joined the John E. Lucey 
1961. 


The appoint territory to 
states is James L. 


late T. M. 


in the shoe 


representative the 
succeeds the 
Todd started 
1916 with the 
Company and _ since 
Grearson who, 
men’s 


has been pacities 


pany. 
Company in 


Textileather Forrest Process 
Moves Operations to Toledo 


ToLepo—The Forrest Process opera- 
tions of the Textileather Division of 
The Genera] Tire & Rubber Company 
has been moved to Toledo from the 
Bronx, New York for a more complete 
integration of operations, Jules D. 
Lippmann, general manager of the 
Textileather division, announced. 

The move will bring to Toledo the 
complete manufacturing facilities for 
production of high - fidelity embossing 
by which specialized vinyl! 
fabrics may be obtained. Textileather 
has been supplying the High-Fidelity 
embossed materials principally to the 
automotive industries and recently has 


effects in 


produced new patterns which are gain- 
ing popularity in the shoe industry for 
uppers of men’s, women’s and children’s 
shoes. 

Mr. Lippmann said the concentration 
the Toledo piant 
process to the 
manufacturing vinyl 
New efficiency will be gained 
the vinyl 
to the Bronx will be eliminated. 


of the operations at 
will bring the unique 
source of the 
fabrics. 
because shipment of fabrics 

Deliveries of the High-Fidelity em- 
bossed materials will continue uninter- 
rupted since some duplicate machinery 
already is in operation at Textileather’s 
Toledo plant. 
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One of America’s Finest Resources for 


* SAMPLES 
* JOB LOTS 
* CANCELLATIONS 


Branded Shoes - first quality 
from outstanding makers 


IDEAL FOR 
Cancellation Stores 
Drive Ins 

Bargain Basements 


IBARIS 


maTME NATION’S FINEST 
MCANCELLATION SHOES | 


READE STREET 


Address 


Cosyloot 


RIPPLE GRAIN OXFORD 
All brown, brown & white 
black & white 
Sizes 5 to 9 
Widths A to E 


WRITE TODAY 








G. W. CHESBROUGH, INC. 


797 W. SMITH STREET « 





ROCHESTER 6, N. Y. 





NEW 
Phone 


YORK 7 


ALBARISHOE wWOrth 








Shoe Store Equipment 


CATALOGUE 
IS RESERVED FOR YOU! 
=-- Mail Coupon Today! --- 


gomilo G Donnell 


ROMITO-DONNELLY 


CORPORATION 


RAVENNA,OHIO 
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Mears Heel Company Elects 
Victor B. Crandall President 

Sr. Lours—Officers and members of 
the executive committee were elected 
at the annual meeting of the Western 
Wood Heel Manufacturers’ Associa- 
tion, held here. New president is 
Victor B. Crandall, United Wood Heel 
Company, St. Louis. Other officers are 
vice-president, Fred Lovejoy, Fred W. 
Mears Heel Company, St. Louis; and 
secretary, John M. Delaney, Delaney 
Wood Heel Company, Cincinnati. 

Elected to the executive committee, 
in addition to the three officers, were 
Robert E. Matthews, Matthews Heel 
Covering Company, Milwaukee; and 
Eric V. Nelson, Vulcan Corporation, 
Johnson City, N. Y. Lucius F. Foster 
of the Guild Associates, Boston, will 
continue as the association’s executive 
director. 


Thiele Plant Superintendent 
MILWAU KEE Ludwig Strauss for- 

merly with Greenebaum Tanning Com- 

pany, Chicago, has been appointed as 


plant superintendent by the Thiele 
Tanning Company here. In addition, 
John J. Wisniewski has been elected 


vice-president. The company under the 
direction of .Helmuth M. Thiele, has 
been experimenting with new types of 
leather, to be announced within the 
next few months. 


FIRST CHOICE 
WITH 

TOP RETAILERS 

AND 


REAL BOYS 


MOUNT JOY 


oe 


ALSO MAKERS OF Greets | 


rua aus sors Action 
GERBERICH-PAYWNE SHOE Co. 





Shoe Industry Plans Drive to Aid Catholic Charities 


New YorK—Plans for the 1957 fund 
raising campaign of Catholic Charities 
with relation to the shoe and leather 
industry of Greater New York, were 
made at a luncheon meeting held at 
the Harvard Club, attended by members 
of the Shoe and Leather Committee. 

Louis B. Keane, A. S. Beck Shoe 
Corporation, again serving as chairman 
for the divisional group, presented 
Monsignor Guilfoyle and Father Me 
Keown, who reported on the program 
and scope of work performed by 
Catholic Charities in its yearly ex 
panding services rendered the poor and 
underprivileged of the Metropolitan 
area. Child care, the sick and needy, 
as well as the increasing problem of 
youth counseling service, they 
make urgent the needed funds. 

Of a total fund appeal estimated as 
$2,900,000; the Shoe and Leather In- 
dustry in this divisional campaign has 
a quota of $18,000. 

Serving on the Cardinal’s Committee 
of the Laity for the Shoe and Leather 
Committee is Louis B. 
man. Vice-Chairman are 
Calderazzo, Letharama, 
F, Callahan, T. & F. Callahan, Inc.; 
Jesse Holmes, G. R. Kinney Company, 
Inc.; Larry Horan, J. & J. Slater; and 
James V. McGlynn. Committeemen are 
Gerald A. Burke, Ramsey Shoe 


J Com- 
pany; George K. Burns, Charles Cush 


said, 


Keane as chair 
Dominick J. 
Inc.; Thomas 


super 


flexible — 





PENNSYLVANIA 








MAY 19-22 @ 





MIDWEST SHOE MARKET 


MORRISON HOTEL 


— FREE COFFEE AND ROLLS SUNDAY MORNING — 
— DOOR PRIZES 10 RETAILERS — 


COCKTAIL PARTY & BUFFET DINNER TUESDAY, MAY 21 
MIDWEST SHOE TRAVELERS’ ASSOCIATION 


@ CHICAGO 


IN STOCK 
FOR IMMEDIATE 
DELIVERY 


Hand-lasted, 








May 15, 1957 





super light — 


STREET 
BALLETS 


air-foam 


leathers. Fully lined, full chrome soles 





man, Inc.; George A. Eecclesine, Gerbe 
rich-Payne Shoe Company; Patrick T 
Gabriel, Wood Heel 
Company; John Getty, Curtis-Stephens 
Embry Company; O. E. Hoskinson, 
Buster Brown Shoe Comapny; Gil Me 
Dougald, New York Yankees; Arthur 
McMahon, J. C. Penney & Company; 
Nathaniel J. McManus, 
Shoe Corporation; 
Miles Shoes; John J. Moran, American 
Shoemaking; Patrick G. Pisano, Brook 
lyn Beading & Novelty Company; 
Ernest Rainey, Diamond Shoe Corpora 
tion; Myles B. Read, B. Altman & 
Company; John J. Reilly, Boor AND 
SHOE RECORDER; Joseph V, Roxe, W. T 
Grant Company; Welsh, 
Standard Thread 


Gabriel - Century 


Lock wedge 


Joseph Marren, 


and Joseph 


Company 


Allied Show 


New YorkK—A 
cation Was 


in New Location 
change of exhibit lo 
announced for the semi 
Allied Shoe Products and Style 
August 2-6. It 


annual 


Exhibit for will be 


housed in the all-air-conditioned New 
York Trade Show Building at 35th 
Street and Eighth Avenue. 

Duane W. Carlton is president and 


the building. ¢ 
show manager, Mrs. Shirley 


executive director of 
KE. Heyde i 
W. Gropp, assistant show manager and 
Clarence R. Heyde, show directo: 


NO SERVICE 
CHARGE ON 
SMALL ORDERS 


(hea{ricals 


>y BERNEDO 


cushioned ballets of finest garment 


Black or white leathez, 


dyeable white satin and gold or silver mesh. Net f.0.b. Boston, 


BERNED SHOE CO. 


Manufacturers ¢ Distributors 
207 Essex St., Boston 11, Mass. 


$190 
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BLUM SHOE MFG. CO 


ALWAYS 
A STEP AHEAD 


Popular priced 
slippers for men, 
women and 
children 


Hit styles in 
high fashions 


times a day 


puble profit 


Many shoe de- 
partments make this 
double profit more than 
times every day. It's 
to do... by offering 
proven, effective Cuboid 
Balancers, featherweight 
inserts. Designed with an 
entirely different concept to 
provide medically-proven foot 
relief, Cuboid Foot Balancers re- 
tail for $6.95 a pair. Only a few 
feet of shelf space required 
today for Cuboid Franchise In- 
formation, Burns Cuboid Com- 
pany, P.O. Box 658, Santa Ana, 
California, 


Cuboids 


BURNS CUBOID CO. 


eleven 
so @aRy 
time 
Foot 
shoe 


© 80n «58 SANTA ANA, CALIFORNIA 


DANSVILLE, N. Y. 





SEE PAGE 84 





Anwelt 


MAURICE BLOCK 


MASss 
the Anwelt 
Company, 
two 
executive 


Ansin, 
Manu 

announced 
the 
Maurice 


Sidney 


Shoe 


here, 


FITCHBURG, 
president of 
facturing 
the 
company’s 
Block has 


ale 


members of 
staff. 
vice-president 


Loul Ir 


promotion of 
become and 
and allman 
now vice-president 

Mi slock 
June, 1947. 
converted to 


manayetr 
joined the company in 
After the factory had been 
the 
present line, Goodyear welt work shoe 

he took over the selling with the entire 
United States as his territory. He wa 

under the guidance of Ben D. Schwartz, 


manufacture of it 


treasure? 


Shoe Company Anticipates Growth 


LOUIS FALLMAN 


Six ye later, both men found they 
needed assistance and two other ex 
Fred Smith 
Schwartz 


ecutives joined the team 
ssistant to My 
appointed to covet 
Under 


became a and 
Mr. Fallman was 
the South and Southwest. 
four men and with the cooperation of 
Eddie the superintendent 
who has been with the company for 30 


these 
Delmolino, 


years, consistent progress has been 


made, the company says 
Mr. Block Says he 
volume to be ahead of 


1957 
that 


made 


expects 
1956 and 
merchandising plans already 

make it seem likely that 1958 will show 


another increase 





King’s Has New Slipper Line, 


NEW YORK Selma Michelson has 
been appointed sales manager of King’s 
Footwear, Inc., according to an 
nouncement by Jack Wayne, president. 
Mrs. Michelson, mer- 
chandising Honeybugs, 
Bee slippers and san- 
dals, and Little Bee children’s slippers 
and sandals. Fall styles for the King 
Bee men’s slippers will shown 
at the King’s the 
McAlpin Hotel. 


Appointment of three new 


an- 
was formerly 
director of 


(Jueen women’s 


also be 


Footwear suite at 


sales rep- 
resentatives, all associated 
with 


formerly 
Honeybugs, was 
by Mr. Wayne. Al 
New England and 
Robert Gorman will handle the states 
of Illinois, Wisconsin, Minnesota, Indi- 
ana and Michigan. Norman O’Neil, a 
member of the board of directors for 
the Pacific Northwest Shoe Travellers, 
will the West Coast and the 
northwest section of the United States 

Carl Potashnick will continue in the 
states of New Jersey and New York, 
Queen Bee Little Bee to 
Bee line he has repre- 

King’s 

The new women’s slipper line, Queen 
Bee, is balanced with 12 month a year 


announced 
will 


also 
Hogan cover 


upper New York. 


cover 


adding and 


the King been 


senting for Footweat 


made in leathers 
will include scuffs, medium 
heels, backs and 
Slippers and sandals will 


basis. The new items, 


and fabrics, 
closed 


heels, high 


bootie types. 


Names New Representatives 


hetween $3 to $6. The Little 


retail between $3 to $5 


retail 
Bees will 

King’s Footwear Inc., with offices and 
display rooms in the Marbridge Build 
ing, New York, is scheduling a strong 
national advertising campaign for the 


Queen Bee line. 


Roberts, Johnson & Rand 
Assigns Shapiro to Chicago 


Marvin H 
the 
territory by 


St. Louts Shapiro ha 


been assigned Chicago area and 
Indiana 
Johnson & tand 
national Shoe Company. 


announced by 


toberts, 
division of Inte) 
The appoint 


Percy B 


sales 


ment 
Wendt, 
boys’ shoes in the northern division. 
Mr. Shapiro replaces H. G. Wright, 
native of Duluth, 


Was 


sales manager for men’s and 


who has resigned. A 
Minn., Mr. Shapiro 
International on a 
Ohio 


has 


nas represented 


temporary basis 


in California, and Louisiana 
territories. He 


experience with Baker’s in Duluth and 
I 


had retail shoe 


manager of a Sears-Roebuck shoe 
department there. He is a 
of both University of 
and the University of Pennsylvania. 
Mr. Shapiro will carry Rand, Rand 
craft, Official Boy Scout, Star Brand 
and Hy-Test shoes will make his 
headquarters at West Madison 


was 
graduate 


tne Minnesota 


, and 
173 


Avenue, Chicago. 
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Freeman Appointments 


” 





DAVID PRICE 


BELOIT, WIs. Meetings the 
Freeman sales organization were held 


with 


at the factory in Beloit, and at the 
Roosevelt Hotel in New Orleans with 
the complete fall and winter style 


program presented by John D. Tobias, 
vice-president in charge of sales and 
other members of the executive staff. 

Several] changes in territories 
were announced by Mr. Tobias. The 
Florida-Southern Georgia territory will 
henceforth be covered by David Price 
who Emmett Toppino. Mr. 
Toppino recently resigned. Mr. Price, 
represented the Jarman 


sales 


replaces 


who formerly 
line of the General 
in Southern California, will make St. 
Augustine, 


Fla. his and head- 
quarters. 


Freeman dealers in South 
and Northern Georgia will be called on 
henceforth by William A. Raynor, who 


Shoe Corporation 
home 


Carolina 


in Southern 





LEON HILDEBRANDT 


has been associated with the Freeman 
Shoe Corporation for the past 10 years. 
formerly the 


division in numerou 


Mr. Raynor represented 
Freeman retail 


cities and during the past year he a 


sisted A. Hoyle Hinkle in the Caro 
linas. Mr. Hinkle will confine his direct 
selling activities to North Carolina 
While Mr. Raynor now resides In 
Greensboro. N. C., he plans to locate 
in South Carolina in the near future. 

Leon C. Hildebrandt will cover the 


Michigan territory formerly covered 
by Bob Wollin who resigned 
Mr. Hildebrandt came up through the 


ranks in factory 


recently. 
Freeman various 
activities during the past 
He was formerly attached to a number 


seven yeal 


of Freeman retail departments, in 


wholesale sales and manufacturing de 





Dr. Scholl Set to Observe 
Annual Merchandising Week 


Cuicaco—Dr, Scholl’s Foot Comfort 
Week wil! be observed for the 41st con 
secutive year from June 22-29. 

The Scholl Manufacturing Company, 
which Dr. Scholl’s said 
shoe from coast to are 
planning window and counter displays 
and advertising promotions to tie in 


makes shoes, 


dealers coast 


with the annual merchandising pro 
gram. 
Dr. Scholl’s Foot Comfort Week ad- 


vertising schedule for 1957 calls for 
the biggest program in the company’s 
history. It will be spearheaded by a 
full page in the Saturday Evening Post 
and a quarter page in Life, plus ads 
in leading magazines and Sunday sup 
plements and major daily newspaper 


across the country. 


Daniel Green 75 Years Old 
DOLGEVILLE, N. Y. 
Company celebrates its 


The Daniel Green 
75th anniver- 
sary this year, according to a 
from the company. 

The firm, which specializes in a 
widely advertised slipper line, 
begun in 1882 by two brothers Daniel 


report 


was 


May 15, 1957 


partment. He will make his home in 
Highland Park, Mich. 
and William Green. The first item in 


felt suggested 


shoe 


lipper 
made by fac 
cold 


pairs, the 


their line was a 
by the crude, felt 
tory hands for 
concrete floors. 


protection from 


From 600 
production, the firm’s out 


the million 


first year’s 


put has risen to two mark 


annually 


Irving Drew Vice-President 

To Have Testimonial Dinner 
NEW YORK Nathan J. Levy, ce 

president of the Irving Drew Corpora 


will be honored at 
May 25 at the 


tion, Lancaster, O., 


a testimonial dinner 


Nautilus Hotel, Atlantic Beach, Long 
Island. The affair i ponsored by the 
Nassau Guild, Inc. of five towns of 
Nassau County Lawrence, Cedar 
hurst, Woodmere, Inwood and Newitt 

The Nassau Guild is a branch of the 
National Guild for the Mentally and 
Emotionally Disturbed Children and 
Mr. Levy is being honored for hi 
activities. Funds raised at the dinner 


will go towards erecting a new clinic 

for the Guild, to be named in 

of Mr. Levy’ Howard 
I'rank Gulatto, district 


Nassau County will be the toa 


memory 
on, 
attorney fot 


tmaster 





Where 
bE BUY 














MEN'S SHOES 





f 

| E. P. BAYLESS Shoe Co. 

1202 E. New York st., Indianapolis, Ind. 

i are distributors for SHAW NATION 
ALLY ADVERTISED men’s shoes 
Indiana, Western Ohio and Easte 
Iilinots. Styles to tail from $8.95 to 

f $12.95. We have a complete floor 

f of Shaw shoes AA through EE! 
to 15! Write TODAY for detar 

i ~~ 





ARCH 






Moccasin 
type Blucher 
oxford, Cherrytone 

| leather, Pacifate twill 
| lining, right and left quarters 
on our No. 10 weall-type combination 

last. An outstanding shoe for gas station 


F attendants, garage men, mechanics and 
| all factory workers. IN-STOCK B through 
: EEE, 5 to 13 


'M. T. SHAW, Ine., Coldwater, Mich. 





SHOWER SHOES 








MEN’S, LADIES’, BOYS’, GIRLS’ 


SHOWER 
CLOGS 


POPULAR PRICED 





STAPLE YEAR ‘ROUND SELLER 
SEND FOR CATALOG OR JOBBER'S NAME 








WwOODSCO, Inc. cINCINNATI 12 








JOBS 





Everyone Who Knows Comes to BARIS 


SURPLUS SHOE STOCKS 
from best sources always on hand 


at action prices 
B A al | S THE NATION'S FINEST 
CANCELLATION SHOES 
79-61 READE ST., NW. Y.7 + WO 2.5180 























JOBS 





For Over 41 Years 


Headquarters For 


CANCELLATION 
STORES 


Quality Brands 
Largest Stocks All Price Ranges 


ho pa 


Lowest Prices 








MOSINGER-COHN 


Was? ton Sr 


4 


Louis 3, Mo 





BOX HANDLERS 





LONG ARM 


the efficient box hondler 


Quicker 
Easier 


Safer 


than any other way to get shoes from the high 
shelves And you return the empties upside 
down—no falls from ladders or stools—no energy 
wasted—Long arms with 24", 30", 36", 48", “8 
handies $3.50, with 72°' handies $4.50, postage 
prepaid in U. SS. A Specify handle lengths 
desired and if for Men's of Women's boxes— 
your Jobber or 


CARL BEEMAN 


Cedar Heights Rd Stamford, Conn. 





JOBS 








CANCELLATIONS 
COME TO PHILADELPHIA 


YOUR OPPORTUNITY TO BUY SHOES 
AT LOWER PRICES DUE TO 
OUR LOW OVERHEAD 
BEST KNOWN BRANDS IN AMERICA 
MEN'S WOMEN'S CHILDREN'S 


M. L. C. SALES CO. 
48 N. 3rd St. Philadelphia, Pa. 
MArket 7-0823 
WM. CEASAR MARCUS LUBER 





Dewey G. Rawls Appointed 
By Queen Quality Division 
St. Lovuis—Queen 
of International Shoe Company, 
through its general manager, Robert 
A. Black, recently announced the ap- 
pointment of Dewey G. 
representative. 


Quality division 


tawls as sales 


DEWEY G. RAWLS 


Mr. Rawls succeeds Charles J. Hutch- 
ison, who Mr. Rawls’ 
territory south central 
Illinois, 
Ar- 

Louisiana. 
with Queen 
traveled the 

Lissak Shoe 


resigned. 
cover the 


has 
will 
including 
Missouri, Kentucky, 
kansas, Mississippi 
Prior to his appointment 
Quality, he had 
eastern states for 
pany. 

Mr. began his first trip into 
the territory the last week in April. 
Memphis will be his headquarters. In 
addition to his road the 
buyer and 
manager for the 10-unit 
Brothers Department Store 
chain in Houston. He also formerly 
served as shoe buyer for Ivey’s De- 
partment Store in Asheville, N. C. He 
of the Southeastern Shoe 
Association. 


section southern 
Tennessee, 


and 


south- 
Com- 


tawls 


experience, 


new appointee served as 
merchandise 


Meyer 


is a member 


Travellers 





Wellco-Ro-Search Appoints 
Puerto Rico Plant Managers 


Mrs. Kathryn Robinson, left, has been 
with Wellco-Ro-Search in Waynesville, 
N. C., since its inception in 1941. She has 
been promoted to commercial manager 
of Welico's Moda Shoe Corporation in 
Puerto Rico. The technical manager of 
the Puerto Rico factory is Thelma Ar- 
rington, right, associated with Wellco 
Shoe Corporation since 1942. 


NSTA to Rotate Meeting; 
Broach Travelers’ Aid Group 

St. PauL—The midyear meeting of 
the board of directors of The Nationa! 
Shoe Travelers’ Association, Inc. 
held at Hotel Saint Paul here. Presi- 
dent Ted Hinds presided. 


was 


In order for the officers to meet and 
know personally more of the members 
decided to rotate the midyear 
meeting between cities where affiliated 
associations have their headquarters. 
Los Angeles and Pittsburgh were the 
first two cities to extend an invitation 
for the 1958 midyear meeting. The city 
will be selected at the October board 
meeting to be held in Chicago. 

Secretary E. J. Trench was named 
managing director of NSTA. This is 
the first time the organization has had 
a managing director. 


it was 


At a recent conference held in Wash- 
between Congressman James 
Roosevelt of California and Marshall 
J. Mantler, Leonard Silverstein and 
George Dahl, representing the Bureau 
of Salesmen’s National Associations, 
the possibility of establishing a com- 
traveling 
commission basis was 
The National Shoe Trav- 
Association, Inc. is a 
bureau. 


ington 


mission to assist salesmen 


who work ona 
discussed, 
elers, member 


of the above 


General Shoe Names Cobbs 
To Head Operation in Peru 
NASHVILLE Cobbs, assis- 
tant general manager of General Shoe 
Corporation’s Pyramid Shoe Company, 
a division of Southern Shoe Manufac- 
turing Company, has been promoted to 
managing director of Fabrica Nacional 
de Calzado E! Triunfo, S. A., the 
company’s shoe manufacturing and dis- 
Lima, Peru. 


Clarence 


tributing operation in 

Mr. Cobbs joined General Shoe Cor 
1945 as a member of its 
special program for young 
future after his dis 
charge from the Navy as a lieutenant. 
After graduating from General Shoe’s 
special training program, he asked for 
assignment in shoe manufacturing and 
became manager of the company’s 
fitting room at its Cowan, Tenn., plant 
in 1950, 


poration In 
training 


executives soon 


Soon afterwards he was made assis- 
tant superintendent of the shoe manu- 
facturing plant at Pulaski, Tenn., and 
later was promoted to superintendent 
of Genera! Shoe’s large men’s manufac- 
turing shoe plant at Huntsville, Ala. 
Two became assistant 
general manager of the company’s 
operations in Huntsville, and in Law- 
renceville and Carrollton, Ga., Hohen- 
wald, Centerville and Camden, Tenn. 


years ago he 


Polly Preston Marks One Year 

NEw YorK—Polly Preston Shoes, 
Inc., 139 Duane Street, here, celebrated 
its first anniversary May 7. 


Boot and Shoe Recorder 








Youthful Brother and Sister 
Succeed in Shoe Production 


SHEBOYGAN, WiIs.—A unique youth- 
ful brother-sister team, The Sheboygan 
Slipper Company, is beginning to make 
its mark in the shoe manufacturing 
world. Doubled production over 
year’s total has already been achieved, 
it is reported. This has come about with 
a shift from emphasis on house slippers 
to specialization in women’s oxfords 
and casuals. 


last 





~ 


= 
td 


ROBERT J. VATOVETZ 


Robert J. Vatovetz, who is 25 years 
old, is general superintendent of the 
tirm. Mrs. Joyce V. Vincent, his sister, 
is secretary and treasurer. She is 27. 
They started out in 1944 manufactur- 
ing house slippers. At that time they 
one salesman. Today they have seven 
salesmen and continue to expand their 
lines. They have national and foreign 
distribution Mr. Vatovetz reports. 

As they increased production each 
year, they expanded their operation. 
This included production of women’s 
oxfords in all widths including special 
shoes for nurses and nuns. Their line 
also includes women’s casuals and 
sports shoes. 





Herschberg Covers Illinois 
For Five Star Footwear 





Henry Herschberg, new Illinois represen- 

tative for Five Star Footwear Company. 

He fills the vacancy created by the death 

of Sam Kramer. Mr. Herschberg was 

formerly associated with the Interna- 
tional Shoe Company. 


May 15, 1957 





Walls Takes Over for Smith 
At E. T. Wright & Company 
ROCKLAND, MAss.—E. T. Wright & 
Company. Inc., manufacturers of 
Wright Arch Preserver Shoes fo. 
and boys, announced the appointment 
of Robert Walls to the company’s saies 
staff. He will cover Illinois, Missouri, 
Kansas, lowa and Nebraska. 
Mr. Walls Carlton 
who has traveled this area for 
Smith resigned be 


men 


Smith 


a num 


replaces 


ber of years. M1 





ROBERT WALLS 


cause of ill health. 
Mr. Walls comes from a shoe family, 
his father, Charles T. Walls, has 
represented E. T. Wright & Company 
in New England and upper New York 
State years. His son 
traveled with him in recent months to 
learn about retailing 
chandising. This followed an extensive 
training at the factory in the designing 
and styling as well as construction. 
One of Mr. Walls’ other 
a traveling representative for 


for a number of 


more and mer- 


sons is also 


Wright 


Arch Preserver Shoes. Charles T. 
Walls, Jr., covers most of Pennsy] 
vania, Washington, D. C., Maryland 
and Delaware. 


Walls 
University, 
two and a 


graduate of 
Washington, 
half 
Corps being re 


tobert is a 
Georgetown 
D. C. and served for 
years in the Marine 
leased with the rank of first lieutenant 


Geilich Tanning Employes 
Get Profit Sharing Checks 


TAUNTON, MASs. 
Company production 


Geilich Tanning 


workers received 
their second profit sharing checks at a 
luncheon held recently in the Taunton 
Tannery. This second distribution made 


a total of $75,000 paid to Geilich work 


ers for 1956, 
In addition, more than $100,000 in 
profit sharing was paid to employee 


on January 2, 1957, the company said. 
This represented the third payment un 
the Geilich Tanning 


Sharing Trust. 


der Company 


Profit 


Final payment of $100,000 under the 


the will be 


employees on January 2, 


terms of trust 


Geilich’s 


1958 


With this final payment, slightly more 


than $500,000 will have been paid. 


paid to 





_ Where 
— “BUY 


SHOWER SANDALS 


HOT Weather Special 
) SHOWER 
SANDALS 


waterproof 























Comfortable washable 
colors with white stitch 
3 sizes, S-M-L, Men's 


Packaged in polyethylene bags 


100%, 
Prevents slipping. 5 
ing, Grosgrain edge 


and Women's 
SPECIAL: 36 pair package. Assorted 
colors and sizes. Only $21.60 prepaid 
shipping when check accompanies order 


STAHMER SHOE CO*"\OWn 














ORTHOPEDIC FOOTWEAR 
TARSO PRONATOR SHKOES® 


for club feet 
prescribed by doctors 
as a supplement to casts in 
mild cases of talipes. 
Made and distributed only by: 


Maurice J. Markell Shoe Co., Inc. 


332 South Broadway . Yonkers, N. Y. 








Tober-Saifer Names Karesh 


St. Louts—Tober-Saifer Shoe Man 
ufacturing Company ha announced 
the appointment of H. N. Karesh a 


sales the firm’ 
Jolene, Debtowner, and Victoria Cro 


in North and South Carolina 


representative for 





H. N. KARESH 


Mr. Karesh’s career includes a long 
and varied selling experience, at both 
retail and wholesale levels. He fo: 
merly traveled the Carolinas for the 
Dixie Shoe Company. He will make 


his headquarters in Charleston, S. ¢ 


121 











SALESMEN WANTED 


SALESMEN WANTED 








SALESMEN WANTED 














POWERFUL COMPANION LINE 


Manufacturer (Established 1912) of women's 
fast, high-styled flats, casuals and slippers 
Quality leader in the field has in-stock and 
volume make-up ‘ine for department stores, 
chains, and independents. Open for qualified 
men with a following. Territories open 


|. Maine, New Hampshire, Vermont 
2. Ohio, Indiana 

3. Minnesota, Wisconsin 

4. Illinois, lowa 


Write complete background in confidence 
No references checked without permission 
Box 960, BOOT AND SHOE RECORDER 
10 High Street, Boston, Mase 


SALESMAN WANTED 


By one of the country’s largest shoe manufacturers to 
travel states of Michigan and Indiana with nationally 
advertised In-Stock quality line of men’s dress shoes 
to retail from $9.95 to $15.95. Successful applicant must 
live in territory. Write giving full details of road experi- 
ence. Replies kept confidential. 


Reply to Box 992, Boot and Shoe Recorder, Chestnut & 56th Streets, Philadelphia 39, Pa. 














KNOWN IN STOCK NE OF 
RTS AND CASUALS NU 
ABLISHED BUSINESS, SIDE 


SALESMEN WANTED 


OF ESTA 
, PTABLE 
FLORIDA—GEORGIA—WESTERN 
PENNSYLVANIA-—-WEST VIRGINIA 
BELLE MODE FOOTWEAR 


43 Leon Street Boston, Mass. 


SALESMAN WANTED 
RESIDENTIAL NEW YORK STATE 


NEEDED EXPERIENCED SALESMAN TO 

CARRY FULL STABILIZED LINE OF WELL 

KNOWN MEN'S WOMEN'S AND CHIil 

DREN'S SHOES AND SLIPPERS WE ARE A 

WELL ESTABLISHED FIRM 

Reply te Box 990, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadeiphia 39, Pa 














SALESMAN — PENNSYLVANIA TERRITORY 


Old established manufacturer of women's and growing girl's Goodyear welt sport shoes with 
large instock department featuring fast selling styles in popular price field @ Salesman familiar 
with state of Pennsylvania calling on independent retailers, who has traveled in this territory 
for jobbers or manufacturers @ This is a fine opportunity for right man. 


Reply to Box 974, BOOT and SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna. 





SALESMAN 


Man wanted to sell Fast Moving Line 
of Men's and Boys’ Stitchdowns to 
Volume Trade in Southern territory. 
Residence in South preferred 


BRAGA SHOE CO., INC., 
HUDSON, MASSACHUSETTS 











‘ ar &) % T ry. 
SALESMEN WANTED 
By Manufacturer to carry Instock Line of 
Men's Popular Priced Dress and Work 
Shoes. Territories open: Western Penna., 
So. Carolina, Tennessee, Indiana, Wiscon- 
sin,, Minnesota, Iowa, Missouri, Nebraska, 
Kansas, Texas, West Coast. Can be carried 
with non-conflicting line 
Keply to Box 985, BOOT & SHOR RECORDER 

Chestnut & With Streets, Philadelphia 39, Pa 











SALESMEN WANTED 


\re ou thinking of making a change, be 
mergers, price and style have taken 

out of selling Would i like sell 

ng quality, principle and service in a terri 
» where you can build your own tuture?’ 
Openings in established territorie Send 
¢ of experience to Box 916, Boot and 
Recorder, Chestnut & 6th Streets, 





Philadelphia 39, Pa 








Watch for June 15 Issue 


Wart Db: SALESMEN TO HANDLE TOP 
DRAWER LINE of fast-selling men’s dre 
hoes in popular-priced fiel Must live in the 
territor Drawing ‘ t to men of prover 
ri Territories ope 





SALESMEN WANTED TO SELL CARE 
/ FULLY SELECTED LINE of In Stock 
Men’s Shoes, Dress, Work and Sporting Styles 
gives complete coverage of Men's require 
ments. Commission only. Reply to Box 978, 
Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Penna 


SALESMEN WANTED 


Carry Line Misses and Children's Pre- 
Welts and Cements, commission basis. 
Territories: Pennsylvania and Ohio. 
Reply to Box 965, BOOT and SHOE RECORDER 








Chestnut & 56th Streets, Philadeiphia 30, Pa 





SALESMEN WANTED: FOR POPULAR 

PRICED LINE of Men’s and Boys’ Stitch 
down Oxfords and Casuals—on straight com 
mission basis—several territories open Send 
references. Reply to Box 953, Boot and Shoe 
Recorder, Chestnut & 56th Sts., Philadelphia 39, 
Penna, 





CLASSIFIED 
ADVERTISING RATES 


UNDISPLAYED 


20¢ a word 
Minimum (18 words). .$3.60 
Box number, extra... .$2.40 
Your name and address 
charged at word rate. 
Street number one word 


DISPLAYED 
$14 per inch 
Maximum, 46 words to the 
inch. All material must be in 
our office 20 days prior to 
publication date. 
NOTICE: 
Classified Advertising 
is payable in advence 





Chestnut & 56th Sts. 
Philadelphia 39, Pa. 


Here is my want-ad: 


Name (please print) 








ORDER BLANK 


BOOT AND SHOE RECORDER 


City State 


Please check if box No. is Wanted [] 


Enclosed is Check (1 
Money Order C) 








Boot and Shoe Recorder 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








OPPORTUNITY! 


We have several openings for side line rep- 
resentatives for our wonderful line of open- 
stock, in-stock low priced Juvenile Footwear. 
All open territories are well ustablished 
6% commission, plus bonus. Write: 
NEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-535 W. Prait S+., Baltimore 1, Md. 











SALESMEN WANTED 


To carry line of Children's Pre-Welts and 
Cements, Luther Brand, Stock and Make Ups; 
Commission basis. mn be carried with 
non-conflicting Line. Established territories: 
Kentucky, Illinois, Missouri, Minnesota, lowa 
and Nebraska. Reply, with references. 
THE KEPNER SCOTT SHOE CO., INC. 








Orwigsburg, Pa. 








SIDELINE SALESMAN WTD. 


I OOKING FOR A NON-CONFLICTING 
~ EKASY-SELLING SIDELINE If you are 
esently calling on the retail shoe trade, we can 
how you how to earn a nice extra income by 
pending a tew extra minutes on each call 





We are a well-established manufacturer of top 
lity shoe polishes with a revolutionary new 
plan for selling direct to shoe retailers The 


deal you'd be offering actually ells itself! It 


has the Profit that the retailer is looking fo 





i unig Promotion that instantly starts 
moving the goods out of his store the Prod 
ict whose quality assures repeat movement 
Onee this line is “in (and that takes little 
flort) all you do is write fill-in orders and cash 

r commission checks (8% ineluding full 
edit on mail orders plus ® annual bonus) 
Write us fully about the territory you covet 
the type and price-range rf line you art 
Repl to Box 987, Boot and Shoe Recorder 
Chestnut & 56th Streets, Philadelphia 39, Penna 


DRAWING ACCOUNT AGAINST COMMIS 
SION available to right man not afraid of 

rk In-stock Line of Children’s Shoes, $3.00 
nd $4.00 retailers Western Pennsylvania, 


Ohio, Maryland, Virginias, and Sout Appli 


ints give phone number Rep! t Box 4 
Boot and Shoe Recorder Chestnut & 6th 
streets, Philadelphia 39, Penna 


S|! DELINE COMMISSION SALESMAN 
“ WANTED for Excellent Children's Pre 

um. State experience: BLOCH AND COM 
PANY, 1010 Euclid Building, Cleveland, Ohio 


IDELINE SALESMEN WANTED to carry 

In-Stock Line of Popular Priced Work 
Shoes. Indiana, North and South Dakota, Ne 
braska, Ohio, Kansas Attractive commission 
W rite UNION SHOE MFG. COMPANY, 
Sheboygan, Wisconsin 





HELP WANTED 








RETAIL SALESMEN WANTED 
telling experience, with references. Re 


FRANK WERNER CO., 185 Post Street 
San Francisco 8, California 











WANTED MAN AROUND 40 YEAR 

; eal x with Administrative exy 
the manufacture and sell 
rade only, of Children’ 
ls’ Popular Price Good 


ind Littlewa Welts 
nd Ho 


of age 
ence, familiar 
ng to the v 
Misses’ and Gr 
ear Welts, Cer 





Men’ chdown Casua i 
| vortunity tor juick ad 
ement to cutive positior When 
I g outline in detail Administrative, Manu 
cturing ind selling U eTIEnce ind = give 
eference Addre reply t I , Hershey 
P lent HAGERSTOWN SHOT COM 


PANY, HAGERSTOWN, MARYI I) 





FOR RENT 





O FICES, SHOWROOMS, OR SAMPLE 
ROOMS it building, City Hall 
GEDNEY: 9.7007 


shoe dealer 


area Reasonable 


May 15, 1957 








BUSINESS OPPORTUNITY 








PARTNERSHIP 
IN SUCCESSFUL WEST COAST 
JUVENILE STORE 


Assured future for ambitious retail shoe 
man about 30-35 with above average 
ABILITY and EXPERIENCE. 


REQUIRES $10,000 CASH 


Investment and interest protected and in 
sured by well rated owner. 


GUARANTEES $10,000 YEARLY 
TO START 


Write fully detailed experience for past 
ten years, also personal and family impor 
tant and pertinent facts (confidential) 


Reply to Box 995, BOOT & SHOE RECORDER 
Chestnut & 56th Streets, Philadelphia 30, Pa 











CONCESSION FOR INFANTS PO TEE? 
AGE SHOES; 100% Location; Populatior 
000, drawing 175,006 M t he reliable and 
have good reference Repl t 8 99 Boot 
Shoe Recorder, Chestnut & 6t t t 


ind 
Philadelphia 39, Penna 





POSITIONS WANTED 





UYER-MANAGER 06 YEARS RETAIL 

SHOE EXPERIENCE Phot hi f 
miliar all phases this operation Excellent 
ord. Available May Fl ifteentt Repl t be 
183, Boot and Shoe Recorde Chestnut & ‘ 
Street Philadelphia 39, Pe 





FOR SALE 





~AMILY SHOE STORRS + 
Chicago Present Jume ¢ ( 
entee owner 1 in dl ‘ $ ] 
carried: Red ¢ s Nunn-Bush, ¢ | (} 
Life, Jumping Jack Air-condit t 
fixtures for price of to-dat Rey 
to Box 991, Boot and Shoe Ree ‘ ( tnut 
& 56th Street 4 adelphia 39, P 
FAMILY | SHOs rORE IN RAPIDLY 
GROWING CBURB OF SA RA 
CISCY Estal ‘ ht ‘ ( 


n Mediu 1 Grade N i WW 


SALESMEN WANTED Volume Manufa 
~ turer f Popular Priced Children’s Shoes 
with large In-Sto Department, seeking repre 
entation in Florida; Upper New York State 
Dexa ind several other territories with active 
count We are manufacturer of Infants 
Children’s, Misse Little Gents’ and Boys’ S 

both Bonwelt and Compo Constructiot Cor 
tact at nee PLEASANT VALLEY HOT 
cay Westminster, Maryland 


= 






AJEED ALESMEN ro ELI 
‘ PRICED Men Dress Shoe 


enced men who can produce a 


MEDIUM 
Drawing 
count to expe | 
have established following in these territort 
Michigan, Ullinoi Tennessee Kentucky, Okla 
homa, Arkansas, Texa Reply to Box 984 
ri Recorde Chestnut & ott 





FCR SALE 





E TABLISHED FAMILY SHO POR 
- ( il " Fall Ohio Ver modert 
c nd t branded Lane tt 
General OOF Jarmar Mailing List 1O¢ 
Location, with lease Will reduce stock t ul 


unt. WIENER HOK STORE 107 J 


( howa | QO) 


FOR \I.1 CANCELLATION biG 
PORE doing $60,000 Volume; I I 

| fit mak M ! \\ . ay ' { 

Invent " t 4 Will 4 

two yea I I 189, Boot 

Record ch & th ] 


FOR ALI PRINCIPALLY CHILDRI 


SHO! PORE and te West 
| ‘ \ (dwt 4 1 
\ { { 
EUs ALI I rABLISHLED FAMII 
SHOK STORE, Up-State New York ‘ 
I bine ation Sell at inventor 0 
‘ t Repl ti ie iB 
} | ¢ ( ut & ot t 
l'« 
} 
pret LI RETAI bid Pooks 
(HAI ( M 1) 
il i ( nt 
! n f t 
W leta Rey to B ) i 
low & Sét 
| 


RAY MACTIINI IMPLEX BLA) 
2 hat MODE! tl ! er ex 
bition est ‘ VORKKI Hol 
ire 0 
FAM! HiOoF POR Lan rED 1 
OU TH Ch | | Py VLVA { 
a t ' i . 
t | { ‘ hett 
( 
I IB ) 
( 
‘ | 
| LY rt rors ESTAI i 
HN 
ft { I) time j 
I I 8 I 
‘ et j 
FOR ! j HED ¢ 
; ) bt 
i 
{) i j > # 
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11-Year-Old Salesman 
Travels Western Territory 
MARLBORO, MAss.—Operating on the 
that it takes a sales- 
man to sel] juvenile footwear, 1l-year- 
old Everett towen, Jr. of Denver, 
writes his own orders when he travels 
the Colorado-Wyoming-Utah territory 
with his dad, a salesman for Quinn & 
Delbert Boot 
of Marlboro. 


theory juvenile 


Lee 


Manufacturing Company 





 - aa. 


Everett Lee Bowen, Jr., Denver's I1- 

year-old shoe salesman, with samples 

from the Quinn & Delbert line of juve- 
nile boots. 


The elder Everett says that many 
of his best customers now refuse to buy 
unless Everett Junior personally takes 
their orders. Junior knows the Quinn 
& Delbert line thoroughly 
rattle off prices and construction fea- 
tures as well as his father can. He 
wears the he’s selling. 

The youngster attends all the western 
shoe and makes customer calls 
with his father during school vacations. 

In addition to being perhaps the 
youngest order-writing shoe salesman 
in the world, the younger Everett is 
also a talented singer and dancer and 


and can 


actually boots 


shows 


is in demand as a master of ceremonies 
at many large Denver gatherings. He 
has appeared at Denver’s famed Bon 
fils Theatre and was 


the Walt 


audi 
studios. 


recently 
tioned by Disney 
Wolverine Shoe & Tanning 
Elect Directors and Officers 


Rockrorbd, Micu.—Directors 
at the annual meeting of the Wolverine 
Shoe Corporation, held 
at the company’s offices here, were 
V. W. Krause, A. K. Krause, R. H 
Krause, G. C. Krause, G. S. Norcross, 
( R. Jelle Hekman 
Clement 

Office 
meeting 


elected 


and Tanning 


Evenson, and 

Wall 
elected at 
were, 


the organizational! 
Adolph K 
vice-president-operations, Gor 
Krause;  vice-president-shoe 
James G. Muir 
sales, Donald L 
urer, John R, 


president, 
Krause; 
don C, 
ales, ; vice-president 


glove Hunting; secre 


tary-trea Janssen. 

At the same time the following were 
elected to assistant 
treasurer, E. W. 
ecretary, V. A 
vice-president-shoe 


posts: assistant 


Leonard; assistant 
DePuy; assistant 
production, R. W. 
vice-president-glove 
Raymond and 
vice-president-purchasing, 


Young; assistant 


production, Petersen; 
assistant 
Neil Forrest. 
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Endicott Johnson Salesmen 
At Eastern Division Meeting 

ENpicott, N. Y.—Endicott Johnson 
eastern division salesmen were told 
EJ plans to hold fall prices at present 
levels “for the time being.” 


Lawrence Merle, vice-president in 
charge of sales, told the group that 
despite the increased cost of every 


thing used in shoe construction, “We in 
the 
to find some way to help retailers get 
for their 

At a luncheon following the morning 
session, Frank A. Johnson, president 
and general told the 
men, “You have all contributed to about 
$50 worth of our 
last year. This 
over one-third of our total sale figures. 


selling end of the business have got 


more money shoes.” 


sales- 


manager, 
million business 


during the represents 


Last year EJ dollar sales totaled 
more than $151 million. 
Harold A. Schaff, credit manager, 


take full ad- 
prosperity. “Mass 
production is the order of the day and 
we must 


urged the salesmen to 


vantage of current 
increase our sales volume to 
operate profitably,” he said. 

According to William L. Sanborn, 
EJ’s ad agency, a 
“good schedule of consumer and trade 
magazine ads have been planned. New 
mailing pieces will be sent to retailers. 
The mat has been expanded 
and a booklet will be available 
for retailers.” 


vice-president of 


service 
new 


Schneider Mending Fast 

NELSONVILLE, O.—Merrill Schneider, 
with The William Brooks 
Shoe Company here, has returned home 
from surgery and is expected to be 
back at work in his territory within 
two weeks, it was announced by K. C. 
the com- 
pany, which manufactures boys’ Good- 
year welts. 


associated 


Orwiler, vice-president of 





WANTED TO PURCHASE 











TOPPS PAYS THE TOPS 


We retail our shoes and can pay top 
dollar for men’s, women’s and chil- 
dren's shoes. Complete shoe stores con- 
sidered. 


TOPPS SHOE STORE 
4112 BERGENLINE AVE. 
UNION CITY, N. J. UNion 3-6413 











MERCHANTS’ NEEDS 














V ADVERTISING 
cen a Clippings 


—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 
Te has over 2000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 
a a I a a 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 
342 Madison Ave., New York City 


Please tell me more about your news 
paper ad clipping service and special short 
term trial offer. 

City 


Name 











KE. 1. 


e. 


Arch Preserver shoes for men, 





-« ¢ 
J 
(oS commie 


Salesman of the year for E. T. Wright & Company, manufacturers of Wright 


is Ed Carrol. 


Leo McCarthy, left, president of 


the company, recently presented Mr. Carrol, right, with a gold wrist watch as a 
reward for having won the 1956 sales contest which was based on increased sales 
and number of new accounts. 


Boot and Shoe Recorder 


RN ESS 














WANTED TO PURCHASE | WANTED TO PURCHASE WANTED TO PURCHASE 























a 
WE PAY MORE foccisc0 WE ARE RETAILERS ok 
WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES 3 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT ? 2 
3 3 
HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. |., N. Y. + FOR | i 
Max L. Meltzer, Pres. Ivanhoe 1-9830 3 z 
s ¢ Quality Shoes / Complete Stores = 
> v7 CLOSEOUTS OR SURPLUS 3 
2 from Mfr. or Reteiler 
{ : Any Quantity . . . Any Timel 
) B. & R. PAYS THE LIMIT | ; fr vik atin 
! . * o Write, Wire or Phone= 











CLOSE OUTS _ 
WE BUY COMPLETE SHOE STOCKS C ie ¢ tal 
a LEASES ASSUMED a = CE 1-4898 CE1-3762 § 
collect YOUR NAME PROTECTED S “WHILEIN TOWN see wens 
| 
B. & R. SHOE CORP. H 
74 READE STREET 
NEW YORK 7, N. Y. Ben LaMonica 





WOrth 2-6358 Ralph Vogel ARRONSON 
PAYS MORE 








MORRIS BAYROFF CASH PAID FOR 
format ith M8 She Ce, SHOE STORES sehen 
IS NOW LOCATED AT CLOSE OUTS, JOB LOTS : 
157 DUANE ST., N.Y.C. SHORT LEASES caus LEASES ASSUMED FOR OPERATION 
Telephone REctor 2-4249 
Highest Prices Paid for B. SABIN NOTHING TOO LARGE OR TOO SMALI 
Complete Stores & Closeouts 101 DUANE ST. NEW YORK 7, N. Y. 
Leases Assumed Telephone WOrth 2-255 George J Arronson Associates 








157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 
































































TOP DOLLAR! tt Hm i 
ry Buying, Selling Shoes for 37 years 
FOR YOUR ODDS AND ENDS, CLOSEOUTS — SOP PRICES 
OR COMPLETE STOCKS or Discontinued Stoc 
EDDY SHOE COMPANY HARRY HESS WE BUY 
ALWAYS RELIABLE 76 Reade Street New York 7, N. Y. 
132 No. 4th st. arenes Phila. 6, Pa. Telephone: WOrth 2-696! Beekman 3-767! Your BRAN DED 
and DISCONTINUED 
SURPLUS STOCK 
OH DOCTOR! OH DOCTOR! CASH satel ciate 
Come over quick! vs, P g I Cc Ss WAlnut 5-2062 
My slow moving . 
stock is SURPLUS SHOES CAMITTA SHOE CO. 
making CANCELLATIONS 120 No. 4th St. Phila. 6, Pa. 
BETTER COMPLETE STORES 
CALL “UNCLE” ee 
LOUIS women's and children’s shoes. 
Seas the answer—phone or write for 
91 aia eae MOSINGER- COHN « closeouts 
formerly with $Y CAMITTA & SONS 1235 Washington St. Lovis 3, Mo . surplus 
e discontinued 
BARIS BUYS for C:ASHZZZZIIE lines 


¢ complete stores 


Quick decision on your offers of discontinued and 
B A R | S$ surplus men's, women's and children's shoes. 


Also complete stores considered BROITMAN- 


GAFFIN SHOES 


nc, « BE 3-7290 
146 DUANE 5$1., N. ¥.C. 


THE NATION'S FINEST ; ; 
CANCELLATION SHOES Jobs in Fine Shoes From Fine Sources Since 1931 


79-81 Reade St. + New York 7,N.Y. + Tel: WOrth 2-5180 \ 
/UUHHMEEEEEEEE@q@q@q@HTEE@E@EEE@EEEEEEEEEEEEEEEMMMHeellldtltdtdddddddd 
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PROTECT YOUR OWN FUTURE 
WITH YOUR OWN BUSINESS 
If you have the background of ortho- 
pedic shoe fitting and servicing, and 
like to help people, you can make 
money in an exclusive Foot-so-Port 
Shoe Store. If you have $5,000 to 
invest, we have a plan to help you 
open your own store. 

© Bookkeeping, tax work, complete 

plans for store, stock, furniture, fix- 


tures, etc., furnished by us. Factory 
and retail training program. Write 


FOOT-SO-PORT SHOES 


Division of Musebeck Shoe Company 
OCONOMOWOC, WISCONSIN 


You get 

TOP QUALITY 
LONG MARK-UP 
and fast = 
IN-STOCK 


SERVICE 
when you 


Switch to... 


Crestworth 


Shoes for Men 


Style W2073 
Saddie lan 
C 7/12 
D 6/12 


Write to: Cedar-Crest Shoe Company, Dept. 515 
A division of General Shoe Corporation 
Nashville, Tennessee 
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What’s New 





Matching His and Her Shoes 
Issued by Brown Divisions 
LouIs With 
Risque and Roblee divisions, Brown 
Shoe Company has introduced a new 
promotion, “Mr. and Mrs. Swashbuck- 
ler,” matching shoes for husband and 
wife. The promotion is reportedly an 
industry “first.” 
The “Mr. and 
shoes take their from a new 
buckle-down clasp fastener. Both pat- 
terns have the Continental tapered-toe 
in variou 


ST. assists from its 


Mrs. Swashbuckler” 


name 


are available 


leathers. 


and 
and 


design, 


colors 


The His and Hers idea is now introduced 
into the shoe industry by the Risque and 


Roblee Divisions of Brown Shoe. 


Roblee is one of 
Flex-air 
imported 
the 
featuring the 
intro 


| he 


that 


men’ pattern 
models and 


calfskin 
Toreador, 


line new 


will be made of 
Risque’ 
is a semi-bootie design 
Gluve which 
duced by that division last season. It 
will be made in textured cashmere calf 
and softbrush. 

Archie 


~~ 
Saie 


model, named 


construction was 


Boz 
and 


Stanley 


Risque 


and 

aich, managers for 
Roblee respectively, feel that this type 
of promotion will gain wide acceptance 
both and consumers, a 
it is urban and 
ties in to the growing sportswear mat 
active-life men 


Bregman 


with retailers 


suburban in character 
ket of today’ and 
women, 


Ace Shoe Dyers Has New 
Patent Leather Liquid Polish 
NEW Ace 


“so, °s polish 


Patent Leather 


made 


YORK 
liquid 
leather, 


expressly 
introduced to 
makers, Ace Shoe 

of polishes and 
12nd Street, New 


for patent was 
the 
Dyers, 

dyes, of 


York City 


market by its 
manufacturer 


140 West 


A bottle of Ace Patent Leather "88" 
made to clean and polish patent leather 
exclusively. 


The the polish dries 
quickly, polishes in one 
operation and retards cracking. It said 
prominent Bosten tuan- 

to do “a very 


for 


company says 


cleans and 
a tryout by a 
nery proved it 
factory 
leather. 

Ace Shoe Dyers says the 
polish is applied sparingly, then wiped 
lightly lint free cloth and a 
brilliant results. It 
one-ounce shine 50 
$3.40 per dozen. 


satis- 


job as a cleaner patent 


liquid 


with a 
finish 
bottle 
The price is 


claimed a 
could pairs 


of shoe 





Tyer Rubber Introduces 


Two Plastic Storm Boots 


Tyer Cascades, one of the two new 
models in the plastic storm boot field 
being introduced by the Tyer Rubber 
Company of Andover, Mass., retails at 
$3. It has a black shantung pattern and 
features anti-slip soles, reinforced heels 
and contrasting gray lining. Tyer De- 
Lites, retailing at $2.25, are both clear 
and “disky."” The boots are packaged in 
black and yellow boxes. 
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A | Fortune Shoe Co. .........6:. 27, 79| N 
a a _— Freeman Shoes ( orp ae 108 | a ne a _ 
pS ES ae Se - 106 | French Shriner Shoes s = Nunn-Bush Shoe Co ird Cover 
Allied Products Show .... 29 Friedman-Shelby Shoe ( a ’ 
, American Girl Shoe Co. , 2 areata 
y American Juniors Shoe Co. .... 14 0 
Arronson, Geo. J., Assoc. ...... 125 | : 
G | Ohio Leather Co 
B Gardiner Shoe Co. ; 26 | 
: Gerberich-Payne Shoe Co. 117 P 
B. & R. Shoe Co. .. .. 125 | Gilbert Shoe Co. , 1 _ 
AIOE Behe Nakao _ 9 / Goding Boots Ine, 109 | rhepaeig ee = 
Baris Shoe Co. .. 116, 119, 125 Goodyear Tire & Rubber Co. G7 | FRMe Paes Ce, Ine. ” 
Sarrett & Co. Inc. ....... 28| Green Shoe Mfg. Co gack Cover 
Bata Shoes Inc. ......... 38 Q 
Berned Shoe Co. . ; Te ey, : 
Blum Shoe Mfg. . eer rey ee i H Queen Quality Shoes Sf 
Boot and Shoe Recorder .. 84, 90 . | Quinn & Delbert Boot & Shoe 
Borg, G. W. Corp. Ni 78 Hamel Leather ( o. 75 Mfg. Co 9] 
sroitman-Gaffin Shoes Ine. »« 125 Hannahsons Shoe Co od 
Srown Shoe Co. . 84.85 Hempstead Shoe Co. Inc 125 
Burns Cuboid Co. , 118 Herbst Shoe Mfg. Co. 12 R 
Hess, Harry nee son Rau Fastener Co bi 
Heydays Shoes Ine. 1 cleaainn Mien Maan Ce oF 
C Holland tacine Shoe Co 112) Romito Donnelly Co 116 
Ciitetins Bethe Ce... 97 Hubschman, E., & Sons, a ei Ross, A. H., & Son 104 
Camitta, Louis, Shoe Co. 125 iis: Shoe Co. as ae Rueping, Fred, Leather Co () 
Camitta Shoe Co. 125 
Carr Fastener Co. were” 44 ; 
Cavael’ #2 COs cccsccis ; 93 I s 
Cedar Crest Div. General Shoe Sablin, B 125 
ae . 126) Iselin, Wm., & Co ; 102! Scholl Mfg. Co we 
Chairmasters ¢. 98 : ; ' 
roman . . W., Co. 116 nce cht os 
: , Se Ave " Shoe Patents Corp 0-31 
Colonial Tanning Co. 15 J Silene than Ca 194 
Converse Rubber Co. .. 37 
Cushionized Bellaire Shoe Co. 115 | Jarman Shoe Co ; 
Curtis-Stephens-Embry Co. Jenkins, Geo, O. Co, 1% T 
Ine. . : ef ln hie Fes ae 
lingley Rubber Corp " 
K Topp Shoe Store 14 
D Iyer Rubber Co 64-65 
Keith, Geo. FE. Co. . lf 
Danskin Inc R ; - 92! Kreider, A. S. & Son Co 110 
Dickerson, Walker T., Co. , 9 tJ 
Drew, Irving Corp. ae i 
Du Pont, FE. I., de Nemours & Co. I United Shoe Machinery Corp 
Inc. Nylon vhs - 8&6 ‘ Hub Adhesive f 
Laconia Shoe Co., Ine. 1:5 Service Part S, Ba 
; Levor, G., & Co. 3 Supergrip if 
KE Lion Sandals, Ine 11! 
Kagle Ottawa Leather Co. 74| Long Arm 12s 
Kddy Shoe Co, . 126 . 
Edwards Shoe Ine. 11 Vaisey-Bristol Shoe Co | 
Edwards, Vincent, Co. 124 M Virginia Oak Tannery Sale 
Kd White Junior Shoe Co . 109 M. L. C. Sales Co. 120 Corp M4 
Ephrata Shoe Co. 66 Markell Shoe Co 19) Virginia Shoe Co 69 
Evans, John R., Co. 10-11 | Widwest Shoe Travelers Asso 117 
Milwaukee Chair Co BH W 
F Modern Orthopedic Applance Co 
Ine 110} Weil, M. K. Shoe Co. 11] 
Florsheim Shoe Co. Ie ae 5 Morris Bayroff 125| Welleo Shoe Corp 11] 
F oot-So-Port Shoe Jute _. 126 Mosinger-Cohn Co . 120, 125| Woeodseo Ine 119 
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LUBRICA 


IS MORE THAN AN 


OIL CAN 


The direct cost of a breakdown through inadequate lubrication is 
the cost of parts and their installation. The indirect costs can be 
many times higher. 

Filling oil holes is only part of the story. The more important shoe 
machines have internal lubrication systems requiring periodic at- 
tention. Strainers need cleaning, reservoirs need flushing, fresh oil 
and grease should be added. 

United service men have the training, experience, and skill to 
give your machines the regular attention needed for uninterrupted 
performance. Periodic lubrication servicing is not expensive and can 
save you costly repairs. 

Ask your United man to work up a schedule and cost estimate for 
lubrication servicing on the shoe machinery in your factory. 


SERVICE 


PARTS 


Hourly charges are less 
under United's service contract 


UNITED SHOE MACHINERY CORPORATION 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Style 9621 








thee 
Weert . CHATEAU Last 
Style 9657 y, <i 
bttery ra Brown Melton and 
SKIPPER Last Ais Teak Shantung 
Brown Nylon | bt also in 













Cabana Straw 
also in Black 


Black Meltan and 
Grey Shantung 








Style 9624 
CHATEAU Last 
. Brown Meltan and White 


Combinations also in 
Black and White 





\ 


Lightweight, Flexible 
a with 
.) +9 NU-MAT Cushion 


Tread Insole 





















Style 9171 
CHATEAU Last 


Black Meltan also 
Brown and Burgundy 


\ # r) 
NU 
NEW, SELF-SELLING 


\sk your customer to press his finger firmly on the insole of a new 


Edeerton Pli-Matic shoe... and he visions walking pleasure comparable 


. ' Vade by 
to the delight of a barefoot hoy on a smooth. sandy beach! Assure wisnatias’ 1 


a Division 


of 
Nunn-Bush 


him the billowy softness LASTS throughout the long life of the 


shoes... and that the light flexible outsoles coddle foot action for 






restful. zestful comfort. You'll make the sale! 





Edgerton Division »« NUNN-BUSH SHOE COMPANY © Milwaukee 1, Wisconsin 











